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you make 
more than one profit 


when you sell 

The sale of an Irwin auger bit or screw driver 
carries a strong promise of additional profits to 
come. For the dependable performance of Irwin 


tools helps to build customer confidence and 


good will for your store. 


This in turn builds repeat sales and profits for 
you. Customers will buy Irwin again. They 


will buy more of the other sound values you 


offer and recommend. 


And the promise of more than one profit from 
the sale of an Irwin tool is backed by experience 


that spans a full 67 years. Here then is another 
practical reason why it’s good business to do 
business with Irwin. 


The Irwin Auger Bit Company 
Wilmington, Ohio 


620148 


every bif as good as the name 
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THIS LINE OF WOOD §S 


WILL SELL 


Compare these FLETCHER models with 
any other wood scrapers and you will 
agree they are just the kind of tools you 
want to feature in your store. They will 
earn you a handsome profit if you will dis- 
play them. We will furnish the display. 


FLETCHER Wood Scrapers when pur- 
chased in Assortments earn additional 
profits. A choice of two assortments will 
provide an economically small, but com- 
plete stock of all models. And your cus- 
tomer will find the exact scraper to fit his 
requirements and his pocket book. 


If your jobber does not stock the 
FLETCHER brand he can get it for you. 
Write us for literature describing all 
models, and let us tell you how FLETCHER 


STOCKING EXTRA BLADES 
“mn Gols Gneeeen gene Wood Scrapers can be purchased most 


TO YOUR STORE... IT PAYS! economically. 


THE FLETCHER-TERRY COMPANY 


604 SOUTH STREET @© FORESTVILLE, CONNECTICUT 





T SALES AND SERVICE COMPANY 
CALIFORNIA 
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inside: always free turning always locked 


Vestibule lockset has a 
tree furning inside kenob 
and an “always locked ~ 


outs rile knob. 


When Ope ning the L50 
with a key, the vestibule 
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ONE GREAT LOCK | 
You'll find all three of these good selling : ; 
reasons in the famous Eagle Dead Lock. 

Rugged but beautiful with rich gold oe 
bronze finish . . . superb craftsmanship, 
the result of a century-old tradition of : 
quality... the Eagle Dead Lock fea- mew quick-open FEATURE | @ 
tures a new and improved interior con- ' 


















SUBSCI 
its posse: 
per year. 
Single &« 


HARDV 
Saves 50% locking-unlocking time and effort over old-style ‘i ceeding 


For more sales and bigger profits locks... now with only a quarter-turn of the key... click!... , et “ 


“Iron Ag 
ware Rep 
man," C 
zine," Ne 
York, a 
Eagle No. 3548 Pin Tumbler Rim Dead Lock Size 42” hy". 

9 S 2" by 2% HARDW 


5 Pin Tumbler. Brass plated rustiess alloy cylinder. Steel bolt Thursday 
5éth Sts., 
second cl 
Post Offid 
a March 5, 


THE EAGLE LOCK COMPANY . Subsidiary of Bowser, Inc. * TERRYVILLE, CONNECTICU 169, No. 
TtELS1 


4 HARDWARE AGE, MAY 1, 19 HARDWS 


struction that assures the dependable 





security customers demand. 





Eagle Dead Lock snaps into action. 


... sell Eagle Dead Locks, the first 


line of security. 


with case hardened steel cores. 
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AMERICAN CHAIN DIVISION «* 


AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. " 
Chain is easy to sell if you show it—get it out 4 4 A 
where customers can handle it. The acco Chain q ee er he : m 
Sales-Maker and ACCO-PAKS are dandy display pieces 7 i is i stant 
that will definitely increase your chain sales. 
Order these “American favorites” now from your 
AMERICAN CHAIN wholesaler. 


ace American 
mds AMERICAN CHAIN DIVISION Chain 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Why Promote 
Brand Names? 


Too many of us take for granted, or perhaps 
do not fully understand, what brand name mer- 
chandise means to us, not only as merchants but 
also as consumers. 

The development of brand names, wherein a 
manufacturer puts his name and his reputation, 
behind his product to assure its quality, has been 
an important factor in the growth of our standard 
cf living. 

The competition among brand name manufac- 
turers for a share in the consumer dollar has 
proved to be a never ceasing spur to improved 
quality at lower price. 

The advent of the brand name manufacturer 
put an end to the old selling philosophy of “let the 
buyer beware,” and opened up the opportunities 
for mass produced, low cost,-quality products, with 
the manufacturer standing behind his claims for 
the product. 

This is in sharp contrast with the trends in 
socialistic nations where attempts are made to 
establish monopolies of one brand, usually the gov- 
ernment sponsored brand. A study of the experi- 
ences of Russia and its state—controlled industries 
gives you a glimpse of what happens when you end 
brand name competition. 

To the independent hardware dealer, the avail- 
ability of competitive brand name merchandise 
gives him competitive selling opportunities (and 
occasionally headaches) that would be missing un- 
der any other distribution system. 

As part of an effort to promote a better under- 
standing of this subject, the Brand Names Founda- 
tion each year sponsors a competition in which re- 
tailers in various fields submit examples of their 
promotional activities with brand name products. 

Awards are then made by the Foundation to re- 
tailers, based on the quality and constancy of such 
promotional] efforts. 

Five hardware stores were honored this year for 
their outstanding brand name promotion programs. 
These stores present an interesting combination of 
large and small stores; of single unit and multi- 
unit operations. 

We had the pleasant opportunity of visiting with 
these hardwaremen when they were in New York 
to receive their awards. We were impressed by the 
fact that all of them, no matter what type or size 
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store they operated, were convinced that aggressive 
promotion of brand name merchandise is profitable 
for a hardware store. 

Associate editor Rod Keagy has written for this 
issue a very interesting report on what these peo- 
ple think about brand names; how they merchan- 
dise them; why they place so much emphasis on 
them. You’ll find this very instructive discussion 
beginning on page 33 of this issue. Here you will 
find not only unusual and effective promotion ideas, 
but also some very sound thinking. We recommend 
reading it. 





Ad Men Deserve 
More Recognition 


As you read the reports in this issue of how the 
various hardware stores won their awards in the 
brand name competition, I’m certain you will be 
impressed, as we were, with the high quality of 
the advertising these stores are doing. 

This observation emphasizes a thought that has 
long been with me; that the hardware trade at 
both the retail and wholesaler level does not gen- 
erally understond how important an advertising 
manager is in today’s scheme of things. 

Too many advertising managers are tolerated, 
rather than accepted. They, are relegated to some 
out of the way corner, and are required to operate 
on skimpy budgets. The importance of their job 
in the development of a successful store or whole- 
sale house is too often underestimated. 

The tempo of modern merchandising is creating 
@ steadily increasing need for aggressive, practi- 
cal, hard selling promotion plans. Promotion ef- 
forts to meet this need cannot be developed as an 
after-hours proposition. Advertising today is as 
much a profession as is banking, selling or manu- 
facturing. The ability to prepare sound, hard sell- 
ing advertising copy demands extensive knowledge 
of many subjects. Many years of experience and 
training are necessary to learn how to use the 
printed word to effectively sell merchandise. 

In short, it’s a job that should be filled with a 
competent man, who is accepted as a full fledged 
member of the selling team. 

What is true at the retail level is equally true 
at the wholesale level, especially when it comes to 
preparing consumer broadsides for dealer use. 

The days are gone when these broadsides can be 
used as a dumping ground for buyers’ mistakes. 














perform, to compete with similar broadsides issued 
by the chains and department stores. 

To do a selling job today, a broadside must be 
prepared with great skill in the selection of mer- 
chandise, its pricing, its presentation. The broad- 
side must appeal not only to a consumers’ seasonal 
interests, but it must also attract his eye and be 
easy to read, else it will land unread in the trash 
can. 

Experience has proved beyond question that a 
well prepared broadside is a real business producer 
and in the copies that reach us we can see a gradual 
but definite improvement in the quality of these 
broadsides. Many are fully the equal of material 
issued by the large chains. 

The key to a good consumer broadside, or news- 
paper ad, or radio script, etc., is a competent ad- 
vertising man; given adequate scope for his abili- 
ties, an adequate budget, and the full support of 
the management. 

In these days of reluctant consumers, an invest- 
ment in better, more effective advertising will pay 
dividends. 


Sales Are Where 
You Make Them 


Every day I see added proof that there’s busi- 
ness, if you want to go after it. A good example of 
this is a little promotion I learned about during a 
recent visit with a wholesaler. 

This wholesaler supplies his dealers with double 
post cards promoting a bottle warmer. The dealer 
sends this card to every new mother appearing in 
the births column of the local newspaper. 

The card thus arrives at an appropriate time and 
to order the warmer, the mother has only to drop 
the other half of the card into the mail. 

Bottle warmers have rarely been considered hot 
items in a hardware store, but they tell me its sur- 
prising the number of warmers that have been sold 
by these post cards. And who knows what this first 
sale may lead to in repeat business? 

A good example of selling ingenuity. 


Self-Service Needs 
Better Packaging 


Mere mention of the subject of self-service in 
a hardware store is sure to start a good argu- 
ment. And it’s a subject that deserves long and 
careful discussion, because it poses many new and 
complex problems to hardware dealers. 

Too many hardware men attempt to answer 
questions of self-service with a simple yes or no 
answer. It can’t be answered in such a simple 
fashion. As a matter of fact, the question is not 
one of whether or not self-service is suitable for 
hardware stores, but rather it is a question of 
what types of merchandise can be sold on a self- 
service basis. 

From a practical viewpoint, many stores are 
today demonstrating that some merchandise can 
be profitably sold on a self-service basis. But 
there are obvious limitations to this field, since 
some items simply do not lend themselves to self- 
service. 








These broadsides have a hard, tough selling job to 





But there does appear to be a variety of mer- 
chandise that does lend itself to self-service and 
more and more dealers are setting up self-service 
sections to learn more about the practice. Even 
a small section will serve to point up the prob- 
lems involved in self-service. 

Some of these efforts have proved quite success- 
ful in that they have demonstrated that it is pos- 
sible to move many small items, such as fasteners, 
cup hooks, washers, etc., by self-service techniques 
at a lower cost than the usual methods. 

Since true self-service requires pre-packaging 
in units which are often greater than those com- 
monly purchased from open bins, some dealers 
are finding that unit sales under self-service are 
averaging higher than those made in the custom- 
ary manner. 

By no means has it been indicated that a dealer 
must go into self-service. Rather, experience to 
date has simply suggested only that under certain 
circumstances and with certain items, self-service 
can help to increase the sales potential of a given 
floor area, in some cases also with a reduction in 
selling costs. 

Before self-service on an important scale is 
possible in hardware stores, more packaging at 
the manufacturing plant will be necessary, and 
a considerable improvement in packages will be 
needed. 

It is not sufficient that a package act as a wrap- 
per for a convenient quantity of an item. The 
package must also do most of the selling. It 
must provide quick and complete identification of 
the contents. In some cases it must also contain 
instructions for using the product. 

In short, self-service puts a major share of the 
selling effort on the package itself. 

Many dealers who are experimenting with self- 
service feel that not enough attention has been 
directed by manufacturers to the design of con- 
tainers. Just as dealers are experimenting with 
self-service selling, so would it be highly desir- 
able for manufacturers to experiment with more 
effective packaging. 

The ultimate scope of self-service in a hard- 
ware store is far from clear, but certainly it is a 
subject that deserves much study by both dealers 
and manufacturers. 
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Worth Remembering... | Bec 

When you attempt to appraise the fairness of f fea 
the recent wage award in the steel industry case, : 
remember this: None of the so-called “public ' qul 


members” of the Wage Stabilization Board ever 
had the responsibility of meeting a payroll. These 
public members, who were the ones who actually 
determined the decision, are professors, labor con- 
sultants or ex-War Labor Board members. Not 
one of them can be said to possess the viewpoint E 
of the “public.” 

When you weigh the justice of the President’s 
seizure of the steel industry, consider the pos- 
sibility of your business being seized because you 
have a disagreement with a labor union. Re- 
member, the pattern has been established; the 
precedent has been set. It can and will happen 
again if it fits the needs of the power-hungry 
politicians who are controlling the nation. 
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SELL WITH PRIDE and PROFIT... 

; Because of outstanding engineering profits for Lockwood dealers. Get your 
of features . . . attractive design and _ share of this business in your commu- 
e, . . . . . ’ 
ic quick installation ... these easy-to- nity. Lockwood builders’ hardware 
jy ¢ P 
“4 é sell locksets are the key to gives the user long, trouble-free serv- 
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t a. Check your stock and place your orders NOW ... and don't forget 

to include merchandising samples for display and demonstration. 
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-. | LOCKWOOD HARDWARE MANUFACTURING COMPANY 
. FITCHBURG, MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Anti-Control Wave Growing But 
Little Hope for End by June 30 


Retailing’s case for ending federal control over 
prices and wages on June 30 is strong2r now than at 
any time in many months. 

Only a few weeks ago there was little outspoken op- 
position at the Capitol to the proposed one-year ex- 
tension of government price and wage regulation. 

Today, that situation is markedly different. 

There is widespread disgust and annoyance at the 
' grass-roots level over the one-sided way in which Presi- 
dent Truman has handled the stabilization program. 
And Mr. Truman’s bungling of the steel wage dispute 
is to blame for much of this anti-control feeling, con- 
gressmen state. 

It would be a mistake, however, for businessmen to 
believe that wage and price controls will be permitted 
to expire on June 30 as a result of this anti-control 
feeling. The administration is busily engaged in 
propagandizing its “package” control-extension bill, 
including regulation not only of wages and prices, but 
also of materials, profits, consumer credit, real estate 
credit, and borrowing. 

Among the retail trades represented in Washington, 
for example, many groups which earlier had recognized 
the need for stabilization, despite their abhorrence of 
controls, are wondering whether the current fiction 
shouldn’t be recognized for what it is. 


OUTLOOK—Feeling in Congress that price 

and wage controls should be scrapped is a 

minority belief—but a growing belief. At the 

é same time, controls over metals and other 

scarce materials, while due for shake-up in 

the coming months, will continue in effect for 
another year. 


Sentiment for Quick Easing of 
Credit Curb Rises in Capitol 


Chances are that in the near future, there will be 
further relaxation over instalment buying, perhaps a 
virtual lifting of most restrictions. Tip-off came 
with the recent Federal Reserve Board action in boost- 
ing the no down-payment ceiling from the previous $50 


to $100. 
At the same time, the FRB said it did not believe 


10 


the move would have any appreciable effect on out- 
standing credit levels. Sales are lagging in many items 
now covered by Regulation W. Also, the Board finds 
price levels relatively stable and actually downward 
in some consumer goods. 

It has been suggested on Capitol Hill that Regula- 
tion W be relaxed immediately to permit down payment 
of 25 pct with 24 months maturity for automobiles, 
with 12% pct and 21 months for other types of con- 
sumer goods. 

Questioned on the matter, a spokesman told HARD- 
WARE AGE that the Board “has been giving a great deal 
of attention and consideration” to further credit re- 
laxation. And, although declining to be quoted, he said 
that any new action on consumer credit is “unlikely” 
much before the middle of May. 


OUTLOOK—Timetables may depend upon 

how soon Congress writes the new Defense 

> Production Act. Credit removal now could re- 

sult in omission of regulatory power for the 
FRB—which it wishes to keep, just in case. 


Elections May Be Stumble-Block 
For New Fair Trade Legislation 


Sponsors of the new Fair Trade laws are beginning 
to view the possibility of getting action from Congress 
during this session as a race against the clock. 

In late April, two Fair Trade bills—H.R. 5767 and 
6925—-were pending, but the House of Representatives 
plunged into floor debate on such issues as the future 
of wage stabilization, and the fate of the small retailer 
has to wait. 

On the Senate side of Capitol Hill, no wheels were 
turning on behalf of Fair Trade. 

Trade associations and private cftizens made it clear, 
repeatedly, that they think legislators have delayed 
too long in making a decision on this essential issue. 
However, it has been a ticklish job for Fair Trade pro- 
ponents to state their legislation is being written for 
them. 

The attitude of many of the legislators appears to be 
that a Fair Trade law written and passed this year 
might prove embarrassing at election time. For this 
reason, Congress may choose to consider other matters 
until adjournment day and let time run out without 
reaching a decision on Fair Trade. 

(Continued on page 100) 
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Griffin Butts are Quality Butts . . . pro- 
duced from highest grade steel, carefully rolled in our own plant 
and finished by expert craftsmen. You can be sure of satisfied 
customers when you sell them any items in the Griffin line of fine 


builders hardware. ; 
For more than a half century Griffin has been producing fine 


products. That experience assures you of the best. Sell Griffin . . . 


and you sell Quality. 


| Samar oe * (4 RI FFIN | oh Ly Every DOOR NEEDS THREE 
MANUFACTURING COMPANY — 
FFIN PROD 
ERIE «© PENNSYLVANIA 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
ANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
115 Broad Street 6637 Golf Drive 4638 Nichols Porkway 6954 Oleatha Avenue 
Boston, Massachusetts Dallas 5, Texas Kansas City, Missouri St. Louis 9, Missouri 


HARDWARE AGE, MAY 1, 1952 





LATEST 


New Color Line 


A wide range of new decorator 
colors, called Stylist Colors, are 
now available without the usual 
mixing problems. The new colors 
come in Mello-Gloss and Mellotone, 
semi-gloss and flat wall finishes. 
There is also a new system of color 
selection, called Stylist Tri-Vue 
Color Planner, which displays 104 
colors. It holds three banks of 
color strips in flat chip form, per- 
forated for easy removal. On the 
back of each chip are the correct 
paint requirements for achieving 
that color. A Stylist Color Eleva- 





tion Folder permits the decorator 
to view color combinations as they 
might appear in actual use. Lowe 
Bros. Co., 450 E. Third St., Day- 
ton, Ohio. 


Lightweight Bicycles 

The line of Columbia Five Star 
American Lightweights features 
the R100 super equipped men’s 
model, shown here, and the corre- 
sponding women’s model, R101. 
These models have Dynohub, front 
and rear lighting set, Sturmey- 
Archer three speed rear hub with 


12 


handlebar control, front and rear 
caliper brakes, chrome fenders, im- 


proved saddle, touring bag, and Co- 
lumbia built-in kick stand. There 
are other full sized lightweights in 


the line, as well as juvenile light- 
weights with 24 in. wheels. West- 
field Mfg. Co., Westfield, Mass. 


Spray Guns | 
Shown here is the new Hayes 6 
insecticide spray gun, one of two 


i 


new models now available. This gun 
sprays 6 gal. of spray solution, and 
has a long nozzle to reach inside of 
plants. The other is the Hayes 4, 


INFORMATION ON NEW PRODUCTS AND SERVICES 







which holds 4 gal. of spray solution. 
Both guns attach to the garden 
hose and water pressure does the 
work without any pumping or heavy 
lifting. They deliver a fine forceful 
spray. There is a nozzle deflector 
and a long*range spray for tree 
tops and dormant spraying. The 
Hayes 6 is priced at $9.95, and the 
Hayes 4 at $6.45. Ray Sanders & 
Co., 220-221 Security Bldg., Pasa- 
dena 1, Calif. 


New Thermometer 


This new Cooper Versi-Dial ther- 
mometer for indoor or outdoor use 


al ACCURATE PEND ARLE a 
TH ~ 


3 “TA 


has a temperature range from 40 
deg. below zero to 120 deg. above. 
It is made of steel with baked 
enamel finish. Available in three 
color combinations — white back- 
ground with brown printing, and 
red or black background with white 
printing. The dial is 3 in., the 
pointer is red for good visibility, 
and an unbreakable plastic face 
protects the mechanism. Individ- 
ually carded, and retailing at 29¢. 
Cooper Oven Thermometer Co., Pe- 
quabuck, Conn. 
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FOR THE HARDWARE DEALER 


Buttonhole Scissors 


New 4% in. buttonhole scissors 
have been added to the Kleencut 
line. The new scissors are easily 
adjusted to the desired buttonhole 


KLEENCUT 
BUTTONHOLE 
SCISSORS 





sizes by a screw. They are made 
of forged steel, nickel finish, and 
retail at $1.25. A green and ma- 
genta counter merchandiser, No. 
2731, displays six pairs of the 
scissors. Acme Shear Co., Bridge- 
port, Conn. 


General Purpose Tool Sets 


Three new Challenger General 
Purpose Tool Sets are now avail- 


— 






able. Shown here is No. 2146, a 
46-piece set containing 14 in. mid- 
get size sockets and attachments 


in hardware merchandise... 


for close electrical work, etc., % 
in. drive tools, open end and ad- 
justable wrenches for all types and 
sizes of nuts up to and including 
1 in., Phillips and regular style 
screwdrivers, and a selection of 
pliers, punches and chisels. Two 
other General Purpose Tool Sets 
are available in 30 and 21 piece 
assortments. Challenger Tools Div., 
Penens Corp., Schiller Park, IIl. 





New Clothes Line 


Here is Sure Grip, a new clothes 
line that features a rippled plastic 





cover that grips surely with any 
kind of clothes pin. It holds well in 
knot, and resists wear and weather. 
Twisted cotton and rayon center 
assures minimum stretch. Comes 
in 12 50-ft. hanks in a display car- 
ton, in an assortment of six white, 
three green, and three yellow, or 
in a pack of 12 green, 12 yellow or 
12 white. Samson Cordage Works, 
89 Broad St., Boston 10, Mass. 


Coffee Brewer Special 
Available as a spring special for 
May and June is this eight-cup 

(Continued on page 70) 











TO HELP YOU 


a 


AND OTHER DEALER 
HELPS 









SALES 


Floor Finish Display 

Now available to dealers is this 
seven-color die cut point-of-sales 
display, designed to help increase 





the sale of floor finishes and main- 
tenance materials and floor sander 
rentals. The display is built in the 
form of a room, showing a wood 
floor. It measures about 40x40 in. 
and has reinforced ledges to hold 
six different l-gal. cans of floor 
finishes and maintenance materials. 
American Floor Surfacing Machine 
Co., 518 S. St. Clair St., Toledo 5, 
Ohio. 


Tackle Catalog 


The new 1952 Helin Tackle cata- 
log has 48 pages showing the vari- 
ous available Flatfish models in full 
color. It also contains articles by 
famous anglers and pages filled 
with the exploits of Flatfish enthu- 

(Continued on page 88) 
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Source: U. S. Dept. of Conmerce 














Retail Business on 
Strong, Even Level; 
Home Building High 

It appears that manufacturers 
and sellers of consumers goods are 
going to continue to have a hard 
job getting a reluctant buying 
public to part with more of its dis- 
posable income. 

Retail trade continues strong 
and on a fairly level plane—except 
when compared with the business 
in early 1951. 

People plan to buy fewer cars 
and major household appliances 
this year than last, according to 
the seventh annual survey of con- 
sumer finances made by the Fed- 
eral Reserve Board. 

However, the encouraging note 
for the hardware trade is the news 
that people plan to buy almost as 
many homes as they did last year. 


ow he 





































> Retail Inventories Higher 
> Little Change in Dealer Prices 


> Buyers Resisting ‘Big Tickets’ 












A sample order of 427 staple 
hardware items cost dealers a frac- 
tion of one pct less than the same 
order cost them six months ago, 
according to a periodic price study 
made by the Salt Lake Hardware 
Co., Salt Lake City, Utah. 

The actual percentage of de- 
crease on the sample order between 
Oct. 1, 1951, and April 1, 1952, 
was 0.283. 

The identical order of merchan- 
dise on April 1, 1952, cost $4,804.86 
as compared with $2,955.87 on 
March 1, 1942. This was an in- 
crease of $1,848.99, or 62.5 pct, in 
the 10-year period. 

















CHART BY HARDWARE AGE ~ DATA FROM THE SALT LAKE HOWE CO, SALT LAKE CITY UTAH 


HARDWARE 


Dealer Prices Steady 


Hardware Staples Cost 0.28% Less 
Than 6 Months Ago, Price Study Shows 






























While the average percentage of 
change on the total order of 417 
was a decrease of only 0.283 pet, 
some of the categories showed 
substantial price increases while 
others show corresponding declines. 

During the past six months price 
declines were shown in _ builders’ 
hardware (—.63%); housewares 
(—4.49%); electrical wiring sup- 
plies (—1.41%); cutlery, guns, 
ammunition and supplies, athletic 
equipment, bicycles and supplies 
and fishing tackle (—1.53%) and 
paints (—5.01%). 

Price 

(Continued on page 124) 
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$4500} 427 STAPLE HARDWARE ITEMS 
r Figures In B 
igures In Boxes 
$3500 Are 5 Values 
$3000 Of Orders for . 
$2500 53,116] $3,787] 34.214 ($4,215 [$4 820] [$4,818] Specified Date i. 
$2000} [§2955] [$3,512 | $3848 | $4255 [$4417] ($4871 | [$4805 | 
O'—ART SEPT NOVI NOVI JANIS NOVE MAR.1 SEPT.1 NOVI NOVI JANIS NOV5 APR4 APRIS SEPT 4 APR25 SEPT 7 JAN 2 2 APR Sunt ANS OCT OCT) APRI 
1942 1945 1946 1947 1948 1948 1949 1950 1950 1951 1951 1951 1952 


— 





14 








HARDWARE AGE, MAY I, 1952 












increases over the six- § 





Dramé 
Disple 
Traffi 


IKE an | 

Utilit 
them to ¢ 
them up 
salesman | 
for him t 
tools, the 


» and-1 jobs 


B&D Utility b 
Merchandiser 
most popular 

tools and acce. 
fast turnover: 
DRILLS, %” DR 


| SANDER-POLIS 


BENCH STAND 
HONE... wir 
twist drills, wor 


sanding discs, | 


| bonnets , etc, 


HARDWAR 









entage of 


builders’ 
yusewares 
ring sup- 
y, guns, 
, athletic 
supplies 


3%) and & 


the six- 
24) 


Dramatic Operating 
Display is Year-Round 


Traffic Builder! 


IKE an extra salesman for your store, this new B&D 
Utility Merchandiser stops shoppers, encourages 
them to get the “‘feel’’ of tools and accessories, sets 
them up for a personal selling job! And once your 
salesman takes over, the merchandiser makes it easy 
for him to demonstrate the quality features of the 
tools, the speed in changing accessories, the 1000- 
and-1 jobs they handle. 


| B&D Utility HU-1m 


Merchandiser contains 
most popular selection of 


| tools and accessories for 


fast turnover: Y4"-14" 


| DRILLS, %4” DRILL KIT, 
| SANDER-POLISHER, 


| ) BENCH STANDS, ROTO- 


HONE . . . wire brushes, 
twist drills, wood augers, 
sanding discs, polishing 


> bonnets, etc. 
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B&D Utility HU-1111 Merchandiser 
makes you an Authorized Dealer, helps 
you tie in with national advertising like 
this «¢ « makes you eligible for red-hot 


sales leads from millions of national ads! 


This new B&D Utility Merchandiser literally gives 
you a portable electric tool department, for continuous 
profits in selling accessories as wellas tools. It’sdesigned 
around the experience of thousands of B&D Utility 
Dealers. It pays for itself, gives you a good profit in 
a short time! See your B&D Utility Distributor for 
full details, or write THE Brack & DEcKER MF. 
Co., Dept. H653, Towson 4, Maryland. 





MASONRY DRILLS 


Super is an established name in 
Carbide Tipped Masonry Drills. 
Super Speed Spiral drills are GOOD, 
are priced right, and sell readily. 


Write for full information. 


STOCKED IN 
STANDARD 
EXTRA 
LENGTHS 


HOMECRAFTSMAN O L 


ua upu 
KIT “A KIT “B KIT 


Cc 


21650 Hoover Rd., Detroit 13, Mich.e 5210 San Fernando Rd., Glendale 3, Calif. TOOL COMPANY 





MA 
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CHAIN sales are more profitable 
with the Campbell line because it is 
packaged for profit and easier to 


stock, display and sell. 





Campbell is the one source for all 
your chain needs—from dog leads 
to log chain, from tie-out chain to 
sling chains, from sash chain to an- 
chor chain—chain for every need, 





for every purpose. 





Ask your wholesaler or write direct for complete inv‘ormation. 


Chain for everyneed...INDUSTRIAL...MARINE... FARM... AUTOMOTIVE 


CAMPBELL CHAIN (Comsauy 


MAIN OFFICE —YORK, PA.. © Factories —York, Pa., and West Burlington, lowa 
MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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here’s Sure Spec... the 


Mr. Har war p Mer chant finest quality Drill Rod 


money can buy! 


look ai this new, low priced, fast selling high grade line of tool steels 


Rounds from 6" to 2” 
Squares from 6" to 1” 
Wu 


Flats from Ys" x %” to 12” x 1” 


All Manufacturers Standard Sizes 


look at this sturdy, attractive floor or 
counter rack. Displays and Sells your 


drill rod off the floor and protects it from damage, too. 


This all steel floor rack is painted attractively in 
bright orange, with a black composite mat on the 
floor, to protect the rod ends. It has 20 compartments 
for convenient showing of rounds, flats and special 
shapes. The top display piece is slotted, so that you 
may easily insert cards bearing your own advertising 


messages. 





loo k — your prospects for Sure Spec Drill 
Rod are all around—the metal work- 





ing plants, garages and repair shops, institutions and 
schools, contractors and home builders, home work- 
shops, factory maintenance and repair departments, 


and dozens more! 


look —This is a most attractive initial 
order—either from your jobber or 


direct. 


Vee tiny genes ten daghay sats tor “for service dependable as the sun” 


$15 F.O.B. Cleveland, O. SOLAR STEEL CORPORATION 


Or you may have the rack free with an 
initial order for $100 of Sure Spec drill rod. 


Union Commerce Bldg. * Cleveland, Ohio 


Send your order for plan 1 or 2 Today! 





Mr. Hardware Wholesaler—We have attractive arrange- 
ments to offer in some areas. Write a note for particulars 
and we will also send a comprehensive brochure detailing 


the Sure Spec drill rod line. 





with plants and sales offices in 15 cities 
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challenge 


Complete Line 


@ ALL FAST MOVERS ..- wide 
f proved sellers in 


everyday, year-round demand. 
eOUTSTANDING VALUES .-- 

priced to give you Big Volume 

Sales and Rapid Turnover. 


IN TOOL BOXES, C 
AND ROLL-UP KITS 


thing you need in wrench, 
d combination sets— 
sets up to 
All Socket 


Every 


104-piece * 

and Tool Sets 
Joid-Finish heav 
Boxes. Wrench Sets ar 
both in Clips and “Roll-Up 


Illustrated (starting at top) 
Wrench Set i U 
Wrench Set 

Sets in Tool Boxes. 


Get Complete Information 
oi on Entire Line 
il! Out and Mail Coupon B@eler bY 
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DESIGN, TOP 
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structed Small Investment 
n variety of Floor, Coun- 
Wall Styles. You've never @ 
seen their equal for rolling UP 
daily turnover and profit On Qieeiaieass 
a 


impulse and 
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ter and 


FINE 

QUALITY 

POPULAR TO Oo 
PRICED 


HAND TOOLS 


Everything you need in popular 
hand tools for 1001 daily uses in 
home and shop. And Instantly- 
Apparent -Value immediately 
clinches sales.-- builds huge 


repeats for you! 





AUTOMATIC 





MERCHAN DISERS 
AND DISPLAY BOARDS 





ed to sell tools 
durably-con- 


reminder sales! r 


Ve 
“\E SG ork oe 
WAKA st Ay 
Penens Corporation 


3900 Wesley Terrace, Schiller Park, Hl. 


(_] Please send com 
plete CH 
sheets and literature. ALLENGER Catalog, price 


oO Please give me name of nearest jobber. 
Company Name 

Att. of (Your Name) 

Street and Number.......-.----> 


Zone.... 





Is gaining new friends, 
increasing paint sales! 


MISS PATRICIA 
MICHON 
Currently seen in 
Cecille B. DeMille's 
“The Greatest Show 
On Earth,"’ playing 
at Radio City Music 
Hall in New York City. 


Everywhere, across the U.S., E-Z-Paintr Rollers are revolu- 
tionizing America’s painting habits, making new friends, 
inspiring more people to paint, making new sales records in 
paint and rollers! They’re saving precious sparetime hours, 
simplifying decorating for homemakers in city, town, village 
and farm. They've won their place of leadership in the home 
and among painting contractors by quality and PERFORM- 
ANCE alone. 

TAKE ADVANTAGE OF THIS POPULARITY 

Let E-Z-Paintr Rollers show YOU the way to new opportun- 
ity in extra sales and profits! 


STOCK, SELL the One COMPLETE L 


E-Z-PAINTR oY ALKOTR oe QUIKWAY 


DE LUXE : pane ™ 

; i r choice of End Nut or Slip- 

any Soe Geeny ree Off Design. Lonel Cover. 
Model. Medium price. 


Economy 


“Starter Set,”’ 
Woven Wool Pile Cover 


THE STAR 
OF OUR LINE 


E-Z-PAINTR 


DE LUXE 


PAINT 
ROLLER 


with New 
Velvetized LONEL Cover 


Velvetized LONEL Cover handles all paints — water, oil 
and rubber-base. Precision tooled, plated cylinder with easy- 
roller bearings. Roller tension can be adjusted with finger- 
tips (another E-Z-Paintr exclusive). Streamlined metal tray 
with “friction” ribs, baked enamel finish, exclusive Ladder 
Lock feature. 


ine That Meets All Demands 


* FOUNT-O-MATIC co ROTOMATIC 


Pressure Roller. 3 gal. tank. 
Ideal for paintine large 
surfaces. 


Jumbo Size Velvetized 
Lonel Cover. Holds Pint of 
Paint in One Dipping. 








E-Z-PAINTR ACCESSORIES 


E-Z-Paintr 
Stipplers 

of high grade 
carpet twist. 
7" and 9” 
widths. 


“Sand Finish” 
Rollers 

of hard twist 
Frieze. 7” and 
9” widths. 


Long Wool 
Fence Painters 
for fence or 
grill work. 7” 
and 9” width. 





Mohair Rollers 
Especially adapted 
for rubber-base 
paints and most 
enamels. 7” and 
9” widths. 


| 4817 NORTH 12 
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E-Z-Paintr 
Edgers 

Save time 
around 
windows, ceil:- 
ing, moldboard. 


BRUX 


Cleaner 

for Rollers, 

Brushes. Speci- 

ally developed to 

clean finest 

brustle, Lonel, 

Lambswool or Nylon. In 
Pints, Quarts, Gallons, or 50 
gallon drums. 


2 ume 
t 
PAI nt DIPPER 


PAINT ROLLER SET 

New tray hooks handily on 
gallon paint can. 4” roller 
with Lonel Cover handles 


most paints. Simple to use. §& 


AMERICA’S LARGEST 
PAINT ROLLER MFR. 
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WET CELLARS START NATION WIDE 
CONGRESSIONAL INVESTIGATION OF G. I. HOMES .. 


AGAINST 

WATER | 

SEEPAGE 
for 


(BRICK) 


| (stucco) 


(CINDER BLOCK) 
(ROUGH MASONRY) 
(CUNGLAZED TILE ) 
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Water held the highspot through- 
out the hearings. Seepage in cel- 
lars and through foundation walls; 








WET CELLARS START YOU SELLING 
MORE KAY-TITE 


These headlines are samples of the type of headlines 
that can mean more Kay-Tite sales for you because: 


WET CELLARS ARE BUILDERS’ AND 
HOME OWNERS’ PUBLIC ENEMY NUMBER ONE! 


KAY-TITE, when applied properly, is approved by 
the Veterans Administration and the Federal Housing 
Administration in the North Jersey Area. Kay-Tite is 
used by leading building contractors in Northern New 
Jersey to solve their water seepage problems. One 
U. S. military department tested Kay-Tite against 
seven competitors—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove it! 


AT YOUR JOBBERS or WRITE FOR PRICES 





AY-TITE COMPANY 


| WEST ORANGE 





mer raw 


Your Paint-line , fT. 
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alt ‘ e 
Cy V. R. Kingdon, Manager 
: . WRIGHT-BACHMAN, Inc. 
‘ Indianapolis, Ind. 


“Before we put in the CHI-NAMEL line we thought that we were getting 
our share of the paint business. The fact is, we were only selling to our 
regular customers. Now, with the year round help we get from CHI- 
NAMEL in bringing new customers to our store, we realize how much 
business we were actually missing. CHI-NAMEL’S special decorating 





HERE ARE 17 WAYS CHI-NAMEL 
HELPS DEALERS GET CUSTOMERS 


@ Color Planning Studio 

@ Architects & Contractors’ 
promotions 

@ Painters’ promotions 

@ Industrial promotions 

@ School Board promotions 

@ Farm promotions 

@ Newspoper ods 

@ Radio announcements 

@ Special mailings 





@ List mailers 

@ Special product 
promotions 

@ House-to-house ads 

@ Novelty sales stimulators 

@ Dealer stationery 

@ Statement inserts 

@ Special Consumer 
promotions 

@ Special Sale promotions 








CHI-NAMEL PAINT AND VARNISH CO. 


1103 Third Street South, Minneapolis 15, Minnesota 


Please send me the Chi-Namel story. 


Name. 





service for painters, institutions and business places and their personalized 
Color Studio planning service for homes are real EXTRA BUSINESS 
getters.” 


“Oh, yes! I know they make good paint!”’ 


How many customers walk into your store and actually ask for the paint 
line you handle by its brand name? Probably, not many. Yet, when you set 
the well-known label before them, most of them recognize it with a remark 
something like the one quoted in the headline above. The big question 
for you and every dealer is not “How well-known is your paint line?”’, 
but ‘‘How many new customers does it actually bring into your store?” 


WRITE FOR THE CHI-NAMEL STORY! 


Learn how Chi-Namel is building new paint 
business for its dealers with advertising that 
does more than just sell the idea of painting. 
It brings customers directly to each Chi-Namel 
dealer’s store. 


ome me ee 





Address 





State. 





City. 
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SINESS anuing with... 
RESINIZED SPEED GRITS’ 
even Floor Sanding Papers 


| you set 
ee The best salesman you ever had is the customer who says, 
juestion "sanding's a snap." And he'll be your biggest booster when 
-line?”, | you supply him with the best paper. RESINIZED SPEED-GRITS 
giver? Paper gets down to work fast — speeds the job — and lasts 
store: ; 
plenty long. Fewer cover changes because it won't gum — 
won't glaze. Faster cutting because razor-sharp grits are firmly 
anchored. Result: speedy, easy sanding — satisfied customers 
TORY! and a busy cash register. Ask your jobber for RESINIZED 
|  SPEED-GRITS — they're good profit insurance for 


ng Phat ) your rental business. nf 
oNemei , ANOTHER AID FOR MORE RENTAL BUSINESS 
1-iName Here's a powerful sales promoter. A colorful Rental Floor Sanding 


Folder that starts them thinking—results in their renting. Order a 
supply up to 200 today for more business tomorrow. Your name 
imprinted free. Write at once to Behr-Manning Corporation, Troy, 
N. Y., or for export, Norton Behr-Manning Overseas Inc., New 
Rochelle, N. Y., U. S. A. Address Dept. H-5. 


BEHR-MANNING 


COATED ABRASIVES - SHARPENING STONES 
® PRESSURE-SENSITIVE TAPES 
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These 12 features make 
Guach BARROWS Outstanding 


q 1 


1 Buch’s precisely drawn trays are — 
made only from the right kind of 
steel, by skilled mechanics. 


2 Carefully selected hardwood han- 
dles are full length (61”) to pre- 
vent user kicking plank rest. They 
are designed for proper leverage and 
maintenance of perfect balance. 


3 Heavy, wearing shoes (runner 
type) protect floor surfaces and ter- 
rain—increase stability. 


4 Extra heavy duty, channel steel, 
leg assembly, high enough to give 
proper balance to wheelbarrow. (No 
savings on channel to reduce cost.) 


5 Double, hardwood, cross braces, 
of carefully selected lumber. (Not 
just “any 2 pieces of wood.”) 


6 5%” rolled steel axle—not threaded 
into axle bracket but completely 
covered. (See feature No. 9.) 


7 Pressed steel, grommeted or riveted wheel (not 
Bolted) to insure extra strength and safety during in- 
flation. First grade nationally known, guaranteed tire. 
Available with plain, ball or roller bearings. 


8 Sturdy, heavy duty channel steel wheel guard for 


longer life and easier dumping. 


9 Buch famous pressed steel axle bracket com- 
pletely covers axle. No loss through breakage. Guar- 
antees perfect wheel alignment. 


10 Properly aligned, heavy tray braces make for a 
rigid barrow. Completely solid tray front. 


11. Edges rolled over 14” steel rod on modern, pre- 
cise beading machines. All edges smooth—no danger 
of injuries from sharp edges or slivers. 


12 Buch is proud of its employer-employee rela- 
tions which have been “tops” since the business was 
founded in 1868. Many Buch employees have never 
had another employer. 


Gach QUALITY IS BACKED BY A 100% WHOLESALE SALES POLICY 


THE QUALITY OF A Back BARROW 
IS ALWAYS HIGHER THAN ITS PRICE 


MANUFACTURING COMPANY 
ELIZABETHTOWN, PENNA. 


SALES OFFICES IN: NEW YORK CITY, CHICAGO, DETROIT, ATLANTA, DALLAS, 
MEMPHIS, OKLAHOMA CITY, KANSAS CITY, LOS ANGELES AND HAVANA, CUBA. 


“CARRYING THE LOAD SINCE 1868” 
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Brand-new! Sells on sight! The most 
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money-maker you’ve ever seen— 
breaking all sales records, rolling up a 
fabulous profit story everywhere... 


_ Moho amazing new: | I} a i 
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-complete 
with 5-foot — 
suction Get y 
hose and FIREST: 
filter 
tomers 
Sturdy 
Stores 
Suction-action combines fertilizer, 
Windows... porches... houses— = aS SF =. , me ; : They w 
sparkle clean with half-the-work! iy T aa insecticides, detergents, chemicals ahaa 
Pressure-wash your car — bright MESES snes i 4 a : 
ond cleon with for less effort! with hose water. Your customers get air won 
Fertilize, de-weed your lawn or ‘ . 2 appear 
qurden in hall-the-timel better, faster results in their gardens, nae 
- Ppt: x ey li 
Insecticide and hormone-spray ve need far less work 
trees and shrubbery. No more 
climbing or special equipment! 
ere eee around the home. 
Powerful, self-selling 3-color set-up 
display carton...with one-dozen individually 1 
packaged units...with each order k 
) 
I 
solid brass, rustproof, ' 
fits any hose... 49 
* 
suggested retail 








Consult Your Jobber or Phone, Wire, Write — Immediate Delivery 


MELNOR METAL PRODUCTS CO., Inc. 112 Lafayette Street, New York 13, N. Y. 
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@ Guaranteed by % 
Good Housekeeping 
<tor 
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*TRADE MARK 


Get your full share of screening profits with the new 
FIRESTONE VELON Display rack. Turns prospects into cus- 
tomers — even while you're busy elsewhere. 

Sturdy — compact: 55%” high, 45%” wide, 14” deep. 


Stores the six most wanted screening widths: 24”, 26”, 28”, 





oo) * 


SCREENING DISPLAY 


e il displays 
eil dispenses 
eit SELLS! 


30”, 32” and 36”. Ends searching for the right product, the 
right width. No more lifting and carrying. 

Order six rolls now and get this space and time saver for 
only $9. 95 less than half our cost. We prepay shipment 


from Chicago. 


Remember, )@on* prospects won't be switched! 


They want this permanent, year-round screening because 
. ‘ . ' ° . ' . 

rain won't rust it; sun won't rot it; cold won't weaken it; salt 

air won't corrode it; soot and smoke won't destroy its smart 


appearance. 


They like its light weight and its low price. They know it won't 


bulge or break under extra-heavy pressure. And they know 
it requires no maintenance — never needs painting. 

Available in 42”, 48” and other widths in addition to those 
In forest green, bronze brown or 


carried on the display. 


aluminum gray. Mesh 18 x 14. Filament diameter .015”. 





WATCH YOUR 
INVENTORY! 


There's an avalanche of screening 
business coming your way. See 





(A 230 Ib. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 
disappeared, 
sign of strain or damage.) 





leaving no 











your jobber now. If he doesn't 
handle VELON, write or wire us 
today! 


51 CAMDEN STREET 
PATERSON 3, N. J. 


Plastic (loven Products 
~ weavers or Firestone )eGn” screeninc 
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WEEDONE, the weed-killing miracle, 
kills lawn weeds, brush and tree stumps. 
No danger of vapor damage to neighbors’ 
flowers, vegetables, ornamentals. Weedone 
is selective—does not harm wanted grasses. 


WEEDONE CRAB GRASS 


KILLER contains the sure, non-poi- 
sonous killer, potassium cyanate. SURE 
death to crab grass and chickweed. 




























WEEDONE FOR YEAR-ROUND SALES 
P Stock the Popular “Tones” Too 

CRAB Gi Zz ROOTONE,® the plant hormone 3 

; 4 9 powder, makes cuttings grow .. .en- 


“Ne 
Wy y K i [| ables the home gardener to propa- 
Vs ~ YA MIRACLE 





gate favorite plants. 


TRANSPLANTONE,® the hormone. 
vitamin combination, saves trans. 
plants from shock and wilt. 


FRUITONE® makes earlier, health- 
ier tomatoes and other vegetables. 

















We follow through in 52 with largest 





4 
; 
N FE a advertising program ever! : EVE 
Newspapers - National consumer magazines : Prey 
A combined circulation of more than — Kore 
16,367,000 — plus comprehensive cov- chil. 
erage of the farm market, and extensive pres 
leat] 





newspaper advertising. . 
T K j [ [ UJ M M F 2 [ UJ M ¥ Order now from your jobber. Weedone Prod- § Sprit 
ucts give you a 2-directional profit: high cus- Kryh 
tomer acceptance and long dealer discount. ff man 


and 
mirac 


You'll profit from May through September when you 
stock New, Improved Weedone and Weedone Crab 













Grass Killer 
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Ea Tl P } Display Weedone products with seeds and garden tools. Color- 


* ful, attractive packaging helps you sell the can that sells itself. 


AMERICAN CHEMICAL PAINT CO., AMBLER, PA. 


Originators of 2,4-D and 2,4,5-T Weed Killers 
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EVERYBODY NEEDS TO “‘KRYLON-IZE" 


Prevents rusting of metal screens—beautifies 
and waterproofs wood and metal lawn furniture 
—protects garden tools, sports equipment, 
children’s playground equipment. Protects, 
preserves, beautifies almost any metal, wood, 
leather, paper surface. 


Springtime is one of the best seasons of all for 
Krylon sales—because “Krylon-izing” protects so 
many household articles against warm weather wear 
and tear. It’s worth your while to display this 
miracle Acrylic spray in heavy traffic locations. It 


moves mighty fast—and the profit on each sale is 
mighty pleasant! 


BIG ADVERTISING DOINGS! 


Your customers read the regular, full-column ads in 
the Saturday Evening Post and the hard-sell ads in 
Popular Mechanics, Popular Science, Mechanix Illus- 
trated. And coming up (you'll get details soon) is an 
exciting NEW promotion—biggest in Krylon history. 
Now’s the time to get your store known as Krylon 
headquarters! Order from your jobber today. 


Just push the button— spray it on! Anyone can do it—no special skill needed. 


IN CRYSTAL CLEAR (it’s clear as glass) AND 2 COLORS — bright white and aluminum 





arte: shaded 


$1720 puts you in the Krylon business. That's mighty little 
for a product with all the potential of Krylon! 


Here’s the fast-moving starter assortment: 


@ Small-space counter display 
@ Hard-selling consumer folders 


@ 4 12-o0z. cans crystal-clear Krylon (retail $1.95 ea.) 

@ 4 12-o0z. cans white Krylon (retail $2.25 ea.) 

@ 4 12-0z. cans aluminum Krylon (retail $2.25 ea.) 
YOUR COST $17.20—YOU SELL FOR $25.80—YOUR PROFIT 
$8.60. OPEN STOCK PRICED TO BRING REGULAR 50% MARKUP 


KRYLON, INC., Dept. 1805, 2601 N. Broad St., Philadelphia 32, Pa. 





HARDWARE AGE, MAY 1, 1952 


BESSA Acs 




























Build Your Own-Name 
Brush Business 


Now, let one of the world’s 
largest, highest-rated 
Private-Brand Brush 
Manufacturers show 

you how to sell 

more brushes... 


1 Brushes stamped with your name 
or trade mark. 


2 Made to your own specifications. 
3 Listed in your own catalog (which we supply). 


. . on an extra-large profit margin 


We not only are brush makers of the old school 
—nearly 50 years old—but have become one of 
the biggest houses of our kind in the world! 
We make a complete line of paint brushes for 
jobbers and manufacturers exclusively. We 
are equipped to produce quantity orders for 
the biggest distributors. Brush business lead- 
ers can testify to the quality of our product, 
the integrity of our dealings and the nature of our suc- 
cess. And one of the primary points of our success is 
Volume Production on a minimum profit margin. That 
is why we have enjoyed the reputation of “Price King” 
of our industry. 


As one of the foremost Private-Brand Brush 
Makers in the world, we have established thousands of 
jobbers and manufacturers in their own flourishing 
rush businesses. We can do as much for you. Every 
brush is made in strict compliance with regulation M-18 
as amended. We supply not only the product but the 
entire operational machinery, including special design- 
ing of your labels, and dealer mat ads to run in your 
local newspapers. Just fill out coupon below and infor- 
mation will be sent you at once. 


MANHATTAN BRUSH CO., Inc., Dept. H—5 
Manhattan 42 West 18th Street, New York 11, N. Y. 

Gentlemen: Please send without obligation 
complete information on your Own-Name 


4 Quality unsurpassed by any nationally advertised brand. 
5 Construction and materials unconditionally guaranteed. | 


Brush Co inc Brush Business Plan for jobbers and manu- | 
oF Meebo facturers, including samples of product, 


catalog, etc. 








42 West 18th Street 
New York 11 Address 
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GOLDBLATT MASON TOOLS 


] 

QUICKER TURNOVER 
+ MORE PROFITS 
REPEAT CUSTOMERS 
i] 

1 

1 

| 

i] 





Give YOU 


FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


Give Your Customers: 






Pm s 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERING 
TROWEL 


n 














PLASTERERS’ 
HAWK 


Send TODAY for 


FREE 


ILLUSTRATED 
CATALOG 





ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers, is there- 
fore able to offer 
especially attractive 
dealer discounts. 


Write for your 1952 copy of 
Goldblatt's illustrated cata- 
log describina the largest 
and most complete line of 
masonry tools and supplies. 








Goldblatt Fool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 







FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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TOM 
FIENDERSOgs 


TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 








"EVERYTHING HINGES ON HAGER 


C. Hager & Sons Hinge Mfg. Co. + St.Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Here's a big boost to help you sell.. 


APplied 


THROUGHOUT 1952 










@ A Powerful, Expanded 
National Advertising Campaign 
in Six Leading Consumer Magazines 
is Carrying the NATIONAL LOCKset 
Story to Many of Your Best Prospects. 


Big, eye-catching, attention-compelling NATIONAL LOCKset 
ads are regularly reaching people most vitally interested in home building, remodeling 
and repairing. These ads are pre-selling NATIONAL LOCKset for you. Take advantage 
of this power-packed promotion. Ask your supplier for NATIONAL LOCKset today! 
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ORDER FROM YOUR SUPPLIER 


DISTINCTIVE HARDWARE...ALL FROM 1 SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS © MERCHANT SALES DIVISION 
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Brand Name 
Retailers of The Year 





” | BRAND NAMES 


the keystone of 
| modern 
merchandising 


RICHARD C. KREMP 
Vonnegut Hardware Co. 





eMREp Se Sem ten tee s 
4 *, 


K. M. HAUGEN 
Schlofer's 


by J. R. Keagy 


associate editor 








LEON C. WARNER 
Warner Hardware Co. 


Experience of many successful hardware dealers has dem- 
onstrated time and time again that the keystone of a 
successful retail merchandising program is the steady, 
aggressive promotion of well-known brand name products. 

The ability of a dealer to capitalize, at a local level, on 
the consumer promotional activities of a brand name manu- 
facturer; assurance of quality of product because a brand 
name product manufacturer cannot afford to jeopardize 
its investment in plant and good will with shoddy merchan- JOHN D. BENNETT 
dise, and the assurance of a fair, competitive price to main- H. H. Bennett Hardware Co. 
tain an active market, are but a few of the many reasons 
why dealers are finding brand name product promotions 
profitable. 

As a means of focusing greater attention on the poten- 
tials of brand name promotions, the Brand Name Founda- ‘ 
tion sponsors each year a series of awards to retailers in He 
various fields for outstanding promotional efforts with 
brand names. These awards are based on the quality and 
constancy of such promotions. 

This year saw a new record established in the number 
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of stores participating in the 
hardware division of the competi- 
tion. Some 300 stores submitted 
entries to the judges. From this 
number, about 20 were selected 
as outstanding examples of good 
brand name promotion. This group 
was finally screened down to the 
five best, and the following firms 
were named as the outstanding 
brand name retailers in the hard- 
ware field: 

Top award of a plaque as “Brand 
Name Retailer of the Year in 
Hardware” went to Vonnegut 
Hardware Co., 100-year old firm 
of Indianapolis, Ind. 

Certificates of Distinction were 
awarded to the following: 

Schlafer’s, Appleton, Wis.; 

Warner Hardware Co., Minneap- 
olis; 

H. H. Bennett Hardware Co., 
Easton, Pa.; 

Brown Bros. Hardware, McKees- 
port, Pa. 

Double Winner 

Winning of the top award by 
Vonnegut marked the second time 
this firm has been honored by the 
Brand Names Foundation. Last 
year the firm was awarded a Cer- 
tificate of Distinction. 

The awarding of the plaques 
and certificates took place at the 
annual Brand Names Dinner at 
the Waldorf-Astoria Hotel, New 
York, on April 16. 

Speakers at this dinner were 
James A. Farley, former post- 
master-general and now chairman 
of the board of Coca-Cola Export 
Corp., and Dr. Nicholas Nyardi, 
former finance minister of Hun- 
gary. Dr. Nyardi pointed out that 
a competitive brand name system 
could exist only under free enter- 
prise. It could not exist under 
communism. 

This dinner culminated two 
days of activity for the award win- 
ners in which they were honored 
at various receptions, luncheons, 
etc., by numerous organizations. 
HARDWARE AGE had the privilege 
of acting as host at a luncheon for 
the award winners in the hard- 
ware field. 

The methods used by the Brand 
Name award winners in success- 
fully promoting brand name mer- 
chandise contain many worthwhile 
ideas that other dealers can profit- 
ably use. Through the generous 
co-operation of the hardware 
award winners, HARDWARE AGE is 
able to present on the following 
pages a review of promotion tech- 
niques used by these stores. 
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Talking Shop... 





Some of the representatives of the retail hardware firms which were 
cited for honors in the 1952 competition of the Brand Names Foun- 
dation found time during a busy two days of special activities to 
have lunch as quests of Hardware Age. Those attending the luncheon 
at the Century Room of the Commodore Hotel are, left to right, 
William A. Phair, editor, Hardware Age; S. E. Maples, advertising 
manager and Karl M. Haugens, Schlafer's, Appleton, Wis.; Richard 
C. Vonnegut, Vonnegut Hardware Co., Indianapolis; L. V. Rowlands, 
publisher, Hardware Age; Raymond E. Carmichael, advertising 
manager, Vonnegut's, and Stanley G. Brown, co-owner, Brown Bros. 
Hardware, McKeesport, Pa. 
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Taking a busman's holiday during their New York visit, some of the 
Brand Name winners took time to visit New York City hardware 
stores. Ray Carmichael, Vonnegut's, demonstrates his knowledge of 
a power tool in Patterson Brother's Tool Shop, on Madison Avenue, 
for John Badami, salesman, L. V. Rowlands, publisher of Hardware 











Age, and Richard C. Vonnegut. 
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How Vonnegut's Merchandises 
Brand Name Products 


Many-faceted promo- 
tional program, com- 
bined with intensive sales 
staff training, produces 
excellent results for In- 
dianapolis stores 


“When new hardware products 
are marketed, they’re usually of- 
fered to Vonnegut’s among the first 
in the nation,” reads the copy which 
occasionally is used in Vonnegut ad- 
vertising. 

The Vonnegut Hardware Co., 
winner of this year’s top honor in 
the Brand Names competition, is 
proud of the distinction and also 
advertises, “One of America’s ‘Top 
4’ Brand Name Hardware Dealers.” 

It used this slogan on the basis 
of having won a certificate of Dis- 
tinction in the 1951 competition. 

The Indianapolis firm which op- 
erates 10 retail hardware stores as 
well as its wholesale hardware and 
builders’ hardware divisions, places 
great stress on nationally-known 
brands in all its advertising. 

Ray E. Carmichael, veteran ad 
man, who directs the heavy adver- 
tising program of this Indianapolis 
store chain, points out that news- 
paper advertising is only one facet 
of a well-planned program. 
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Plaque designating Vonnegut's, as Brand Name Retailer 
of the Year in Hardware, is presented by Henry E. Abt, 
president of Brand Names Foundation, to Ray E. Car- 
michael, (right) advertising manager of the Indiana firm. 


The Vonnegut stores conduct 
frequent promotions, well scattered 
throughout the year and spotted to 
take advantage of best seasonal 
sales possibilities. 

In addition to frequent store 
demonstrations, Vonnegut’s partici- 
pate in several community trade 
shows, including a Hobby Show, a 
Home Show, an industrial show, a 
lumberman’s show, and an educa- 
tional show. 

A large ad, used last year in con- 
nection with a power tool promo- 
tion, carried the heading, “Vonne- 
gut’s, the Tool Box of the Middle 
West and the Nation’s Brand Name 
headquarters at the Hobby Show.” 

At the Indianapolis Home Show 
the company participated with a 
Sherwin-Williams Home Decoration 
Service Center, that had continuous 
demonstrations by a representative 
of the paint company. 

At the Indiana Industrial Show, 
in February, the Vonnegut stores 
had an imposing double-faced ex- 


hibit, 40 by 100 ft. 

Factory representatives and Von- 
negut personnel also manned ex- 
hibits and demonstrations at the 
Lumberman’s Association show and 
at the Indiana Educational Insti- 
tute meeting at French Lick 
Springs, Ind. 

Store demonstrations play a ma- 
jor part in the merchandising pro- 
gram of this company. 

The biggest of these is Delta 
Month, when Delta ‘“Do-It-Your- 
self” Clinics were held in the vari- 
ous stores with demonstrators from 
the Delta Power Tool Division of 
the Rockwell Mfg. Co. in attendance. 

Delta Month is promoted by Von- 
negut’s by newspaper ads, windows, 
store signs, shows, radio commer- 
cials, TV film spots, direct mail and 
follow-up letters to prospects. The 
ads plugged lay-aways on power 
tools for Christmas giving. 

Of the firm’s promotion, last year, 
Richard J. Brown, advertising and 
sales promotion manager of Delta 
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Power Tools wrote: 


“You were the only participating 


Delta dealer who actually bettered 
the local level promotion we planned 
by rounding out the program with 


brand name ads developed and plan- 
Another 


ned by you, yourself. 
thing you did (and many others did 
not), was taking the impetus gained 
by the Delta Month program and 
capitalizing on it in Christmas busi- 
ness by means of Christmas ads fea- 
turing Delta equipment.” 

During this month-long promo- 
tion of power tools, Vonnegut’s de- 
voted a full window display to Delta 
tools and had a sound speaker to 
carry a sales message that was syn- 
chronized with a sound film which 
was projected on a screen in the 
window and ran continuously. 

Among the half dozen large 
power tools which were shown in 
the window was a table saw, turned 
upside-down to demonstrate its nor- 
mally unseen features. Day-glo 
cards, supplied by the factory, were 
used together with plastic stream- 
ers which were attached to the 
window. 

The following excerpt to Mr. 
Carmichael from Fred A. Genck, of 
the Sunbeam Corp. explains how 
the Vonnegut stores do a thorough 
job when they undertake promo- 
tions: 
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“ ..it is interesting to note how 
your Sunbeam appliance business 
has grown each year, due to your 
regular cooperation on planned pro- 
motions, and tieing in with demon- 


strations and advertising. Your 
sales have steadily increased in all 
stores. This, I believe, is due to 
the fact that one of the most im- 
portant phases of merchandising is 
being properly executed in the 
stores, i.e., holding regular demon- 
strations, tieing-in with your news- 
paper ads, and training the store 
personnel on how to sell Sunbeam 
merchandise, so that between pro- 
motions and demonstrations, they 





4 Proud of the brands of merchandise it sells, Vonnegut's 
used several large display ads like this last year. 


Product knowledge, Vonnegut's believe, is vital to 
successful brand name selling so store meetings, such 
as the one below, are held frequently. Insert shows 
Bruce Burgess, right, merchandising manager of 
Union Fork & Hoe Co. discussing Speedline tools 
with Carl Graber, buyer of Vonnegut's garden 


department. 

























are familiar with all the fine fea- § 


tures of the appliances and feel 
free to point out these features to 
their customers.” 

Vonnegut personnel are trained 


to sell major lines intelligently. For § 


instance at the start of the Spring 
painting season the company has a 
Sherwin-William demonstrator give 
a sales training talk and demonstra- 
tion at the main store. 

The store personnel, along with 
the firm’s customers learn a great 
deal from the demonstrations which 
D. D. Gurnee, power tool expert, 
makes for two weeks each year, di- 
viding his time between six stores. 
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‘onnegut's It’s a Fair Deal for Everybody | THE TOOL BOX of the MIDDLE WEST 

yea r. H and the Nation's | 
RAY E. CARMICHAEL, advertising soieeiemahe ieee | 
manager of the Vonnegut Hardware Docura SSMivom « veer 
Co., Indianapolis firm that won top MAWAUKEE “Cy imtawntmes OR 
honors for hardware stores in this ea ' ys 


year’s Brand Names competition, 
thinks name brand merchandise is 
best for all concerned. 

“The CONSUMER likes factory 
branded, advertised and guaranteed 





s vital to 
ings, such ‘ merchandise because: 

ert shows “1—A manufacturer who brands his 
nager of R. E. CARMICHAEL merchandise must guarantee that 
line tools ; product in order to meet the chal- 
s garden lenge of competitive brands. 


“2—-The product must have sales appeal in order to attract the 
dealer and the consumer. The wider the distribution the easier 
it is to get replacement parts and service. The more expensive 
the item, the more important the servicing. 

“3—Everyone takes pride in owning famous name products. 

“The DEALER likes Brand Name merchandise because: 

“1—The factory stands good for losses due to inferior work- 
manship, undue breakage, etc. 

“2—Goods are easier to sell due to national advertising and 
outstanding service of goods in use. One item recommends an- 
other in the same Brand Name family. 

“3—Price stabilization places the small merchant on a more 
equitable basis with chain operators. This makes merchandising 
a game of skill with hard work paying greater dividends. ~ |e“ 

“Successful MANUFACTURERS usually offer a secondary | ao RLAYAWAY NOW! 
line to meet low price competition. Quite often the difference is ; = be = P 
in finishing and does not affect basic quality, which is lacking in 
cut-price goods that depend on flashy looks for appeal. 

“What’ll I Have? Brand Name merchandise . . . Nothing less!”’ 














——. 
10 Neighborhood Stores— | 
There's One Near Your Home 
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In addition to all the product ad- —_ spices 
vertising which this firm does, it 
also does regular institutional ad- 
vertising by means of a daily radio 
newscast which keeps the Indian- 
apolis area mindful of the fact that 


Vonnegut’s has been the “Midwest- ~ _depeaatiiaiainns 


ern hardware leader for 100 years.” ew 
“Nationally advertised brands are ja . = 








always Vonnegut’s best bargains!” 
was the heading of one of the In- 
dianapolis firm’s recent ads. 

The copy read: “Headquarters 
for Brand Name Hardware. Brand 












































fine fea- names assure you of the best for 
and feel your money. You get guaranteed 
itures to merchandise. Constantly improved 
: quality. Nationally advertised and 
_ trained mass produced . . . you enjoy the | 
ntly. For savings.” 
e Spring Richard E. Kremp is president of | 
ny has a the Indianapolis firm, which in ad- | 
ator give dition to its 10 retail stores, has | 
monstra- jobbing and manufacturing divi- | 
: sions. The Von Duprin Division | 
mg with manufactures panic door hardware. | 
a great Franklin Vonnegut, 95, the only 
ns which surviving son of Clemens Vonnegut 
expert, who started the business 100 years Three ads, greatly 
year, di- ago, still comes to the store for an reduced show how Von- 
x stores. hour or two occasionally. negut's feature brands. 
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John D. Bennet, receives a Ce 
"Certificate of Distinction" The s 
from Joseph L. Eckhouse, ex- with the 


Bennett's Exploits ctv feed of, Simels, Fine 


Chamber 


Brand Names in Many Media Pome 


Bennet 
brands o 
and wra) 
It use 
The H. H. Bennett Hardware Co., postal ca 
84-year-old hardware firm of 4 

Easton, Pa. has used every media 
of advertising and merchandising 
promotion down through the years, 
from fence and barn advertising to 
newspaper and radio advertising. 

The oldest established hardware 
firm in the Easton trading area, 
Bennett’s still retain its old adver- 
tising scrap books which demon- 
strate that it always featured the 
top brands. Many of these were 
brands that have since disappeared 
from the market but were house- 
hold by-words in their day. 

The Easton firm uses semi-weekly 
local radio spots ; semi-weekly news- 
paper display; monthly direct mail; 
coverage of a selected list of indus- 
trial and institutional consumers; 
daily follow-up letters to prospects 
furnished by manufacturers; letters 
to prospects furnished through 
Dodge Building Reports; the Wel- 
come Wagon, including the New- 
comer, Babytime, and Newly-mar- ; 
ried Couple services; and annual John D. Bennett, president of H. H. Bennett Hardware Co., 
gift subscriptions of hardware busi- checks a top quality item in this well-arranged display. 
ness magazines to more than 50 
contractors, architects and builders. 

Other advertising means and 
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methods used are window and store 
displays; envelope stuffers; mailing 
folders and other manufacturer’s 
tie-in materials for all consumer 
mailings; package wrapping and 
deliveries. 

A cataloged display of folders, 
leaflets, etc., is maintained at the 
wrapping counter for easy selec- 
tion. 

A catalog reference library is 
maintained for customer and em- 
ployee use. 

Demonstrations and displays are 
made in vocational schools, institu- 
tions, service clubs, churches and 
other consumer groups. 

The Bennett: store pioneered in 
the formation of a Hobby and Home 
Workshop Club. 

It arranged a cooperative adver- 
tising program with other local 
hardware merchants. 


Community Activities 


The store is actively identified 
with the merchandising and adver- 
tising promotion of the Merchants’ 
Association division of the Easton 
Chamber of Commerce, and John 
S. Bennett, Sr. has been treasurer 
of it for many years. 

Bennett’s uses nationally known 
brands on stationery, gummed tape 
and wrapping paper. 

It uses national brands on: its 
postal cancelling machine. 

It gives away match covers, blot- 
ters and carpenter’s aprons to ad- 
vertise the store and its top brands. 

It’s now a store practice to in- 
clude a manufacturer’s pamphlet 
with every package that is wrapped. 

Bennett’s and a number of other 
Easton merchants have cooperated 
to share the costs of a gossip type 
newspaper column which runs in a 


Both Ads Emphasize Brand Names 
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These ads show two different approaches to the same 
end that Bennett's uses to promote its quality lines. 


local paper. The individual stores the elder Mr. Bennett. He is vice- 
pay a set fee to the writer who in- president of the Y.M.C.A.; treas- 
cludes the names of the stores in his urer of the Merchants Association, 
chatty copy. the Easton National Bank, the West 
John D. Bennett, Sr., is president Ward Building Association, and the 
and treasurer, and John D. Ben- Northampton County Motor Club; 
nett, Jr., is vice-president and gen- is secretary of the Northampton 
eral manager. County Fire Insurance Co., and is 
The Easton, Pa. store undoubt- 4 past president of the Exchange 
edly benefits greatly through the Club, the Community Chest and the 
manifold community activities of Pennsylvania Economy League. 


“We have learned from years of 


Mass Displays Tie-in With reggae 


ucts give the greatest profit, give 


Brand Names at Schlafer’s the greatest customer satisfaction 


Heavy advertising and strong store 


sell.” 

That’s what K. M. Haugen, presi- 
dent of Schlafer’s, hardware firm 
of Appleton, Wis., thinks of na- 
tionally known hardware merchan- 


promotions are complemented by psi 
mass displays in integrated program Schlafer’s is the oldest retail 
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store in its community and occupies 
a four story, 77 by 100 ft. build- 
ing; 30,000 sq. ft. of space. Only 
the ground floor and part of the 
basement are used for selling. 

This is an exceptionally large 
hardware store for a community of 
34,000 and it is believed that Schla- 
fer’s is one of the important reasons 
why Appleton has the highest per 
capita retail sales of any city in 
Wisconsin. 

Most of the Wisconsin’s firm’s ad- 
vertising budget is spent on news- 
paper advertising but the store also 
has a year-’round radio program. 

Store and window displays play a 
major role in the merchandising 
scheme at Schlafer’s. Mass dis- 
plays of a particular brand of mer- 
chandise are used consistently. 

This Wisconsin store employs 
practically every media and type of 
advertising and promotion used by 
modern stores as well as a couple 
of other methods which aren’t in 
general use. 

Schlafer’s spotlights its pride of 
close association with top quality 
branded merchandise in every pos- 
sible way. 


Mail Carries Brands 


Every piece of mail that leaves 
the store is imprinted with the trade 
mark of a well known line of hard- 
ware or housewares. This Pitney- 
Bowes Postmark Machine cost the 
company about $500 and \the operat- 
ing cost is very small. According 
to S. E. Maples, advertising man- 
ager, manufacturers are pleased to 
furnish the plates for their trade 
marks, which cost around $30 each. 
There are now about seven or eight 
trade marks being used, and other 
manufacturers will be asked to pro- 
vide plates. 

A different brand is used each 
week. It only takes a few seconds 
to switch one plate for another. 

Envelopes are run through the 
machine, which operates much like 
a mimeograph. It seals letters, 
prints the postal indicia and the 
postmark ad. It also will run a 
gummed tape, with the store’s own 
copy on it, for use in wrapping 
packages. 

The store has its own metal label 
which it affixes to appliances, right 
next to the manufacturer’s trade 
mark, to give customers double as- 
surance of lasting service and com- 
plete satisfaction. The label reads 
“Proudly sold by Schlafer’s,” and 
also has the store’s address and 
phone number. 
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Karl M. Haugen, winner of second-place 
accepts his Certificate of Distinction 
from Brand Names President Henry E. Abt 


Store displays of this nature are used consistently 
to tie-in with merchandise feature in advertisements. 
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Brown's Finds Brand Names 


Help Build Volume 





Stanley G. Brown, left, co-owner of Brown Bros. 
Hardware, receives a Certificate from President 
Abt, of Brand Names Foundation. Conover model 
assists. 


“We recognize the impossibility 
of a small retail outlet successfully 
advertising alone,” says Stanley G. 
Brown, partner in Brown Bros. 
Hardware, McKeesport, one of the 
Certificate of Distinction winners 
in the Brand Names competition. 

“For this reason,” he explains, 
“We attempt to stock those lines 
which receive wide national adver- 
tising. We have noticed that our 
customers are half-sold on na- 
tionally promoted products. 

“Familiarity naturally leads to 
confidence. Even when we carry 
competing brands of a product, we 
make sure they are both widely 
recognized,” stated Mr. Brown. 

“With two major chains in Mc- 
Keesport, we concede that there is 
a price market in which we do not 
compete,” explains Mr. Brown. 
“However, with name brands we 
classify ourselves above a “price 
alone” store. Quality ceases being 
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an intangible claim and can be 
demonstrated. 

“We have found,” he says, “that 
it’s a common experience for a per- 
son to ask for a Yale lock or a 
Crescent wrench, although there are 
many firms making fine rimlatches 
or adjustable wrenches. 

“Rather than carry ‘just as good’ 
lines, we stick to the brands which 
have already become branded on 
the customer’s mind. 

“The tool lines we carry are prac- 
tically 100 pct nationally adver- 
tised,” states Mr. Brown. “We feel 
that this policy is very important 
because competition today makes it 
possible for a customer to buy off- 
brand, private brand, or unbranded 
products at low prices although he 
is not sure of what he is getting. 

“Our store motto is ‘A reputation 
for quality since 1891,’ but we find 
that many nationally known com- 
panies have been in business as long 








Customers are half-sold 
on well known products 
before they enter the 
store, this Pennsylvania 


dealer reports. Here’s 
how Brown builds sales 


or longer,” said the Pennsylvania 
dealer. 

Mr. Brown has done considerable 
experimenting to find the most suc- 
cessful methods of advertising his 
stores and its services and in so do- 
ing has discovered that a weekly 
series of institutional newspaper 
ads have been eminently successful. 

Too successful in one way, in that 
a number of other advertisers in 
the same town have started using 
the same technique, which deprives 
the Brown ads of some of their 
novelty, although the copy of the 
Brown ads is hard to duplicate. 

Mr. Brown says that local busi- 
nessmen talk about Brown Bros. 
ads when they get together for 
luncheon and people discuss them 
over the dinner and Canasta tables. 

These institutional ads, 3 col. by 
9 inches, are run once a week in the 
same spot, and they are always type 
ads without illustrations. 

The purpose of this series of ads 
is to extend the salts coverage of 
the store, which does not have a 
central location in McKeesport. The 
store owners are satisfied that these 
ads are serving to attract new cus- 
tomers. 

Radio advertising is used occa- 
sionally by the McKeesport, Pa., 
store but the results have not been 
as consistently good as newspaper 
advertising, according to Mr. 
Brown. 

He has discovered that a radio 
commercial is much more effective 
if some sort of an offer is made with 
it. In a recent radio commercial, 
which was used to promote lay- 
aways on power mowers, a set of pic- 
ture hooks, a 25 cent item, was of- 
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fered free to anyone who came to 
the store to ask for it. The re- 
sponse was about five times better 
than the average radio commercial, 
Mr. Brown reports. 

This small city store relies most 
heavily on newspaper advertising 
but it doesn’t fail to take advantage 
of any other kind of advertising or 
promotion. Other kinds used are 
radio, direct mail, contact letters, 
postal cards and envelope stuffers. 

The envelope stuffers are used 
monthly. Provided by manufac- 
turers and imprinted with the 
store’s name, they have been a “con- 
sistent foot-in-the-door,” Mr. 
Brown reports. 


Distributes Giveaways 


Brown Bros. also distributes 
paint paddles, yardsticks, wet paint 
signs, pocket memo pads and paint- 
er’s caps. Not only do these items 
promote store traffic but they also 
serve to keep the store name before 
the public. 

The store distributes to its cus- 
tomers, and to organizations, hand- 
out material which is supplied by 
manufacturers or _ distributors. 
Among such items given out last 
year were a cartoon panel book, 
“History of Measurement,” by Luf- 
kin Rule Co.; patterns and con- 
struction plans, by Skilsaw, Inc.; 
small honing stones from Carborun- 
dum, Inc., and tap and drill ref- 
erence charts. 

In telephone advertising direc- 
tories Brown Bros. uses brand clas- 
sificdtions as well as general list- 
ings. 

Demonstrations have been a suc- 
cessful form of promotion for this 
Pennsylvania store. 

“These demonstrations mean a 
lot of preview advertising, featur- 
ing the cooperating manufacturers, 
and the men identified with the 
manufacturers. One cooperating 
firm was Carborundum. Now, a 
customer frequently asks for a 
Carborundum stone when he comes 
into the store for an abrasive stone. 
Other successful demonstrations, 
last year, had the co-operation of 
the Atlas Press Co. and Skilsaw, 
Inc. 

Public relations is another form 
of store promotion which Brown 
Bros. employs. Last year the store 
participated in the efforts of the 
Chamber of Commerce, subscrip- 
tions and committee work for the 
Community Fund and Red Cross, 
and also made gifts of toys to the 
children’s ward of the local hospi- 
tal, and to other local organizations. 
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This type of clever institutional ad copy developed 


unusud 


readership and attention for Brown Bros. 


Each 3 col. ad contains a well pointed message. 








stretching 
a 
short-circuit? 


We've been asked many times, “If I have a short 
circuit, how do I lengthen it? 

It's hard to say if people are pulling our leg, but 
at least they value our advice enough to ask us, 


electrical supplies made because that's the only 
kind we'll stock 

Every bit of trench cable, house wire, extension 
cord, fittings, outlets, and fuses carries the inspec- 
tion label of the Underwriters Laberatory. We 
don't have to worry about the quality of anything 
electrical we seil, and our customers can use the 
supplies with domplete confidence. For any job 
from wiring a house to fixing a lamp, you can get 
what you need at Brown Bres 

Aad our stock of light bulbs and fluorescent tubes 


Jou the large group of people aad organizations 
whe depend for everything electrical on Brown 
Bros., one of the district's outstanding hardware 
stores 


BROWN Bros. 


A Repstation of Quolity Since 189! 
719 FIFTH AVENUE PHONE 3-8484 


your own 
7-block 
boots! 


People tell us we're too far from downtown. We'd 
rather be located at the corner of Walnut and 
Fifth, but frankly we can't alferd to buy either 
The First National or the Peoples Union Bank 


How far are we actually from the center of the 
shopping district? You wemen can tell us. How 
many times d oyou take a train to Pittsburgh and 
walk from the Smithfield St. bridge te Horne's and 
Kautmann’s and Gimbel's? Is it any farther then 
trom the Ringgold St. bus depot te 719 Filth Ave? 
We don't want to bankrupt the Pittsburgh depart- 
ment stores, but it is a lot closer te Brown Bres 
And you can welk to the 719 address in just @ 
few seconds. Time yoursell from where you are 
te your telephone. We're os close as that with 
your own 7-block boots 

Dial 3-8484 for efficient, courteous delivery of the 
fence or paint or giess er garage pail or other 
supplies you need for your heme It's the easy 
way to shop at one ef the district's outstanding 
hardware stores, Brown Bres 


BROWN Bros. 


719 FIFTH AVENUE PHONE 3-8484 











hold 
it ! 


Did you ever stop to think how many ways 
there are of holding things together? Junior 
wants a small can of glue for his model 
plane, big brother wants some sheet metal 
screws for his hot-red, mother uses moly- 
anchors to hang a mirror, and dad can't 
decide whether toggle bolts or lag screws 
will be better for his project 

Yes, there are dezens of ways of holding 
things together, and we try to stock ail of 
them. From tiny machine screws and tacks 
up to three-foot pieces of bolt stock, you're 
sure to find the fastening devices you need 
at Brown Bros. Remember that Brown Bros. 
is one of the best stocked, most complete 
h stores in Pi lvani 


BROWN BROS. 


A Reputation of Quality Since 189! 
719 FIFTH AVENUE PHONE 3-8484 

















what's 
your 
name ? 


What's your name? Today it’s 90% of your identi 
fication, and becoming mere important every day 
In files of government bureaus, stores, banks 
churches, and schools. your name is you 

We think names are important, too. Not only the 
nomes of our customers but also the names which 
distinguish manufacturers. For we have learned 
which names mean quality—which names we can 
sell with the assurance that you wil] be satisfied 


triendship is by making products of quality. That 
1s a part of name recognition 


In times like these when everybody is bargain 
k fo: 
names you know. You'll tind more of those best 


known hardware names at Brown Bros. one of 
Pennsylvania's best hardware stores 





[See Our 101 CHECKER BOARD Display Window | 


BROWN Bros 


A Reputation of Quality Since 189! 
719 FIFTH AVENUE PHONE 3-8484° 





power 


We have no intention of mixing in anyone's peli- 
ties but it's a common belie! that the party in pow- 
er is figuratively king. And another theory holds 
that whoever controls electricity or coal or other 
power supply is the bess. Our idea is a little dif 
ferent We'll tell you with complete confidence 
that when it comes to powor toels, POWER KING 
1s king, the best tool available to you and a 
prices that will make you happy 


You should see these shop tools. Power King and 
its companion Atlas products ere unsurpassed 
They give you the satisfaction of long, dependable 
service, plus a maneuverability that hes amazed 
the entire industry 






Here's an open ation to you. Stop in to ex- 
amine these t Check them, feature by fea- 
tu then ¢ re m with any othor power 
tool You won't be satislied with loss than 
Power Kin aturally t products are sold by 
Brow, B hMicKeesport’s Outstanding Hardware 
Store 


BROWN Bros. 


A Reputation of Quality Since 189! 
719 FIFTH AVENUE PHONE 3-8484 














an axe 
to 


grind 


How many axes do you have to grind? Is the 
wrong candidate running? Did someone schedule 
m? Wasa culflink mis- 
y? Hold it! Sorry but we 

can't solve those problems for you 





But if you really have an axe to grind, if you have 
a saw blade that needs filed or re-toothed, if yoyr 
lawnmower needs sharpening. then Brown Bros. 
hae the service for you. The work is done on the 
same machines used by the manufacturers. Skil 
mechanics finish the job by hand. And, most im- 
portant, prices are very modest 


Just a little hint. With warmer weather, the ser- 
- 





BROWN Bros. 


A Reputation of Quality Since 189! 
719 FIFTH AVENUE PHONE 3-8484 
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Merchandising is not a hit-and- 
miss proposition, rising and ebbing 
like the tides, but rather is a con- 
sistent, month-by-month planned 
operation, explains Ed Rhodes, who 
directs the advertising of the six 
retail hardware stores of Warners 
Hardware, Minneapolis. 

Brand names play a major role 
in Warner’s heavy schedule of ad- 
vertising and promotion. 

“It is the policy of Warner Hard- 
ware Co. to actively, aggressively, 
and consistently promote the brand 
names during the entire year,” says 
Mr. Rhodes. 


Display Tie-Ins 


“This program is primarily pro- 
moted through the company’s prin- 
cipal advertising media, the Min- 
neapolis Star and Tribune. In ad- 
dition we feature displays at all our 
stores of the brand names adver- 
tised in each ad. The displays with 
signs actively tie-in with the news- 
paper advertising and we believe 
give it a double punch. 

“As the seasons indicate, we also 
feature brand names in our window 
displays. An example of this would 
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Warner's Features Month-by-Month 
Promotion of Brand Names Goods 





Window and store dis- 
plays in six Minneapolis 
stores are tied-in with 
featured advertised mer- 
chandise on a planned 
basis to capitalize on sea- 
sonal interest. 





EDWARD W. RHODES 


Adv. Mgr. 
Warners Hardware 


be a Delta power tool display which 
we featured in January. 

“Another example would be the 
Better Homes & Garden Handyman 
Book promotion which we headlined 
“Handyman Headquarters” and fea- 
tured in window displays, store dis- 
plays, and newspaper advertising 
during the month of September. 

“Each month we include stuffers 
in our statements featuring brand 
name items such as Scott seed, 
Mirro aluminumware, Mortite, Lilly 
Nestrite frozen food containers, 
Schick razors, Flexscreen and Stan- 
ley Tools. 

While newspaper advertising is 
the big gun in the promotional pro- 
gram of the Warner stores, numer- 
ous other types of promotion were 
used. Special promotions is one of 
these important adjuncts. 

One of the most outstanding ones, 
which won the Minneapolis firm 


some national acclaim via the wire 
photo services, was the one when 
this company and General] Mills 
played Santa Claus to some Korean 
orphans. This came about in re- 
sponse to a letter from a GI in 
Korea who asked for a Lionel train 
set for 100 Korean orphans which 
his 27th Infantry Regiment had 
adopted. Warners and General Mills 
rushed several sets with air priority 
to reach Korea on Christmas eve. 

During last Fall Warners’ “Let’s 
Go Hunting” window featuring 
brand items won second prize in 
the Sporting Goods Dealer national 
contest. 


Exhibit At Shows 


Brand names rate plenty of 
prominence in all the booth displays 
which the company makes at pub- 
lic shows. An example of these is 
the booth that was used at the 
Builders’ Show last Spring. One 
booth was devoted to “Warners 
complete hardware for the home: 
Corbin, McKinney.” Another booth 
featured Sherwin-Williams paint 
and listed all its brands. 

The company has 100 ft., Sher- 
win-Williams three-dimentional ef- 
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fect signs across the rear of three 
of its newest branch stores. 

Feature displays in all of the six 
stores are always tied-in with news- 
papers by large price cards. 

“Although our budget does not 
permit a heavy TV schedule, we did 
do some promotion in this media. 
This program consisted of tieing 
in with the Dulane Mfg. Co. in ad- 
vertising their Fryryte Deep Fryer. 

“In these live TV commercials, 
we played up the advantages of the 
nationally advertised Fryryte and 
the additional advantage of pur- 
chasing them at any one of our con- 
veniently located stores. 


Sales Training 


“All during the year we cooper- 
ated with the manufacturers in con- 
ducting sales trainee programs for 
our salespeople. Many of the brand 
manufacturers sent their salesmen 
into our stores to help us conduct 
these product knowledge classes. 
Among the manufacturers who par- 
ticipated in this program were 
Northrup King Seed Co., Porter 
Cable Power Tool Co., Delta Power 
Tools, Sherwin-Williams Paint Co. 
and many others. 

The month-by-month advertising 
and promotion program followed by 
the Minneapolis stores, last year, as 
outlined by Mr. Rhodes, was: 


FEBRUARY— 

A Valentine ad carrying the 
heading, “Your Valentine’s Desire”’ 
featured such name brand items as 
Wiss pinking shears, Mirroware 
Revere ware, Sunbeam toasters, 
Borg scales, the Hamilton Beach 
Mixette, and the General Electric 
sun lamp. 


MARCH— 


As a tie-in with a national Delta 
Power Machine ad, Warners ran 
an ad right along side Delta’s own 
ad with the heading, “We Carry the 
Complete Line of Delta and Home- 
craft Power Tools.” Warners had 
the same sort of tie-up to a large 
national Simonize ad by advertising 
alongside their ad, “We Have it! 
Simonize” and the price. 


APRIL— 


Warners worked out an advertis- 
ing program to feature the North- 
rup Seed King Golf brand lawn seed 
and garden seed in a full page, color 
ad, heading it, “Springtime is 
Planting Time,” with a sub-head- 
ing “We recommend Northrup King 
Golf Brand Lawn Seed.” Also in- 
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cluded in this ad was a sub-heading, 
“And Paint-Up Time Too. Make 
Your Home Sing With Pratt & 
Lambert Paint.” 


MAY— 


Warners ran a tie-up with a na- 
tional advertising campaign which 
the Spalding Sporting Goods Co. 
ran in the Minneapolis paper. Right 
below their ad the hardware firm 
ran an ad of its own with the head- 
ing, “See Us For Spalding Equip- 
ment.” 

One of the best brand ads of the 
year ran in May—a full-page two- 
color ad featuring Sherwin-Wil- 
liams paint with the heading “Paint 
Up With Color” and listing almost 
every paint in the Sherwin-Williams 
line. The following legend was 
used: “Don’t be misled by the price. 
You can buy cheaper paint ... in 


fact, we handle several good lower 
price paints but Sherwin-Williams 
is @ fine quality paint that gives 
superior results. It goes on easier, 
lasts longer, covers more square feet 
per gallon, and does not fade.” 

The Warners stores also featured 
brand name sporting goods in May 
with the heading—“‘You Can Catch 
a fish with the Correct Equipment 
From Warners.” In this ad the com- 
pany listed nationally advertised 
rods, reels, buckets, boxes, baits, 
plugs and various accessories. 

Another “Let’s Go Fishing” ad 
played up top lines with the legend 
“Our Sporting Goods Departments 
Are Known by the Nationally Ad- 
vertised Quality Brands That We 
Carry.” Featured were Shakes- 
peare, South Bend, Pflueger, Bron- 
son, Coxe, Langley, Heddon and 
Airex reels. 


WARNER'S FULLY DRESSED FOR A PROMOTION ... 





The principal Warner store appeared like this during last 
year's Better Homes & Garden Handyman Book Promotion 
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JUNE— 


A full-page ad with the heading 
“Fence in These Values” featured 
such Spring merchandise as North- 
rup King Seed Mayon hose, Toro 
and Pennsylvania mowers and Sher- 
win-Williams paint. 


JULY— 


Warners ran large ads featuring 
Scott’s grass seed and Scutl. The 
six Minneapolis stores were always 
listed in Scott’s national ads as fol- 
lows: “These Scott dealers invite 
you to stop by or phone” with all 
of the Warner store addresses and 
phone numbers listed. 


AUGUST— 


In featuring food supplies, Warn- 
ers ran a testimonial ad with the 
legend, “J buy my frozen food pack- 
aging supplies at Warners. It’s so 
easy to stop at their one-stop hard- 
ware centers.” The ad featured 
brand items such as Lilly Nestrite 
containers, Permacel tape and 
Kordite freeze bags. 


SEPTEMBER— 


A half-page ad was run with the 
heading, “You Will Find the Right 
Paint and the Right Cleaners in our 
Paint Centers.” Again the ads 
played up most Sherwin-Williams 
products, Akona cement sealer and 
many accessories needed for paint- 
ing. 

Also in September the Warner 
stores had one of its most success- 
ful store-wide promotions built 
around Better Homes & Garden’s 
successful new Handyman Book. 
Warners termed its stores “Handy- 
man’s Headquarters” and featured 
the theme in newspaper ads, sign 
toppers and window displays. 


Publicity From Promotion 


The sub-theme was “You Too Can 
be a Handy Handyman.” In the 
ads and over-all promotion Warners 
featured brand items such as the 
Handyman Book, Stanley tools, 
Pratt & Lambert paint, Shopsmith 
power tools, Wilshire fireplace en- 
sembles, G.E:. heating cables, etc. 
This successful promotion attracted 
considerable publicity. 


OCTOBER— 


In this month, D. D. Gurnee con- 
ducted his semi-annual tool clinic 
in Warner’s Loop store. Since Mr. 
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Gurnee is partially sponsored by 
such brand name manufacturers as 
Stanley, Delta, Behr-Manning and 
U. S. Plywood, his demonstrations 
naturally played up such products. 

In ads announcing Mr. Gurnee’s 
clinic the ad read in part: “Truly 
a Wonderful opportunity for you 
homecrafters and tool hobbyists to 
observe and learn money saving 
tricks of the trade from a nationally 
known expert. Mr. Gurnee will of- 
fer tips and advice on the care and 
use of hand and power tools.” The 
ad featured several of the most 
popular items in the Delta Power 
Tool line. 

Another successful October series 
of ads were run on Akona, a water- 
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proofing product advertised in color 
in the picture roto section of the 
Minneapolis Tribune. The series 


pointed up the Warner and Akona 
logotypes and proved successful for 
both companies. 





NOVEMBER— 


A sporting goods ad featured 
such name brands as Winchester, 
Savage, Remington, and the Red 
Head hunting coat and gave partic- 
ular emphasis to the Jon-E hand 
warmer which was given a big edi- 
torial play by George Grim, one of 
the feature writers of the Star 
Tribune. Part of the column was 
reproduced in the ad. 

Also in November, the Minne- 
apolis stores ran a half-page ad fea- 
turing nothing but Delta Homecraft 
power tools with a heading “This 
Year Buy or Give Homecraft Power 
Tools” and the sub-heading “We feel 
you cannot find a better line of 
power tools in this particular field 
at these low prices. Low in price 
. . . big in capacity. Expressly for 
home workshop use.” 


DECEMBER— 


An ad was run on a brand new 
item, Motor Minder, with a sub- 
heading “As advertised in the 
Saturday Evening Post and made 
by Stewart-Warner.” 


Sports Brands Featured 

In a ski and skate ad on Christ- 
mas day, the heading read, “Jce Go- 
ing With Planert’s skates” and fea- 
tured the entire line of skates. At 
the bottom half of the half-page ad 
the head ran, “Ski Heil .*.. Let our 
Sportsfloor take you in tow for the 
right ski equipment for the trails 
and practice slopes” and featured a 
piece of art showing a pair of skis 
and ski boots and superimposed on 
the skis were brands including 
White Stag, Bass Gregg, Henke and 
Northland. 

In the toy promotions during the 
month heavy emphasis was placed 
on Lionel trains. In one particular 
ad Warners used nearly a third of 
the full page to feature the trains 
and the heading “See Lionel Trains 
in operation at all our stores.” It 
was also pointed out in the copy 
that the Warner stores are au- 
thorized factory service stations for 
Lionel trains and parts. 


Power Tools Pushed 


Finally, in December, the Minne- 
apolis stores also featured a full- 
page tool ad, “1001 Tools Worth 
Giving at All Warner Stores,” giv- 
ing particular play to Delta power 
tools, Shopsmith power tools and 
such brand name tools as the Dre- 
mel coping saw and Synchro electric 
jig saws. 
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How to Make 


Housewares Windows That Sell 


According to the manager of the 
movie theater across the street 
from the Coast Hardware, Studio 
City, Calif., there’s always discus- 
sion among people in the lobby 
whether to go for coffee first, or go 
over and see the hardware store’s 
windows, so great has the commu- 
nity’s interest in the displays be- 
come, 

But beyond their value as pub- 
licity for Coast Hardware is the 
question of their value as sales get- 
ters. Frank Koenan, Coast owner, 
answers by pointing out that in 
housewares alone, the window dis- 
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Here’s the planning behind window displays 
that helped the Coast Hardware, Studio City, 
Calif., boost its housewares sales 50 pct 


plays increased the ring of the cash 
registers 50 pct to achieve a $150,- 
000 volume in the first eight 
months of 1951. 

Coast Hardware began its pro- 
gram of bi-monthly window 
changes more than a year ago, and 
“each display has never failed to 
sell itself on sight,” Mr. Koenan 
reports. “On every line of mer- 
chandise displayed, it seems we’ve 
had ‘runs’ ranging from 35 pct 
sales increases to complete sell- 
outs.” 

The store’s window display pro- 
gram is built around the idea of a 


“Passing Parade” of housewares, 
and to put that idea into practice, 
Mr. Koenan uses the part-time ser- 
vices of a professional window 
trimmer. 

Together they decided on the dec- 
orative scheme and type of props to 
be used. The decision was to cre- 
ate desired effects almost entirely 
by the use of attractive back- 
grounds alone and as to merchan- 
dise, to concentrate on_ selected 
types rather than a whole collection 
of different items. 

Base for the backgrounds is two 

(Continued on page 48) 
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Windows such as the one above resulted in a 50 
pct. sales rise in housewares. The simple background 
is made by using a cinnamon brown display paper 
stapled to the wood risers (see photo at right). 
Added trim is the metallic copper border stapled 
to the background paper. Metallic copper papers 
also cover the box risers, and shelves coming from 
between two panels. To simplify cutting out back- 
ground, place corrugated paper on floor, reverse 
side up, and trace design with grease pencil. 


@ Here is a stage in the preparation of the attractive 
dinnerware display shown on the opposite page. 
Props are basic for all of the store's windows. In this 
display wood frames have been covered with brown 
display paper and dressed with rust-colored fiber 
table mats in checkered pattern. Outside mat rows 
are stapled to frame; inner rows are wired. Box 
display props are covered to match frames. Back- 
ground panel is from green display paper attached 
to the risers shown in photo above. Autumn leaves, 
a sign lettered on brown paper, and an orange 
spotlight to tone up the window complete the dis- 
play. Result a Fall window in appropriate colors— 

brown, rust and green. 


ary 


2 ne RES. St, 
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heavy wooden brackets supporting 
two 7 ft. wood uprights. Next come 
wood frames which can be nailed at 
any desired angle to the uprights 
and covered with display materials. 
Additional display props for use 
in the foreground consist of boxes 
made of plywood, which also can be 
covered with display papers. In all, 
Mr. Koenan reports, the cost of 
the materials is less than $30. 
Display materials most fre- 
quently used are brightly colored 
cardboard backgrounds which can 
be cut into various shapes. Gener- 


ally these papers cost under $15. In 
special windows for occasions such 
as Easter, Mother’s Day or Christ- 
mas, when extra props are used, the 
cost may go up to $35. 

Whatever the display arrange- 
ment, it is always the merchandise 
that receives the main emphasis, 
the background serving only to 
complement the items in the win- 
dows. Also the windows are never 
cluttered with too many items. 

Most of the merchandise is 
grouped in units in the foreground, 
and built up on the display props 





Know How—Show How 
Sells Power Tools 


Power tools, motors and acces- 
sories are good sellers at Salway’s 
in Batavia, N. Y. They are a good 
line because they are in charge of 
a real power tool fan, Robert Jary. 

Bob Jary’s big sales tools are 


further back in the window. These 
box display props are generally 
covered with paper matching the 
color of the background. 

The display man always sched- 
ules each of the windows in ad- 
vance according to the program 
arranged by Mr. Koenan, who sets 
up his merchandise promotions six 
months in advance of the time they 
are to run. The window display 
theme is always previously ap- 
proved from a rough sketch drawn 
about a week before the actual 
display is to go into the window. 


Ability to operate and demonstrate 
use of power tools are chief sales 
tools of Robert Jary of Salway’s 


know how and show how. He talks 
the power tool user’s language and 
is as conversant with the needs of 
the homeworkshop fan as he is with 
those of the maintenance man or 
small industrial plant user. 





Robert Jary, whose know how-show how selling methods sell 
power tools, motors and accessories at Salway's. He is shown 
at a 14-in. drill press above which is a line-up of V-belts. 
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One complete line of power tools 


From time to 
for industrial, 


this 
time power 


department. 
tools 


school and homeworkshop use are & 
advertising to — 


given newspaper 
feature a one day demonstration. 


Occasionally they are the subject § 





is featured in the 12 by 25 ft. f 
basement display room devoted to f 





of commercials on the store’s Mon- § 


day through Friday morning pro- 
gram over radio station WBTA. 
Organ music broadcast right from 
the store, plus 
weather reports and local news are 


household hints, : 


sent over the air from 9.30 tof 


9.45 a.m. 

The best selling power tool is a 
10 in. table saw. Prices are quoted 
both with and without motors, al- 
though a very few of them are sold 
without motors and some acces- 
sories. 

About 50 power tools are sold 
each year by the store with indi- 


vidual sales running to a high of J 


about $400. The firm’s best selling 
power tools are table saws at $75 
to $80 plus a motor priced from 
$20 to $25. About two-thirds of 
the company’s power tool sales are 
sold for cash. 
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Home Designed Fixtures 
Solve Space Problems 


When Lloyd Bergstrom, owner 
of the Marshall-Wells store in 
Forest Lake, Minn., a town of 
1,120, wanted to improve his cen- 
ter-of-the-store display facilities 
he found that stock size and type 
fixtures would not meet his needs. 
He designed two fixtures to meét 
his problems and had them con- 
structed locally. 

One unit is a 10 ft. by 4% ft. 
step up unit with three shelves 
and enclosed storage space. The 
other is his wrapping table—cash 
register section. 

The aisle fixture has_ three 
shelves, the top unit being 10% 
in. wide. The second shelf is 32 in. 
wide. Since the shelves do not 
have much overhang all mer- 
chandise displayed on this table is 
fully lighted by fluorescent fixtures 


Special wrapping table—cash register unit 
and narrow floor display help Minnesota firm 
overcome lack of space in center of store 


suspended from the ceiling. De- 
voted chiefly to displays of electric 
housewares this unit has helped in- 
crease volume for that section. 
The wrapping table-cash regis- 
ter unit includes a small counter 
with glass inset top and front 
show case and two rounded end 
tables. Thus all customers visit- 
ing this section see a variety of 
small items as they wait for their 
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purchases and change. The cash 
register is in back of and to one 
side of the show case. Opposite 
is a step up unit on which are 
shown electric housewares, house- 
hold cleaning products and other 
impulse merchandise. 

Another improvement made in 
the store was the recent installa- 
tion of asphalt tile flooring of 
flecked brown pattern. 


















Above—Wrap table has glass en- 
closed section and rounded edge 
shelf units on either side. Heavy 
impulse sales are reported in this 
section. 





Left—With its extremely narrow 
top shelf and limited overhang of 
middle shelf, this unit hates we 

visibility for electric housewares. 
Unit is 10 ft. long and 4!/2 ft. wide. 


igh 

















Modernization—for $250 


This store and the fixtures were 20 years old 
until the owners gave them the Cinderella 
treatment. With a wave of the paint brush 
and skillful use of glass, it was transformed 
into a modern selling tool 


Remodeling the 

store front was 

the only com- 

pletely new and 

major investment 

made by the J. 

C. Loucks Hard- 

“a 2405 Stag a 4 

Walker, Okla- > = thi 
homa City, Okla. ia irightone 
In the interior, | ing wall 
the fixtures were 4 wise wou 
retained but “a space. 
dressed up at a side of + 
total cost of onl 

$250. The ae 

was done by J. 

C. Loucks, Jr., 

son of the foun- 

der, with the help 

of a store sales- 

man, Earl Phillips. 





To modernize the fixtures, 
glass bricks and glass shelv- 
ing cut from old plate glass 
were used to build up the 
bases. Bases were given a 
fresh coat of paint. Here J. 
C. Loucks, Sr., inspects mer- 
chandise. His son is now with 
the armed forces in Korea. 
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A coat of paint applied to 
steel shelving dressed up 
the Louck's paint depart- 
ment and also serves as 
a permanent paint dem- 
onstrator. Steel shelving 
in the tool and other de- 
partments was similarly 
modernized. 
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This homemade display Another means of mak- 
brightens up a support- ing the most of display 
ing wall which other- opportunities is this » ead 
wise would be dead circular fixture built " 


space. On the other around a_ supporting 
side of this wall is a pillar. « 
similar display for mail 

boxes. 


Other islands were con- 
verted to provide more 
display space by the use 
of metal trim for the dis- 
play of kitchen tools as 
shown in this photo. 
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The hardware trade in Norway 
is an old, established part of the 
economic life of the people. As is 
so often the case, in Europe, the 
trade’s origin was the workshop of 
the local smith. But due to the geo- 
graphical position and _ political 
conditions of the country, develop- 
ment was rather slow until the be- 
ginning of this century. 

In 1916 the Ironmongers Asso- 
ciation (NJF) was founded and 
this trade group now includes both 
retailers and wholesalers. The 
members number about 400, of 
which 23 are wholesalers as well; 
but there are only two established 
wholesalers who cover the whole 
country and supply only retailers, 
not the industry and the work- 
shops. 

Norway’s population of 3,300,- 
000, the smallest in Scandinavia, 
has not been an inducement in the 
development of hardware manu- 
facturing in Norway. 

Lack of capital and the necessity 
of importing raw materials from 
other countries have kept its 
growth slow. To a certain degree, 
the country was self-reliant in the 
manufacture of builders’ hardware, 
farming tools, nails, aluminum and 
enameled kitchen utensils. Ordi- 
nary hand tools and small tools, all 
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What happened to the 


Hardware Trade in a Planned Economy? 


sorts of ironmongery and hardware 
had to be imported, mostly from 
the other European countries. For 
instance, Norway was England’s 
biggest customer, per capita, before 
World War II. 


American Goods Well Known 


Hardware imported from the 
United States consisted of such 
items of quality as hand tools, ma- 
chine tools, miscellaneous kitchen 
utensils, farming and gardening 
tools and fishing equipment. Every- 
where in Norway you could ask for 
and get, at a very reasonable price, 
American hammers, screw drivers, 
saws, files, drills, fishing rods and 
tackle. Norwegians were quite fa- 
miliar with trade names like Stan- 
ley, Millers Falls, Irwin, Disston, 
Atkins, Nicholson, Pflueger, Shake- 
speare, Gladdings and a multitude 
of others. Imports from the States 
showed a rising tendency until 
April 8, 1940, when Norway was 
occupied by the German “Libera- 
tors.” Then we were cut off from 
our English-speaking friends and a 
nightmare of five years began. 

For the hardware trade and its 
people, it started with the Germans 
buying all the available stocks and 
paying for the goods with inflated 


Here is a first hand report from Norway telling how that 
country’s “‘planned economy’ is replacing business ex- 
perience with government edict—and slowly strangling 
its once active distribution channels. Written by a Nor- 
wegian hardwareman, the article vividly portrays the 
dangerous path onto which America’s distribution trade 
is slowly being forced 


A Report from Norway 



















paper money. After a rather short 
time the stocks were depleted 
where the owners had not been far- 
sighted enough to hide their Amer- 
ican, English and Swedish goods 
from the invaders. 

During the war the only source 
of supply was Germany (and in a 
very small degree, Sweden). You 
can imagine what it means to be 
without hammers, saws and files 
for nearly five years. 

Norway was the last place where 
the Germans capitulated, but al- 
ready during the occupation the 
Ironmongers Association had 
started a program for recondition- 
ing the trade and securing new 
stocks. 

A committee was set up and rep- 
resentatives placed at the disposal 
of the Ministry of Supply and Re- 
construction as technical advisers 
and managers of the several buy- 
ing commissions. The goods bought 
were paid for by the State and im- 
ported by the Committee, which al- 
located the imports to the former 
importers according to their pro 
rata quota of the total imports for 
the trade. The payment was made 
through the association (NJF) to 
the State. 

Since 1946 when the Directorate 
of Exports and Imports started al- 
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locating the different currencies to 
the importers, the development of 
hardware imports has been to the 
good; but—and read this—the rea- 
son for this is the magnificent aid 
by the Marshall Plan to Norway. 
Without that we should surely have 
been so badly off and hard up that 
the German occupation would have 
appeared like a good old-fashioned 
Heaven in comparison. 

Since the outbreak of the peace 
in 1945, the cry from the younger 
generation of economists had been 
for “planned economy.” This new 
school had up to then had no chance 
to try out their theories; but the 
ruling politicians, who had no eco- 
nomic experience listened more 
than gladly to the theorists and 
built their economic policies on 
their thesis. One of the results is 
that Norway today is the only sov- 
ereign state in the world where tex- 
tile rationing is still maintained. 

An integrated part of the 
“planned economy” is a very strict 
price-control. Already in the 20’s 


the Trust Control Administration 
was set up during the reign of the 
Lefts. Labor, the rightly and hon- 
ored heir to the Lefts, has widened 
the dominance of the PCA. 

What has this meant for the 
hardware trade? 

Up to April 8, 1940, each im- 
porter and merchant was allowed 
to calculate his prices as he him- 
self saw fit; competition and the 
eternal rule of offer and demand set 
the right price. It was only when 
a body of manufacturers or mer- 
chants set their prices in common 
that the Price Directorate had to 
give its blessing in advance. 


Profits Must Conform 


After April 8, 1940, however, the 
Price Directorate established the 
rule that no one could make a profit 
on an article sold either wholesale 
or retail, which was not exactly the 
same profit as it had been on that 
date (April 8, 1940). ; 

This rule still holds good, even if 
the date of profit fixing has been 





moved to September, 1949, the date 
of devaluation, because the prem- 
ises are still the same. To illus- 
trate this, take for -instance an 
American hammer which sold be- 
fore the war at Kroner 3.-: 
Selling price Kr. 3.- 
less purchase 
tax, 2% — .06 


less 33 1/3% 
retail discount 


less 20% whole- 
sale discount — .39 
Importer’s price Kr. 1.57 

Today this same hammer wouid 
cost approximately Kr. 12.-, but the 
retail profit of Kr. -.98 and the 
wholesale profit of Kr.-.39 is still 
the same. 

Take for another instance a Nor- 
wegian manufactured door-lock 
where the wholesale price is a ficti- 

(Continued on page 56) 


Ties in With Outboard Marathon 


Because of the high interest 
attracted by the Milwaukee Senti- 
nel Outboard Marathon, the Wm. 
Krueger Co., Neenah, Wis., hard- 
ware firm, devoted this window to 
tying in with that event, last year. 
With a painted background show- 





ing outboard motor boats zooming 
across a lake, Krueger’s also had a 
relief map of the 92-mile race 
course, running through several 
lakes. 

Several trophies, a starting gun 
and two large motors, plus carriers 


for outboard motors and a photo of 
spectators watching a previous 
marathon in this window interested 
many passers-by. A miniature lake, 
complete with boats, was the center 
of attraction in a base of artificial 
grass. 


Krueger's salutes a loca! sporting event and displays a variety 
of boating gear sold in its basement sporting goods shop. 
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An attached garage now can add enhancement to 
the home. beautiful. 


The six-paneled Ponderosa pine doors (toxic treated) 
included in the No. 900 overhead type of garage 
door sets are smartly modern in design and principle. 


Mdit-melelgele(-Melolelae Mele Miia ril-teMitlinae lore Melle modi 
most of the hardware already mounted in place as 
an aid to quick, easy’ installation. A slight finger-tip 
lift on the center door handle is all that is required 
to start the smooth-precision mechanism. Doors rise 
straight up off the floor and glide away to a safe 
parking place overhead, leaving full clearance for 
the motor car. 


Your trade is familiar with the 
performance of the No. 900. 


Be prepared to fill their orders today. 


NATIONAL MANUFACTURING CO. 


BESS” | Ee pee ee 
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THE MODERN COMBINATION. 
DOOR-KNOB AND LOCK 


THAT FITS ANY DOOR 
WITH A KNOB ON IT! 


| j 

Rawls a f7; ; t 

f ‘SENSATIONAL, in performance! 

_ Strikingly beautiful in gleaming, solid 
_ brass or sparkling chrome -+ with 

_ keys to-match! Fitted with a precision 
\ cylinder lock that makes the knob 
turn freely ‘once the key is turned! 


Security KNOB-LOK fits hand-in-glove 
into your lock picture as a new source of — 
thy profits. Now, for the first, , | })' 
time, you can offer this modern combination 
door-knob and lock at a price LESS than’ 

a lock alone! Now, for the first time, your 
customer can in a matter of minutes, 
convert any latch or lock to a secure cylinder 
lock! Only Security — a name synonymous 
with quality and value — 

offers so potent a selling combination. 









The market is wide open for Security 
KNOB-LOK — homes, offices, factories, hotels, 
institutions, etc. Nation-wide publicity, 
newspaper and magazine advertising is 
pre-selling KNOB-LOK for you! 


KNOB-LOK IS A NATURAL — YOUR NO. 1 SELLER! 
Note: KNOB-LOK is available keyed alike 
or masterkeyed. 


INSTALLED ma SPINS FREELY 


IN A JIFFY! gy WHEN LOCKED! 


All you need is a screw- Tamper -proof, fool-proof 
driver! Remove door knobs Jj mechanism makes knob 
— insert KNOB-LOK — spin freely once key is turn- 
attach inside door knob — 9 ed. CAN'T BE SPRUNG! 









m YO 
ORDER wate direct for © 


- e. 
ecard yopber’s nam 











U.S. AND FOREIGN 
PATENTS APP. 


SECURITY HARDWARE MFG. CO., INC 


GRRE 103 Avenve C, (P. 0. Box 23) 
GRRE Brooklyn 18, N.Y. 
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tious -.05, that is in U. S. A. cur- 
rency 7/10¢. The most popular 
doorhandle sells with a wholesale 
profit of Kr. 2.- per dozen, but the 
net wholesale price is today Kr. 50, 
60 which leaves a short 4 pct for 
the factor. 

To give still another example, let 
us take enameled household goods: 
The works and the wholesaler’s dis- 
count to the organized retailer was, 
before the war, 331/3 pct, the 
wholesaler had 40 pct. This has 
now been cut to 20 pct to the re- 
tailer, and the wholesaler has a 
scant 9 pet; and in return he runs 
the risk of gathering up a lot of 
damaged goods which can’t be re- 
turned to the factory. So much for 
the profit in distribution. 

For the manufacturer the pic- 
ture is different. He goes to the 
Price Directorate and shows his 
calculations, which contain all the 
raises in materials, rents, wages 
and taxes, and he is allowed an ad- 
dition to his price which is passed 
on to the distributor. To take the 
before mentioned doorhandle: 


Manufacturer’s price Kr. 48.40 
Price advance — 17.20 
New Price Kr. 50.60 


But neither wholesaler nor re- 
tailer is allowed any profit what- 
ever on the advance. You can’t 
calculate your expenses in dollars 
and cents per item, you have to 
make it percentage and I don’t 
think you will be able to operate 
cheaper than 4 pct, however clever 
you may be, so where is the profit? 

The manufacturers are allowed 
to compensate for cost increases, 
but not the distributors, even if it’s 


/ 


quite evident that the costs of liv- 
ing have gone up as much for dis- 
tributors as for manufacturers or 
miners! 

Further the businessman is taxed 
direct and indirect up to about 80 
pet. 


Can't Maintain Stocks 


With the steady rising prices 
and the prohibitive laws of the 
Price Directorate, it is evident that 
it will be quite impossible to main- 
tain the adequate stocks which sales 
necessitate. When you make a profit 
of 10 pct on a sale of Kr. 10.-, then 
you make only 5 pet when the pur- 
chasing price doubles and you are 
allowed only the original dollars 
and cents profit. This means again 
that the next time you buy the ar- 
ticle you can only buy half the 
quantity. 

You can compare this with a 
snake eating itself from the tail on. 

This then is the “planned econ- 
omy” and its consequences for the 
hardware trade in Norway; it is a 
result of the political economics 
based on theories, not on solid expe- 
rience. The experience we now 
gather is extremely expensive to 
this country, but these costs are 
paid by the Marshall Plan and the 
private subsidizing of distribution. 

The goverrment advocates that 
all this is done to avoid inflation. 
What causes inflation is the fact 
that the industrial production, in 
spite of all new investments has not 
yet reached the 1939 level; but the 
costs of production have been 
pushed to such heights that the 
span between productivity and 
rentability has been stretched out 
of this world. 





Neat Display Sells Plumbing Equipment 
























































When the John D. Wyker & Son store in Decatur, Ala., installed plumbing 
fixtures and equipment for kitchen and bath in this new display room it enjoyed 
a good increase in these lines. Wall displays in this neat and well lighted display 
annex to its main store suggest a variety of kitchen and bathroom installations. 
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wae: CABINETS AND ACCESSORIES..... 

















’ 1s a : : —— -¥ 

nomics —— styled and priced for volume sales 
lid expe- 

ne A <a the fady rT) nou along | Hundreds of your customers 
osts are f ;, and prospects are faced every day with the drab looks and incon- 
— ris venience of outmoded or poorly equipped bathrooms. Help them 
tes that discover how easy, how economical, bathroom modernization 
inflation. ee oe really is... with MIAMI-CAREY cabinets and accessories! 
ge You can bank on it—MIAMI-CAREY offers the biggest selection 
3 has not of all-steel cabinets, mirrors, towel bars, soap and tumbler hold- 
but the ers, light fixtures, crystal shelves and other products. In match- 
Bye ee ing ensembles, smartly designed, bright with gleaming chrome, 
ity and sparkling glass! And priced for thrifty shoppers or big spenders. 


ched out = Investigate the profits that await you with the MIAMI-CAREY 
line. See your Carey representative. ; 


HOW TO STIR UP A TORNADO OF SALES! 


@ Stock, display, sell Miami-Carey kitchen, attic 
and window-type ventilating fans. Engineered 
and built to perfection, easy to install, whisper- 
quiet and dependable. Made in a variety of models 
to suit every requirement, including “package” 
types for attic installation. Your Miami-Carey 
representative is ready with the profit-making 
facts—see him soon! 














slumbing Ameer: oe So Dome of ooeey ~ . mee Se Ae lA M — =. | 
j of products and materials for home building, | 

-enioyed 3 modernization and repair . Miami Cabinet Division | 
e H°Y The Philip Carey Mfg. Company | 
j display Lockland, Cincinnati 15, Ohio 
a j 


allations. In Canada: The Philip Carey Co., Ltd., Montreal 25, P. Q. 
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GOLD SEAL TAPE 


See for yourself ... what a display of Gold 
Seal Tape will do for your hardware busi- 
ness. Jenkins advertising is constantly re- 
minding your customers that Gold Seal 
goes further, makes a tighter, longer-last- 
ing bond (handles easier, too). When they 
see it, they buy. And then you're set for 
repeat sales — yes, and new business and 

rofits on other items. Ask your supplier 
™ or Gold Seal Tape, in 10-roll cartons and 
single rolls. Jenkins Bros., (Rubber Div.), 
100 Park Ave., New York 1 17, oa 





fl FRICTION and RUBBER TAPES 


MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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Jewelry Type Display for Builders' Hardware 


es DD Dy»). 





Glamour is added to builders’ hardware by using 
jewelry store technique. 


quality goods. People seeing the 
former jewelry store case and its 
use for hardware say, “This is the 
first time I ever saw hardware dis- 
played like jewelry.” 

This gives the salesman a good 
opportunity to point out that these 
items are made with the same pre- 
cision as well designed and long 
lasting jewelry. 

Manufacturers’ working display 


“Display your best door and in- 
terior trim hardware in a jeweler’s 
showcase,” suggests J. C. Darby, 
vice president and general mana- 
ger, Southern Sash & Sales Co. of 
Sheffield, Ala. “It will give your 
customers a pleasant surprise and 
cause much comment.” 

Small brass and nickel plated 
items are arranged in the firm’s 
show room on a velvet covered 
shelf, the cloth being like that 


used by a jeweler for showing case. 





Running Water wits Sells Water porn cs 





= 


Stauber's on Hardware in Waukegan, Ill., helps sell many water systems 
with this running water display at the bottom of its basement staircase. 
Located next to water heaters and other major appliance displays this unit 
attracts many farmers. When a prospect shows interest in operation of the 
unit a sales clerk joins him to tell him all about this equipment. The quick flow 


of water and the relatively quiet operation of the water system impress § 


all prospects. 
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These REESERIE>s Make you Money Fast 


4 top-quality pipe tools that sell at popular prices—profitable volume 


sales to householder ® These 4 genuine RIGID pipe tools, identical in quality with 

° all tools bearing the RIGA0D name, retail in the low price 

and mechanics ewe bracket and they move out of thousands of hardware stores in 

large steady volume. You’re missing easy profits if you’re not 

stocking and displaying them! It certainly pays you to feature 
these extraordinarily popular RIGAIDs. 


RIEEID 14” Pipe _— RIGID oor Pipe Threader 


“i ~S , Yo'’ and y%,! 
Wrench 3 ” drop head dies 


eing the 
e and its 

is is the 
ware dis- 


n a good 
hat these 
3ame pre- 
and long 


g display | oe? "a RIEEID> Bench Yoke Vise Capacity 4” to 114” pipe 


0 top “i FRIEZAI® Heavy-Duty Pipe Cutterm 
Ye’ to 1%4"’ 


Most popular pipe wrench made. Only one with Extra handy threader for small pipe. 
guaranteed housing— practically eliminates wrench Die heads lock into ratchet ring easily 
troubles. Capacity to 2”. —fast clean threading. 


1s 


4 Wp 


Strong special malleable frame; LonGrip Guaranteed special malleable frame, thin-blade cutter 
jaws. Integral pipe bender. wheel that assures more extra clean quick cuts. 


The pipe tools that assure you steady all-year-round profitable sales — order today from your Wholesaler! 
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A Simple Filing System 
For Charge Account Records 





With this simple system of his own 

creation R. L. Lendved keeps complete 

charge account data, for current period 

and previous years in compact but 
easily accessible form 


A simple, but effective file of 
charge accounts slips running back 
for a number of years is main- 
tained by R. L. Lendved of Lend- 
ved Hardware Co. in Clintonville, 
Wis., in a compact system of his 
own creation. 
vo Mate cleat Dect as = oe Lendved in his office, holding his 
in its own light weight, open front, current period charge slip file units. 
wooden file box. A metal spindle 
attached to the base of each box 
extends to the top so that charge The proprietor looks for information in one of the older 
slips can be easily slipped into posi- files covering six months of charge account transactions. 
tion. An identification label at the 
bottom of each unit indicates the 
period it covers. 
These filing units were made in 
the store’s own service shop and 
are kept on a single shelf in the 
office on the balcony. At the end 
of each six-month period the old- 
est file is moved to a storage spot. 
In a row of 12 file boxes the store 
has a compact charge account rec- 
ord running for 6 years prior to 
the current period. 
Use of this system eliminates 
the need for fumbling around in 
old and inaccessible records for 
records of previous periods. 
“We refer to such charge slips 
quite often,” says Mr. Lendved, 
“and I wanted them in such a 
shape that very little time would 
be consumed in looking for what 
we desired. In case of a dispute 
as to terms of purchase, down pay- 
ment, trade-in allowance, etc., we 
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No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this ‘packaged promotion.’’ Write and 
find out how! 


THE McKay company 


440 McKAY BUILDING e PITTSBURGH 22, PA. 
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rinding Wheels 
oc a HW d | 
e Tool Grinders ! 









FOR POPULARITY! 
FOR PERFORMANCE! 





Most practical for ALL farm 
grinding jobs. Heavy duty 
1/3 H.P. motor mounted be- 
hind and away allowing full accessibility to wheels. 
List $57.80. Also sold with two tool wheels, without 
sickle holder, $53.80. 
EXTRA HEAVY & HEAVY DUTY SICKLE 
& TOOL GRINDERS . 














Exclusive Roller 
Bearing Slide Sickle 7 
Holder. Equipped Bag 
with 442”, 5/2” and 
7” dia., fully vitri- 
7 gg cones; up to 8” tool wheels. List $11.30-$28.90 


HAND POWER GRINDERS 
Heavy and lighter duty models 
in 4”, 5”, 6”, 7” wheel sizes. 
One-piece gear case, accurately 
7 machined bearings, smooth quiet 
gears, attractive'y finished. Com- 
petitively priced $3.24-$9.30, 
F.0.B. Minneapolis. 


STREAMLINED 
GRINDERS 

Made with 6xi”, 5x1”, 4xi” 
fully vitrified wheels. Sup- 
plied also as bm 
polishing heads, 
wheels. Also, heavy duty 
models with 6 to 10 inch 
wheels. List  $2.50- 

36 F.0.B. 


TOP QUALITY SICKLE 
CONES AND WHEELS 
Made in our own, 
modern wheel plant. 
Fully vitrified, spe- 
cially bonded, accur- 
ately nrcssed. Availa- 
ble loose and in pop- 
ular assortments. 


ASK YOUR 
JOBBER! 


MANUFACTURING CO. 





MINNEAPOLIS 4, MINNESOTA 
WRITE FOR DESCRIPTIVE CATALOG TODAY! 
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can get the original charge slip 
very quickly, without making the 
customer wait too long. These 
files can be used very easily for 
statistical purposes.” 

Mr. Lendved also reports that 


when the sales clerk brings out the 
box file and quickly finds the charge 
slip the customer is favorably im- 
pressed. He is aware that the 
store has a good system for han- 
dling such files. 


Year-Round Display Makes 
Toy Sales Count 


Toys have paid their way at the 
Liles Marshall-Wells Store at Aber- 
deen, Wash., doubling their sales 
volume over the previous year. 
First step towards this gain was 
expansion of the toy department 
from seasonal to permanent status, 


following the 1950 Christmas holi- 
days. 

In 1951 toys were displayed at 
the rear of the store where, despite 
their location, and with the help of 
expanded stocks for Christmas, 
1951, the permanent $1,000 toy in- 





This toy section, near the front of the store, is a — 
department that is one of the most successful traffic pullers. 


And for stopping traffic and arousing interest in toys, 
this window display does the trick. 
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i This Blotorch works with 
Windproof! good grade denatured alcohol 
etal but for best results we recommend 
LENK BLOTORCH FUEL 


Operates at any angle 
Generates over 2700° 


4 


Hottest, handiest, best-selling Blotorch in its price range ! 


500° More heat 
For silver soldering, light brazing and sweated fittings 


For home and shop use 

Cool, convenient GunGrip handle 

Handsome chrome finish Mfg. Company 
Burning time: approximately one hour 30 Cummington St. 


Sensibly priced for volume sales TON 15. MA 
Colorful individual display cartons for self-selling BOSTO J SS. 
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PROFITS 


See, compare 

Hall-Wessel Hard- 

ware Specialties and 

you'll see values to win 
customers. Beautiful smooth- 
as-silk finish in brass, chrome, 
bright zinc or ebony. Modern 
machinery achieves products as- 
suring years of wear and rust- 
resistance. Ask your jobber for 
Hall-Wessel Hardware Special- 
ties —by name. Write for our 
catalog — and please mention 
jobber’s name. 





ira 
2116-26 W. NICHOLAS ST. LAA 
PHILADELPHIA 21, PA. | sme maxx 


Canedian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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ventory brought a turnover for the 
year of more than four times. 

This year store owner M. J. Liles 
moved his toy department to a wall 
display section near the front of 
the store where it could be more 
easily seen from the street. Result 
—despite his limited post-Christ- 
mas stock, sales have approximately 
doubled by comparison with a sim- 
ilar period in 1951. 

Toys have fully justified them- 
selves as a 52-week department, Mr. 
Liles believes. He has been pleas- 
antly surprised by the sustained 


demand for such merchandise. 
Birthdays, of course, create fre- 
quent demand, and there are many 
more occasions during the year 
that make toy promotions a natural, 
in his opinion. 

Further, they carry a better than 
average profit margin and make 
excellent traffic items. Thus by 
placing them near the front of the 
store, Mr. Liles has been able to 
draw more people into the store and 
so increase sales in other depart- 
ments. 


Counter Display Builds Tile Sales 


How a hardware store’s staff ties its show-how 
knowledge and manufacturer’s displays together. 
Makes numerous sales in excess of $30 


Many customers of the Strachota 
Behnke Co. in Elm Grove, Wis., a 
suburb of Milwaukee, are interested 
in creating rumpus rooms in their 
basements and in modernizing their 
kitchens and bathrooms. Often 
these do-it-yourself fans want col- 
ored steel, asphalt, rubber or lino- 
leum tile for such projects. 

Miniature tile displays and the 
know-how of the store’s owners help 
the firm to make many $30 to $50 
sales of colored tile. Norman 
Behnke says, “The complete mate- 
rials for the average basement tile 
job will run from $30 to $50, al- 
though we have had some sales of 
$80 for tile and materials for a 


‘ 


large basement. This is not an 
exorbitant charge for such mate- 
rials, especially if the home owner 
does the work himself.” 

The management maintains lists 
of customers who have bought and 
installed tile. Thus when a pros- 
pect inquires about tile, Roger 
Strachota and Norman Behnke can 
usually give the names of several 
neighbors who have put in similar 
floor coverings. 

Quite a few customers visit the 
store to inquire about tile after 
they have seen how well a neighbor 
installed some. Women particularly 
enjoy handling the display material 
to make up their own tile color com- 
binations with the miniature tiles. 





Norman Behnke, right, shows a prospect a full size asphalt 
tile. The visitor handles several miniature tiles to give 
him an idea of color combinations. 
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NEW STANLEY TOOL STATION 


Complete with stock of 247 
fast-selling Stanley Tools 
Dealer's Cost — $39§8-39 

Western Price Slightly Higher 














Here’s a complete self-service 
tool department that pays for 
itself in the first turn of the 
stock ... and continues to pay 
you in extra sales and profits. 
Think of it! A select yet com- 
plete stock of 247 most wanted 
Stanley Tools — displayed in 9 
square feet of floor space. 
Customers like its handy con- 
venience. Dealers like its flexible 
design. A spot for everything 
and each tool clearly priced and 
numbered — saves time, makes 
re-ordering easy. 
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NEW ECONOMY TOOL TABLE 


Complete with stock of 335 
popular Defiance Tools 
Dealer's Cost — $253-95 

Western Price Slightly Higher 


This colorful merchandiser for 
Defiance Tools fits on top of 
any standard island table — 
36” high, 22” wide and 57” 
long. Self-selling fixture arrives 
completely assembled with price 
cards numbered and priced. 

A compact unit that gives tools 
full display value, yet does 

not take up precious wall space. 


STANLEY 


Get the Details 


If you haven’t already had full information 
from your wholesaler, write to Stanley Tools, 
200 Elm Street, New Britain, Connecticut. 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 





LEWISTOWN, PENNA. 












National 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 

Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 

Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


Industrial Supply Convention, May 
19-21, at Atlantic City, N. J. Spon- 
sored jointly by the American Sup- 
ply & Machirlery Manufacturers’ 
Association. R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 
Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 

Locksmith’s Convention and - Trade 
Show, May 3-4, at the Hotel Park 
Sheraton, New York, sponsored by 
regional and locksmith’s associa- 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





Events 


tions throughout the U.S.A. Con- 
vention headquarters, 110 E. 59th 
St., New York City; Robert Rog- 
non, chairman. 

National Cutlery Week, May 4-10. 
Sponsored by the American Cutlery 
Manufacturers Association. Lewis 
D. Bement, Deerfield, Mass., execu- 
tive secretary. 

National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


National Association of Sheet Metal 
Distributors, Annual Spring Meet- 
ing, May 8-9, at the William Penn 
Hotel, Pittsburgh, Pa. Thomas A. 
Fernley, Jr., 1900 Arch St., Phila- 
delphia 3, executive secretary. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Ace Stores Junior Convention, Toy, 
Gift, and Sporting Goods Show, 
June 8-10, at Ace Hardware Corp. 


warehouse, 2355 S. Blue Island Ave., 
Chicago 8. Ace Stores annual con- 
vention and exhibit, Feb. 2-4, 1953, 
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When customers want both TOP 
QUALITY and LOW COST, here’s 
the power mower they’ll buy. The 
new HURRICANE GLIDER incor- 
porates all the quality features of the 
Hurricane line, plus new pressed-steel 
chassis embossed for super-strength. And— 
it’s priced far below other comparable models. 
The HURRICANE GLIDER offers “price- 
conscious” customers a lightweight rotary 
mower that’s made to order for city lawns. 
Rugged and simply constructed, the GLIDER 
is designed for lifetime service with minimum 
maintenance. More power—2 h.p. (Not 114) 
4-cycle engine. : 

Broaden your power-mower sales with the new 
HURRICANE GLIDER. Now—today—mail 
the coupon below for Hurricane’s complete sell- ner 


ing and merchandising program! 3 eat 


Sage ach Yous Sa 


4cycle, 2 h.p. gasoli gine © Automatic governor ° 

Full-floating friction drive © Hard-tempered steel-alloy 

blade © Special hiriged safety guard © Adjustable cutting 

height © Pressed-steel chassis, embossed for rigidity and 

super strength © 4 large, equal-diameter wheels © Puncture- 
proof rubber tires © 18-inch cutting swath. 


% 





List *110™ 


plus tax 





Make Every Prospect a Sale 
With Hurricane’s Big 3 — 


the complete line 

With the complete Hurricane line... 
the Glider, the Hurricane and the 
Hurricane Junior . .. you’re set up to 
sell any prospective customer! Each 
machine meets specific buyer demands. 
The big Hurricane, with its 20-inch 
cutting swath, packs the power and 
stamina needed for mowing big 
suburban lawns and estates. The Hurri- 
cane Junior, a compact, lighter 
replica of the big Hurricane, is for 
those city dwellers who don’t want to 
sacrifice quality for price. You won’t 
miss any sales when you carry the 

full Hurricane line! 





Plus — Profits on Parts and Service 
A well-run service department is a real money-maker, too. 
Customers appreciate this convenience . . . and they'll remem- 
ber you when they need replacement Hurricane parts and 
maintenance. Find out how easy it is to develop this rich and 
fertile sideline. Write for detailed instructions. 













HURRICANE, JR. 










eeeeeeeeeoeeeeeeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


H 5 Rot p c NATIONAL METAL PRODUCTS CO., INC. : 
ee rCORe ore + ower Dept. H-9, 2722 Cherry Street ° 
M > > Kansas City 8, Mo. - 

nwters cre sumer By Prove to me that the HURRICANE GLIDER is all you say. Id like full details ¢ 

NATIONAL METAL on selling and merchandising plans. . 

Name_ os i ° 
PRODUCTS CO. ° 
Address . 
EPT H9 2722 CHERRY ST ae : 
State__ ° 
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Wrapping up a good sale 


\ hen you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


He’ll like their long-lasting sharpness and the 
smooth straight cuts they give. 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he’ll be back for more. 

For more information ask your jobber — or write 


to us. 


GW. GRIFFIN CO. 


General Sales Agent 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, New York 





at the Conrad Hilton Hotel, Chicago. 
E. G. Lindquist, 2355 S. Blue Island 
Ave., Chicago 8, secretary. 

Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 
1953. Both to be held at company 
headquarters, 365 E. Illinois St., 
Chicago 11. 

Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events 


Carolinas Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. con- 
vention and exhibit, May 19-21, 
at. George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. 0. 
Box 183, Waycross, Ga., executive 
manager. 

Mississippi Retail Hardware Associa- 
tion convention, June 15-17, at 
Buena Vista Hotel, Biloxi. David O. 
Mansfield, P. O. Box 1696, Jackson, 
secretary. 


Town and Country Fair 


Retailers at Michigan City, Ind., 
held a Town and Country Fair last 
Fall which attracted thousands of 
people. There were merchandise 
and hobby exhibits, which drew 
many rural entries and enlivened 
the displays. Parades, a dance and 
many sales at various stores helped 
to lend a festival air to the entire 
affair. Farmers took advantage of 
the get together to brag to city 
cousins about big corn and other 
crop yields, and found interested 
listeners. 


Lexington Boosters 


Business men of Lexington, Neb., 
are getting publicity for their town 
in the trade area through a new or- 
ganization within the Chamber of 
Commerce, called the Lexington 
Boosters. The new group promotes 
a barber shop quartet which fur- 
nishes singing for rural events, and 
also sponsors a dramatic group 
called the Plum Creek Players, 
which gives performances in rural 
areas. When these groups play to 
rural groups the Chamber of Com- 
merce furnishes coffee and dough- 
nuts. 
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ab. 28, ; about these gutters they take 
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19-21, ° OS ie Rustproof gutters that cost less, look best, go up 


el, Jack- a. without soldering, never need painting! 

bao | Aluminum’s light weight makes these gutters 
; , easier to handle . . . for you, and for your customer. 

Se gee ? They're a take-home deal. And they attract the 

David 0. uaa ; . buyer on sight . . . whether it’s a full stock display 

sari or Reynolds handy small-section counter display 

.—~ (write for details on this). 

y Fair | ., i . You'll want to keep this fast-selling item going 
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‘air last \% for aluminum now limits civilian supply. Keep 
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Ogee and Reynolds Metals Company, 2026 So. Ninth St. 


Half-Round, aie Louisville 1, Kentucky 
smooth or stipple- ; Please send me full information on 
C) GUTTERS AND DOWNSPOUTS (1) NAILS 
(] REFLECTIVE INSULATION C] FLASHING 


embossed finish 


Name. 
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THIS COUPON 
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REYNOLDS ALUMINU 


Tune in every Week. . .""The Kate Smith Evening Hour" on Television—NBC NETWORK 
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Latest Information on New Hardware Merchandise 


(Continued from page 13) 


Model DKG-S glass coffee brewer, 
a $4.50 retail value offered at a 
$2.95 retail price. Model DKG-S 
is a “strip model” version of Model 
DKG brewer, and differs from it in 
plastic accessories and decoration 
on the glass bowls. DKG-S is de- 
void of platinum striping and does 
not include standard Cory acces- 
sories, such as plastic decanter 


#8) 
} 
A 


cover, safety stand and plastic 
coffee measure. Cory Corp., 221 N. 
La Salle St., Chicago 1, II. 


Food Slicer 


The Popeil Food Slicer, shown 
here, is made of styron plastic with 
tempered cutlery steel blade and a 
three-way adjustment for slicing 
thick, medium or thin. It retails 
for 98¢. There is also a new Donut 
Machine that drops batter into the 
pan in the form of perfect, rounded 


donuts. It holds 24 donuts at one 
filling. Retail is 98¢. Popeil Bros., 
Inc., 14 N. Sangamon St., Chicago 
7, Til. 
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Electric Train Additions 


Added to the Lionel toy electric 
train sets and accessories for 1952 
are the items shown here. They in- 
clude the deluxe streamliner, the 
freight yard, station baggage de- 
partment and the switch tower. 
The 86-in. passenger train set fea- 
tures an astra-dome car, two Pull- 
mans, and an observation car. The 
new operating signal bridge has 
red and green signal lights that 
operate automatically as the trains 
run. An operating barrel loader 
has a moving conveyor to the chute 
that deposits them in a waiting 
railroad car. The miniature station 
house has two baggage men who 
realistically run electric cars in 


and out of the illuminated station. 
A switchman at the tower watches 
the train approach and runs down 
the steps to signal at the crossing. 
Lionel Corp., 15 E. 26th St., New 
York, N. Y. 


Flat Wall Paint 


There is a new rubber-base flat 
wall paint, named Flow Kote Wall 
Paint, that is easy to apply, du- 
rable, and completely washable. 
This new finish is conveniently 
thinned with water, acts as its own 
primer, and resists chipping and 
hard knocks. It dries in about 30 
minutes, leaving no objectionable 
odor. Nearly any type of interior 
wall surface can be_ successfully 
painted with Flow Kote, which 
flows smoothly from a brush or 
roller-coater without causing lap 
marks or streaks. Colors are of- 
fered in tints, medium and deep 
tones, and white. These colors and 


24 suggested intermixes are shown 
on a new color card. E. I. du Pont 
de Nemours & Co., Wilmington, 
Del. 


Clothes Brush 


Here is the DeLuxe Lint-Chaser 
clothes brush, with all-brass wire 
bristles for speed in lifting out 
dust, dirt and lint from all types 
of fabrics. The handle is light- 
weight red plastic with a contoured 
open web handle designed to fit the 
palm and fingers of the user. The 
flexibility and strength of the brush 
also makes it suitable for grooming 
pets. A two-color counter display 
contains six brushes in individual 


r 


1 Drugins! 
ABRC CLEANER 


’ 
i ’ 
’ 


; 
lial-chaser ; 


cartons, and an unboxed brush is 
attached to the face of the display | 
carton. National Brush Co., 100 
Illinois Ave., Aurora, IIl. 


Electric Saws 


Two new Speedmatic electric 
saw models feature a_ kickproof 
clutch that allows the motor to turn 
while the blade remains stationary, 
preventing the possibility of dan- 
gerous kickback. Other features in- 


clude instant depth adjustment for 
quick, accurate setting, and an im 
proved safety guard. Model 507, 
with 7% in. blade, cuts from @ 
to 2% in. maximum at 90 deg. and 
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DEXTER LOCK COMPANY 


a ‘ 
A SUBSIDIARY OF NATIONAL BRASS COMPANY oe Nanupaclarird of SPIE, Y tiijtitde WTF 
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In Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
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from 0 to 127/32 in. at 45 deg. 
Model 508, with 8 in. blade, cuts 
from 0 to 2% in. at 90 deg. and 
from 1/32 to 2 in. at 45 deg. Both 
are equipped with 10 ft. cord 
and plug, one combination blade, 
metal carrying case, double end 
wrench, rip gage and a tube of 
grease. Porter-Cable Machine Co., 
Dept. PR-5, Syracuse 8, N. Y. 





Stone Lined Water Heater 


This new stone-lined Hotstream 
water heater, called “Won’t Rust,” 
has a special aggregate stone lin- 
ing % in. thick. Lime and sedi- 
ment will not adhere to the aggre- 
gate stone, preventing rust, cor- 


rosion and lime,deposits inside the 
tank. A plastic liner between stone 
and steel absorbs the variance in 
contraction and expansion, prevent- 
ing cracking or other damage to 
the stone lining. Offered in gas and 
electric fired automatic models with 
standard features of Hotstream’s 
regular line. Gas-fired models for 
natural, manufactured and LP gas 
come in sizes 30, 40 and 60. Elec- 
trics come in sizes 30, 52 and 82. 
Hotstream Heater Co., 2363 E. 
69th St., Cleveland 4, Ohio. 





Track Cleaning Car 


Among the new Gilbert American 
Flyer line of model railroad prod- 
ucts is this track cleaning car. 
Four felt track wipers attached to 
the undercarriage of the car are 
saturated with a special cleaning 


fluid, freeing rails of dirt and oil 
as the car goes along. A simulated 
tank on top of the car is finished 
in silver, a barrel and tool box in 
yellow. List price is $5.50. Also 





new in the American Flyer line 
are miniatures of news and frank- 
furter stand, diner, freight station, 


suburban station with animated- 


commuters, and many others. New 
model engines and cars have also 
been added. A. C. Gilbert Co., 319 
Peck St., New Haven, Conn. 





New Bar Stool 


Added to the 1952 line of Cosco 
household stools, chairs and utility 
tables is this new revolving 3-H 
Bar Stool. It features tubular 
steel legs, welded directly to the 
seat pan. The deep padded seat re- 
volves on 24 friction-free ball bear- 
ings in a 9 in. race. The seat is 30 
in. high, 1854 in. in diameter, and 
4 in. deep. It is upholstered in 
washable, stain-resistant Duran in 
six plain or Duracraft colors. Up- 





holstery can be changed easily to 
harmonize with any change in in- 
terior decoration. Retail is about 
$13.95. Hamilton Mfg. Corp., Co 
lumbus, Ind. 
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Television Line 


Eleven new television receivers, 
seven of them table models and 





four consoles, known as the Con- 
vention Series line, have been in- 
troduced. Prices range from 
$199.95 for a 17-in. rectangular 
tube ebony plastic table model to 
$339.95 for a 20-in. rectangular 
tube console model in a blonde 
limed oak cabinet. All sets have 
improved operating range in fringe 
areas and the chassis has fewer 
tubes, resistors and capacitors. 
Other features include an area 
selector switch, and Motorola’s new 
accoustinator variable tone control. 
Shown here is Model 21T2, 21T2B, 
available in mahogany or limed oak, 
with 20-in. screen, priced at $279.95 
in mahogany, $299.95 in limed oak. 
Motorola Inc., 4545 W. Augusta 
Blvd., Chicago 51, IIl. 





Re-Seal Bottle Cap 


Major Seal is the name of this 
new re-seal bottle cap, guaranteed 
to seal in the pressure of carbonated 
beverages and keep them fresh. A 
light push sets the seal in place and 
a pull releases it. The self-locking - 





Stainless steel action snaps tightly 
closed and pops open with minimum 
effort. The plastic cap comes in red, 
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PORT-© 


“HEAT INDICATOR” 








© top of stove potato baker ioe 
©@ food warmer and crisper Ag 
@ in-oven roaster and baker i 
@ all-purpose outdoor grill oven 


and baker . 
Retails at about $1.59. Shipped nested. 2 





DRIPPING PANS 
8x10x2% 12x17x2% 
10x 14x 2% 16x 17x 2% 


Packed 1 doz. to carton. Send for price list 


* 


~ 





DOUBLE 

ROASTERS 

No. 2—8 x 12 x6 No. 6—11 x 1642 x8 

No. 4—10x15x7 No. 7—13x18x8 
Packed 4% doz. to carton 


THE PARKERSBURG STEEL 


PARKERSBURG, WEST VIRGE j 
The home of MASTR-LOK STOVE # 











ales Volume 


with these ? Profit-Making 
RG BLUE-STEEL LINES 


MASTR-LOK STOVE PIPE 
The first... and still the fastest 
selling stove pipe with patented 
locking device. Snaps shut easily 

quickly. Made of famous 
Parkersburg Blue-Steel — the steel 
that’s treated to resist rust. Shipped 
nested 25 to a carton; wide range 


of sizes available. 


MASTR-LOK ELBOWS 


Shipped nested 12 in an exclusive 
octagonal carton insures lower 
shipping costs . . . cleaner, dent-free 
elbows. 

THREE-PIECE 


STOVE-PIPE REDUCER 
Specially developed shoulder 
back of seam prevents collapse... 


makes longer use doubly certain. 














ice means 
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The NEW 


Sanetle 


DELUXE . . . SQUARE TYPE 


oe 





Now EVERY Customer 


of Yours Can be Proud 
of Her Kitchen Can 


Model MS .. . com- 
pact, space-saving 
; . has ‘'years-§ 
ahead" styling that § 
adds sparkle to the 4 
finest kitchen. Cus- . 
tomers like its tight- | 
seal cover, recessed 
pedal and leak- 
proof, round, hand 
dipped galvanized 





pail. 


Step up your per unit sale! 
Nationally advertised — this deluxe Sanette pre- 
sents value never before offered in step on cans. 
Three sizes: 12 qt., 16 qt. and 20 qt. White, red 
or yellow finishes. Order from your jobber. 


MASTER METAL PRODUCTS, INC. 


321 Chicago Street Buffalo 4, N. Y. 
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green, yellow and ivory. Each cap 
has an individual self-selling dis- 
play card. The counter display box 
holds 12 Major Seals, three each of 
the four colors. Suggested retail 
price is 39¢ each. Naco Products 
Co., 1037 S. Grand Ave., Los An- 
geles 15, Calif. 





Toilet Tray 


Designed for use in the bath- 
room, dressing table, or nursery, 
this Tidy Toilet Tray has a half- 
inch raised protection edge. There 
is a middle compartment sized 
especially for a tissue box. The 
pebbled surface grips the bottom 
of the containers, avoiding unneces- 
sary spilling. Available in rose, 





blue, green, yellow, white and bur- 
gundy, retailing at $1.19. Pretty 
Products, Inc., Coshocton, Ohio. 


Xmas Gift Wrappings 

A variety of gift seals, gift en- 
closure cards, folders and tags for 
Christmas are contained in this 
Kaycrest All-In-One Christmas Kit, 
No. X863. There are 100 decorative 
holiday pieces in the kit, which re- 





tails for 25¢. Packed 24 kits to a 
display, and 12 displays to a carton. 
Papercraft Corp., Paper Sq., Pitts- 
burgh 6, Pa. 


Laundry-Tray Faucet 


For use with modern ledge-type 
laundry tubs, here is a new bottom- 
supply, ledge-type laundry - tray 
faucet, Model 415. It fits drillings 
from 344 through 4 in. The shank 
O.D. is % in. IPS, and the shank 
length is 2 in. The body is de- 
signed and cast in one piece. It is 





now made in rough brass, and will 
be supplied in a plated finish when 
plating materials are more avail- 
able. Barnes Mfg. Co., 701 N. Main 
St., Mansfield, Ohio. 


Fibre Glass Spinning Rod 


Here is the new 1952 Spincaster, 
a solid fibre glass, one-piece spin- 
ning rod. It casts all baits from 
1a to % oz. lures. The solid glass 
blade is 5 ft., and the handle is 
12 in. It has a conversion type 
handle of natural cork with uni- 





versal, sure-grip chuck, and is also 
available with friction-fit handle. 
Waltco Products, 2300 W. 49th St., 
Chicago 9, Ill. 


—_———_—_——_ 


Draw Bar 


A new tool, designed to draw up 
crooked or warped sheathing for 
ready nailing over studs, joists and 
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TO BUILD 


PROFITABLE APPLIANCE 
VOLUME FOR 


ATTRACTIVE DISPLAYS 
BROCHURES 
FOLDERS 


Dealer Aids 


RATE WITH 
THE BEST 
YET SELL 
FOR LESS! 











DOMINION ELECTRIC CORPORATION e MANSFIELD, OHIO 
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ELECTRIC LANTERNS 


SAFEWAY will 
<i We 4 


Travelite 
Beams! Twin Switches. 

Red flasher cau- 
tions traffic, while 
side spot beam 
provides pow- 
erful service 

light. Pivot 

Base 
















Focal adjust- 
ment. Throws 
powerful spot-beam 







ing lenshead. 
Pivot base — 
light stays ‘‘put’’ 
at ANY angle. 
Plastic handle. 


















Turn night 
into day' Twin 
lights — extra 
brilliant side 
light with top 
flagd light. 
Pivot base 
spots light 
up or down 











Meet the great Farm, Sports, and Motor- 
ing demand for Electric Lanterns with 
these three EMPIRE styles. Nationally 
Advertised, this popular trio will keep 
your stock rolling—your profits growing. 


Ask for the EMPIRE Electric 
lantern Catalog. 


The METAL WARE Corp. 


Two Rivers, Wisconsin 
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rafters, is called the E-Z Way Draw 
Bar. It works equally well on 
tongue and groove, ship lap and 
common lumber. Can also be used 
as a pry to take the twist out of 
rafters and joists. It will not slip. 
Made of high carbon % hexagon 
tool steel, and weighing 2% Ib., it 
fits into a carpenter’s tool box. Hon- 
eycutt Mfg. Co., Inc., 2715-17 Oak 
St., Kansas City 8, Mo. 





Hair Dryer 


Two features of the new No. 7 
Hamilton Beach Quick Dry hair 
dryer are the Adjust-a-Stand that 
permits tilting of the dryer to any 
angle, and Heat-Control that allows 
adjustment of heat intensity in ad- 
dition to the usual hot and cold 
switches. The unit is light and can 
be easily removed from the stand 





for hand use. Sells at $14.90. Ham- 
ilton Beach Co., Div. of Scovill Mfg. 
Co., Racine, Wis. 





ColoredCaulkingCompound 


Calbar caulking compounds are 
now available in 26 permanent 
colors, selected as standard to match 
or harmonize with shingles, roofing 
and siding. Included in the color 
range are grays, browns, red, tans, 
blues, greens, ivory, buff, natural, 
brilliant white, black and aluminum. 
Calbar Paint & Varnish Co., 2612 
N. Martha St., Philadelphia 25, Pa. 





Snack Tables 

This new line of snack tables, 
Hostess Dee-lite, has a lock-in fea- 
ture that makes the table top se- 


cure once it is set up, and a “sure 
grip” hole for convenience in carry- 
ing. Size is 1814x18x2114 in. Each 





a ali ti li iD i ib 


table has an attractive rose pattern, 
and colors available are black with 
a gold rose, or red, yellow and green 
with a black rose. Tables sell in 
pairs with a storage stand for 
$5.95. Pingree Associates, Hopkin- 
ton, Mass. 





Expansive Bit Packaging 
All Irwin Micro-Dial and Lock- 
head Expansive Bits are now avail- 
able in these colorful and attractive 
plastic Sellopak kits. There is an 
extra pocket for the extra blade. 
The kit is made of heavy, brightly 
colored plastic and reinforced on 
all edges with contrasting tape 
binding. The front has a trans- 








parent and tough plastic panel that 
allows the bit to be seen, and a 
fold-over flap with a snap fastener 
keeps the bit snugly in the kit. 
Irwin Auger Bit Co., Wilmington, 
Ohio. 





Respirator Hood 


Designed for dust and paint 
spray protection is this “flyweight” 
respirator hood, available with the 
R2000 seven interchangeable car- 
tridge and disc filter respirator. 
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there’s more to 
f id meet the eye at 


THE MART 





2451 LINES UNDER ONE ROOF 
= 


“ . 209 lines of furniture and bedding 
948 china, glass, pottery and gift lines 


ya 476 lines of housewares, appliances, radios and televisions 


174 lines of curtains, draperies and fabrics 
134 lines of floor coverings 
“oy, 125 lines of toys, games and wheel goods 


224 lamps, shades and ‘lighting fixture lines 


161 linens, beddings and domestic lines 


52-WEEK MARKET CENTER Fey, Z 


EXCELLENT PARKING AND TRANSPORTATION FACILITIES 

ELEVEN AIR-CONDITIONED MODERNIZED RESTAURANTS 

30 EXPRESS ELEVATORS EVERY MINUTE 

PACE-SETTING HOME FURNISHINGS EXHIBITIONS AND ROOM SETTINGS 


The Merchandise Mart 


SHOW-PLACE OF AMERICA'S BEST-KNOWN BRANDS 
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Here's WHY 


You'll sell more 


PARKS 


qs ay 


shellac 


@ "Sets" fast 

@ Dries hard 

@ Powders smoothly when sanded 

@ Gives long wear and lasting beauty 
@ Always uniform in quality 


@ Code-controlled freshness 


THERE IS A BIG DIFFERENCE 
IN SHELLAC! 


When you stock and recommend 
Parks quick-drying Shellac you offer 
your customers a superior product at 
no extra cost . . . build good will and 
profitable repeat sales! 

Feature the easily-identified Parks 
cans and jars in 5-gallon, 1-gallon, 
quart, pint, and /2-pint sizes. Clear 
White and lustrous Ghuses for every 
surface. 


\ ONY 
a PAN STUUOOUUODHOODUOOCEDE 
| 


TRIPLE- GUARANTEED 


for full- bodied quality, purity of 


st 
ingredients, complete cv . 
ee 
satisfaction! Meets or exc 


Federal Specification TI-V-91e. 


omer 


NATIONALLY ADVERTISED 
FREE SALES AIDS! 


FREE SAMPLE! Examine and compare Parks 
uick-drying Shellac at our expense. Write 
ODAY on company letterhead for your free 

sample! 


tHE PARKS company 


FALL RIVER, MASSACHUSETTS 


WHA 








The Window of the hood snaps in 
with seven snap fasteners, and can 
be easily replaced. Hood has two 
drawstrings that tie under the 


arms for a snug fit, and it is rein- 
forced with leather for long ser- 
vice. An elastic strap sewn to the 
back of the hood permits it to fit 
any head. American Optical Co., 
12 Mechanic St., Southbridge, Mass. 


Toilet Bowl Cleaner 


This new automatic device, Serf- 
O-Let, that works with each flush- 
ing of the toilet, eliminates discol- 
oration and iron stains, reduces 
harmful bacteria, and keeps the 


bathroom odor-free without scour- 
ing or scrubbing. It is easily at- 
tached to the inside of any flush 
tank completely out of sight. Will 
not harm septic tanks. The Serf-O. 
Let unit retails for $3.95, and comes 
with a chemical charge that lasts 
for about six months. Additional 
refill charges retail for 75¢ each. 
Kinnard, Inc., Little Falls, N. J. 


Metal Cleaner Concentrate 


Here is a concentrate, RcR, that 
cleans metal, removes rust and 
tarnish, and primes metal for 
painting. Available packed for 
counter display in two deals. R-8 
Deal has six 8-oz. bottles, shown 
here, with a suggested retail of 
$1.98 each. Dealer cost for the unit 
is $7.13. R-2 Deal has 12 2-oz, 


bottles, with a suggested retail of 
69¢ each. Dealer cost for the deal 
is $4.97. Laboratory Research Prod- 
ucts, Inc., 148 Market St., Paterson 
i  * 


Glass Holder 


This metal glass holder, called 
Tip-Not, is designed to clip on table 
edges and similar surfaces to elim- 
inate spills. Made of nickel-plated 


spring steel wire, it holds an aver- 
age size tumbler or bottle, and will 
adjust with spring action to any 
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Ma (ALK SPEED LOAD 


America’s Favorite Calking Compound 


Every calking job will be “top 
eto cee MMs 2elreMmn Zele meet am oll -sommelet-litay 
Nu-Calk Speed Loads. Nu-Calk 
“stays put’ —will not dry out, 
run, crack, harden or pull away. 
Speed Loads are easy to use, too! 


the unit 
12 2-02. 


User’s hands never touch the com- 
pound. Always has a smooth, even 
flow, and easy trigger action. Try 
it yourself and you'll see why Nu- 
Calk Speed Loads enjoy such 
nationwide popularity! 


retail of 
the deal 


ch Proa- 5 
Paterson 


r, called 
» on table 
to elim- 
el-plated 


an aver- 
and will 
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C ta (ALK Calking Compound in Cans, Too! 


The “standard of quality” in the calking field! Same 
fine product as in Speed Loads, but also available in 14 
pint, pint, quart, gallon. S-gallon cans. Also 55-gallon 
drums! Order a supply, today! 


ron os 
Ps +>. } 
tine meen . rs 


— ae 


available 

__ 
fen — 
it desired 


Dealers and users across the nation 
are hailing Nu-Phalt as the perfect 
companion for Nu-Calk Speed Loads! 


Nu-Phalt is an asphalt base cement 
with truly outstanding adhesive qual- 
ities. Ready for instant use, it can be 
applied on wet or dry surfaces for 


"“Nu-Glaze 


Glazing Compound instead of putty! 


Nu-Glaze overcomes all the old bugaboos about 
putty because it “always stays put!” Never dries out, 


hardens, cracks or peels off! 


Nu-Glaze is not a putty, but a plastic glazing 
compound that’s perfect for glazing, filling cracks, 


rs Nu Phalt PLASTIC 
ASPHALT CEMENT 


For Sticking Down Asphalt Shingles and General Repair on Roofs and Flashings! 


sticking down asphalt shingles and 
general repair work on roofs and 
flashings. 


Comes in popular load form like 
M-D’s famous Speed Load for calk- 
ing guns, or in 21% Ib., 50 Ib. and 
550 lb. containers 


<———> 
<—<—_>> 


Ni-(glaze 


SLazinc ComPOUNP 


setting plumbing, boatwork, etc. Comes in 14 pint, 
pint, quart, 5 Ib. cans. Also available in drums — 


25 Ibs., 50 Ibs., 100 Ibs., and 880 Ibs. 


bas tsttene.secas amas gu aen cots, 5 


FOR FAST DELIVERY, ORDER NOW! 


Your order will be shipped 


same day received! 


DUNCAN Ceo. 


MACKLANBURG 


























VICTOR STEEL TRAPS 


Many styles designed to 
catch and hold each type of 
fur bearing animal. No. 2 
Double Spring trap shown. 


VICTOR MOUSE 
and RAT TRAPS 


Easy to set; quick-catch 
action. Victer, Holdfast, 
Auto-Set, 4-Hole Choker, 
Little Champ and Easy-Set 
Traps are popular profit 
builders. Victor Mouse trap 
shown. 


Gardeners want Trump 
trowels, forks, cultivators, 
transplanters and weed cut- 
rowel shown. 


ters. 






VICTOR VERI-LITE 


DUCK DECOYS 
Sovpwast, light weight, per- 
tly balanced and very Efe. 
like. The decoy that satisfies 
experienced duck hunters. 


VICTOR MOLE TRAPS 


A sure, sensitive 6-prong 
spear type trap that kills 
moles. Rust-resistant coating 
on trap. Easy to set. 


VICTOR GOPHER TRAPS 


Srusdy and rugged construc- 
tion. Si 

release. y 
ernment Agencies. 





ANIMAL TRAP COMPANY OF AMERICA 


GARDEN TOOLS 


Wa 
fec 


for BIGGER Profits... 


| h yi 


TRUMP 


mple to set; swift to 


sed by U.S. Gov- 


© Make sure you always have a complete stock of 
these selling brands. Order today from your 
wholesaler for the coming selling seasons. 








Lititz, Pa. * Pascagoula, Miss. 





WHAT’S NEW 








protruding edge less than 2 in. 
thick. Available singly or in sets 
of four. Tip-Not Glass Holder Co., 
Dept. KP, 3113 Emerson Ave., N., 
Minneapolis, Minn. 





Burner Pad 


This new burner pad has smooth 
rounded edges and a wide metal 
rim on one side for added strength 
to. the asbestos and support to cook- 
ing utensils. It spreads heat evenly, 


ene 
1 
' 





eliminates smoke stains, serves in 
place of a double boiler, keeps food 
from sticking or burning, and pre- 
vents breakage of glass percolators 
and utensils. One side of the pad 
has_ self-selling imprint pictures 
showing various uses for the pad 
on top of a burner. Retail is about 
15¢ each. Ballonoff Metal Products 
Co., 2536 Euclid Ave., Cleveland 15, 
Ohio. 





Surf Rod Blank 


A new addition to the line of 
Harnell Black Spun Glass Tubular 
Fishing Rod Blanks is the striped 
bass Squiding Surf Rod Blank, 
built in one piece. There is a cork 
grip designed to fit the particular 
blank that slides onto the butt end 
for a high degree of sensitivity. 
Length is 10 ft., and the rod comes 
in 16 and 21 oz. weights. Both 
blanks are ideal for surf casting. 
George Hine Products Co., 4100 
Ocean Park Ave., Venice, Calif. 





Ornamental Portico 


Easy installation in just a few 
hours is a feature of this new per- 
manent ornamental iron portico, 
Porch-in-a-Package, adjustable to 


fit home entrances up to 5x8 ft. It 
can be installed appropriately on 
homes of any architectural style. 


Sad 





The basic unit takes a deck type 
roof, but other style roofs can be 
easily added. A choice of three 
ornamental iron column designs is 
offered. The unit contains all pieces 
necessary for installation, and il- 
lustrated instructions. Tennessee 
Fabricating Co., 1490 Grimes Ave., 
Memphis, Tenn. 





Tool Holder 


Here is the Walton-American 
Tool Holder, made in four sizes, 
providing a tool bit capacity rang- 
ing from % in. in the smallest 





sized holder to 7/16 in. in the larg 
est sized holder. The head swivels in 
an entire circle, yet gives good grip 
on square bits or round boring 
bars. It can be set for any straight, 
right or left hand offset position. 
The bit is gripped top and bottom, 
and is so held that no lateral mo- 
tion is possible. The jaws will not 
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~ Outsells ‘All Others 


_ because.... 


-- @ it Trims As it mows 
‘> Cuts flush with trees; ferices, w vals: walks and flower. 
: beds. Eliminates “hand trimming entirely, 
@ iT MULCHES THE Grass 
Cuts so finely that cuttings improve lawn, as recom- 
mended by leading authorities. Saves raking, too. 
@ i 1s LIGHT, COMPACT AND EASY TO HANDLE 
: Big, easy rolling Wheels with: puncture proof, semi- 
pneumatic, rubber tires protect the finest lawn. 


. os aw CUTS REGULAR. LAWN, TALL GRASS AND WEEDS 
Keeps the lawn velvet smooth and professional look-. | 
ing, Costs only a few cents am hour to operate. 


. @ © 17 1S PRECISION MADE AND DEPENDABLE 
‘ Many extra quality, safety and performance features 
assure years of dependable, trouble-free service. 


@..r 19 MODERN IN DESIGN AND ATTRACTIVE 
‘The smart lines and ‘rich colors make Majestic Roto- - 
> matic stand out in any company. They’ re beauties. 


@ iT Is BUILT TO LAST AND PRICED-TO SELL ; 
: No finer.mower ‘made; and no other‘even approaches ‘ 
» Majestic Rotomatic in actual ‘aohewe: and value, : 


- See Your Bistribucten: a2 While Ys- 


| MONAR sucess 


‘MANUFACTURER OF THE FAM ONE ON Ar BICYCLES: 


A Model ‘for: 
Every Mowing Need 


Gasoline 
and Electric 
Models - 
















22-INCH 
: GASOLINE 
. Model R-22-52 


16-INCH 
_ GASOLINE. 
Model R-16-52 © 


18-INCH - 
GASOLINE 
Model R-18-52 


- 16-INCH 
ELECTRIC \ 
- Model ER-16-52 - 7 





18-INCH 
ELECTRIC 
Model ER-18-52' 
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NEW Profit Makers 


“TEDDY CELLU-MOPS” 


in Colors to Match 
Modern Kitchens 










“TEDDY” 


CELLULOSE SPONGE 
SELF-WRINGING 


MOP 


POSITIVE SQUEEZING 
ACTION 
STURDY CONSTRUCTION 


Sell the new colorful “TEDDY 
CELLU-MOP”, a _ self-wringing 


mop made in two sizes with the 
7 hl L da 





Your w cust s will want 
these sturdy mops as soon as they 
see them. They come in red, blue 
and green colors which fit into any 
kitchen color scheme, with handles 
to match. 

Mop wringers are made of heavy 
metal which cannot be bent out of 
shape, and are so constructed that 
they squeeze the mop dry. The 
strong cellulose sponge material is 
cemented to a hardwood lacquered 
block. 

The specially constructed sponge 
head is easily removed by loosen- 
ing two screws, allowing a new 
head to be attached in a jiffy. 
These mop heads offer you a good 
profitable replacement item. 

Women will go for these sturdy, 
colorful mops, so order your sup- 
ply today from your wholesaler. 


NEW SPONGE HEAD 


Hardwood lac- 
quered block. Easy 
te remove. Good 
profitable replace- 
ment item. 








block. Hardwood Handles—48" x 7%". 
Packed '/, doz. to carton—Shipping 
weight—I0 Ibs. Handles included. 
Retails for $1.95 ea. 
CH-I5 Cellulose Mop Head Only. Packed 6 
to shipping carton. Each wrapped in 
cellophane. Shipping weight—3 Ibs. 
Retails for $1.00 ea. 


HEAVY DUTY "'TEDDY CELLU-MOP"’ 


CM-20 Head is extra large to hold tremen- 
dous quantities of water (28 cu. in. of 
Cellulose Sponge). 8/2"' x 2/2" x Ii," 
Mop Head on hardwood block. Hard- 
wood Handles—48" x 15/16"'. Packed '/2 
doz. to carton—Shipping weight—I2 Ibs. 
Handles included. Retails for $2.50 ea. 


CH-20 Cellulose Mop Head Only. Packed ¢ 


to a shipping carton. Shipping weight 
—4 Ibs. Retails for $1.25 ea. 


FRED V. FOWLER CO. 


Att. Dept. H 
551 Tremont St. BOSTON 16, MASS. 











WHAT'S NEW 


break high speed tool bits or Stell- panel on the front permits individ- 
ite. Walton Co., P. O. Box 5, Elm- ual adjustment. The gray-green fin- 
wood Branch, Hartford 10, Conn. ish has been retained, and there is 
a new name plate channel that tops 
the louver panel. Thermostatic con- 


° trol is standard equipment. Reznor 
Moisture Absorbent iis. Co. Giese, Fe. 
This new moisture absorbent for 
removing dampness from _base- a 
ments, closets and other locations 


subject to excessive moisture, is Coffee Brewer 
called Hum-I-Dri. It is made in 








Two to six cups of coffee can be 
made in this new Model 246 Nicro 
all stainless steel coffee brewer. The 
unit has clothless filter, a stainless 
steel decanter cover, plastic safety 
stand and a coffee measure. The 
upper and lower bowls are guaran- 
teed against rusting, chipping, 
pitting, breaking, staining or dis- 





SPECO, Inc 





special activated pelletized form, 
and is claimed to remove from the 
air up to 10 times its weight in 
moisture without requiring fre- 
quent drying out. Available in a 
10-lb. size with heavy galvanized 
drip pail, and in 5-lb. size with 
smaller painted pail. Speco, Inc., 
7308 Associate Ave., Cleveland 9, 
Ohio. 





coloring. Nicro Steel Products, 
Inc., 3534 N. Spaulding Ave., Chi- 
cago 18, Ill. 


Bar Hangers 
Gas Room Heater 9 
Four types of bar hangers now 


: This redesigned gas on heater supplement the Keystone line of 
is a completely automatic, vented, electrical wiring installation prod- 
ucts. The new hangers are brake- 
formed from 3/16x%% in. band steel, 
with rounded milled edges. Sliding 
studs are easy-working and dura- 
ble. Hangers are available in 
straight, shallow, deep, or universal 
offset types as separate units or in 


fi 











warm air circulating type heater See 
available in 25,000, 50,000 and 75,- a 
000 B.t.u. capacities. The louver CHIC, 
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Here’s a Real Plus Item for Plus Sales 
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Handy freeze 


y@ 


ICE CREAM FREEZER 





Electric Housewares—first choice for every gift occasion. 


-roducts, _— 
ve., Chi- ee BRAND NEW UNSATURATED MARKET 
a | AWAITS DEALERS OF HANDYFREEZE 
, ” . Millions of Americans remember the rich, old 
ss ™ fashioned home made ice cream that “grandma”’ 
. used to make. But they remember the back-break- 
a. & ing work, the muss and fuss too. Now, in just 10 
minutes this easily operated Handyfreezer will 
"ie ae Ss Fs make a full quart of smooth-textured ice cream 
ine 0 with electricity turning the “crank”’. Sturdily built, 
on prod- a r lasts for years. Use just 3 refrigerator trays of ice 
e brake- cubes. The insulated, white plastic Handyfreeze 
nd steel, 3 tub doubles as a handsome ice bucket. Comes 
Sliding ~~ complete with recipes for ice cream and delicious 
id dura- Ea NO. 2204 4 Qt. Size frozen deserts. Thousands will be sold this season 
able in . ca AC—UL List $27.95 —get your share. Order a stock today. 
iniversal a @ AC Only UL NO. 2201 List $19.95 (1 Qt.) 
its or in 
a 





See Your Distributor QUALITY A or Write to Dept. HA-5 


CHICAGO ELECTRIC MANUFACTURING COMPANY, CHICAGO 38, ILLINOIS 
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THE 
ROAST 








Fire 
BOX 





broils between charcoal fires 
AND COOKS ON TOP 
TOP IS 20 INCHES BY 20 INCHES 
GRILL STANDS 24 INCHES HIGH \. 
WEIGHS 16 POUNDS 
IT'S BIG 
IT'S STURDY 
IT'S PORTABLE 
AT THE RIGHT A BROILER OR 


STEAK HOLDER HANGS BETWEEN 
THE FIRES—HANDLE STRAIGHT UP 
A BREAD PAN CAN BE PLACED 
RIGHT UNDER THE MEAT TO CATCH 
THE JUICE FOR GRAVY AND FOR 
BASTING ROASTS, CHICKEN AND RIBS 
FATS DO NOT DRIP INTO THE 
FIRE TO BLAZE UP AND BLACKEN 


STEAK 


Pie BROILER 





GRILL with seit $16.50 







THE MEAT. ONLY THE pect 
CHARCOAL IMP. ITS W . CRORES scoatats $1.89 
DERFUL FLAVOR 
FULL MONEY 
BACK 
Fr & 7 GUARANTEE 
WITH 
EACH 
GRILL GUIDE 
To 
59 PAGE DELICIOUS 
OUTDOOR 
MEALS 


SELL THE SPLITFIRE! 


FOLKS GO FOR IT—THEY SAY IT IS JUST 
WHAT THEY HAVE WANTED. BUY YOUR 
SAMPLE AT THE RETAIL PRICE OF $16.50 
AND RECEIVE IN ADDITION THE HAND- 
SOME ADJUSTABLE STEAK HOLDER WITH 
FOLD-AWAY HANDLE AND OBTAIN EX- 
CLUSIVE TERRITORY FOR THE FAST-SELL- 
ING, PROFIT-MAKING SPLITFIRE GRILL. 
SELL TO DEPARTMENT STORES, SPORT- 


ING GOODS AND HARDWARE STORES. 


ROEDTER PRODUCTS 


341 BRYANT AVE. + CINCINNATI 20, OHIO 





WHAT'S NEW 





combination outlet box and bar 
hanger assemblies. Standard 
lengths in stock include 19%, 21 
and 24 in., and special lengths are 
furnished on request. Keystone 
Mfg. Co., 23328 Sherwood Ave., 
Center Line, Mich. 


Electric Heater 


The Electromode portable elec- 
tric heater now features a grill with 
louvers pitched to spread the fan- 
forced warmed air out into the 
room at floor level. Other new fea- 
tures include a gray hammertone 
finish, rubber feet, chrome name 
plate, bakelite carrying handle, and 


a 6-ft. heavy duty cord and plug. 
It circulates heat in winter and 
cool air in summer. Electromode 
Corp., 45 Crouch St., Rochester 3, 
W. Y. 


Steel Bench Legs 


Your own power tool stand can 
be assembled with MacKenzie Steel 
Bench Legs, available in any size 
desired, in 24, 28 or 32 in. heights. 
Legs are packed in sets of four, and 
are intended for homecraft use 
with wood top and wood shelf. 
Legs, top bracket, shelf bracket 
and feet are all formed of heavy 
gage steel and finished in gray 
baked enamel. Rubber feet, at 
slight extra cost, absorb vibration 
and protect floors. Each leg is 
ready to attach to the corner of 
any size top, and the only tools 
needed are %4 in. drill and screw- 


driver. J. N. MacKenzie, 194 
Christiana St., N. Tonawanda, 
N. Y. 


Tape and Dispenser Deal 


Here is Deal V, a new cellophane 
tape and dispenser combination de- 
signed especially for use by re- 
tailers. The deal, sold as a com- 





é * ot 4 











Order | 
plete unit, includes 121% x 2,592 in. a oe 
rolls of Scotch brand transparent 
cellophane tape, and two deluxe 
heavy-duty dispensers, with the , 
second dispenser included at no PA 
extra cost. Minnesota Mining ¢ Dept. I 
Mfg. Co., 900 Fauquier St., St. Paul =e 
6, Minn. 2 
Paper Shelving 


New Royledge paper shelving, 
which combines shelf lining paper 
and edging, is offered with a new 
12-in. shelf depth and a plasti- 
chrome finish. It comes with the 


“ge 





same all-over pattern for the lin- 
ing paper as for the decorative 
edge, or with a solid color lining 
paper and harmonizing patterned 
edge. Patterns available include : 
floral patterns, bright checks, nage Ws 
Scotch plaids, and red or yellow : ~~ 
lining paper with harmonizing 
floral edging. Packaged in 18-ft. 
lengths in transparent cellophane 
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PEGGY PRIM 


No. 602 
SANITARY 


Dust Pan 


Practical Patterns with Permanent 
Demand. 

Preferred by Modern House- 
wives and Janitors. 
Recoinmended for Schools 

and Institutions. 


Such features as: 
@ AUTOMATIC CLOSING 







LID, 
@ 26” CARPET SWEEPER 
HANDLE, 
12” INSERTED STEEL 
EDGE. 
DUST RETAINING HUMP. 
RE-INFORCED CORNERS. 
26 GAUGE—SIZE 12% x 
8x2% 


Order by numbers— 
No. 602-B. Black Enamel. 





No. 602-A. Red or green. 
Packed 1 doz. to a case. 


Write today for literature and price list on the 
Complete Fulton Line 


PATENT NOVELTY CO. 


Dept. HA Fulton, Illinois 
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| PLASTIC BOXES 
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oH me For Every 
LEE Purpose! 


a 


These transporent | 
plastic utility boxes. 

~~ sell on sight! Your 
~ customers can use” 
them for keeping. | 
small items nec 

















HARDWARE AGE, MAY 1, 1952 

























ALUMINUM 
RUST-PROOF 


PICNIC. 











WEW 
PROFITS... 


sells like hot 
cakes. . that’s because it has 










It’s a winner. 








the outstanding features in 


construction. keeps liquids 





= hot or cold hour after hour 






Equal in efficiency to any 
picnic jug REGARDLESS OF 












PRICE! See diagrammatic 
drawing at right with des- 







cription of features. Pack- 
ed 6 to a carton. 








SEE YOUR JOBBER TC 


W-W-Faris Mere -Co. 


HANLEY RC 









2103 SOUTH ,AD 





















YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@CAP AND SET SCREWS 
@ SOCKET SCREWS 
© TAPER PINS e NUTS @ STUDS 
@ They’re Quality Made to be Trouble Free 
@ They’re better packaged for easier stock 
room service 
@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture . 


Ask for CHICAGO and get “Safety Plus” from 
your HARDWARE DISTRIBUTOR today. 


CHICAGO SCREW COMPANY 


2509 Washington Blvd. + Bellwood, Ill 








wood 
JOINERS 


A Steady 
Profit Puller 






8” x 10” carton display 
» printed in red and black 
or on cards for bin display 
Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 





Free Sales Helps ... 


Sonste wood joints that show uses 
of SKOTCH Wood Joiners p/us a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 













ri Simi] } 


SUPERIOR FASTENER CORP. 


ELSTON AVE., CHICAGO 18, ILL. - 








GRIPS LIKE A VISE 
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envelopes, to retail at 39c each. 
Royal Lace Paper Works, Inc., 99 
Gold St., Brooklyn 1, N. Y. 


Glass Rod Display Deal 

This sturdy rack, with a value 
of $12.50, is now offered with a 
selection of 10 Waltco Glass Rods. 
The selection includes casting, 
spinning, flycasting, boat and stub- 
casting rods, with a $132 value at 
list. The complete package-display 


es ing y 


sha 


iH pte ~ 





and the 10 rods has a dealer cost 
of $58.78. Waltco Products, 2300 
W. 49th St., Chicago 9, IIl. 


All-Purpose Plant Food 


Now available to dealers is 
Miracle-Gro, an all-purpose plant 


| 


| 





Bars | 


food. It comes in a 1% lb. package, 
equal to 480 lb. of plant food, and 
a 5 lb. package that makes 1600 Ib. 
of plant food. A new waterproof 












package consists of a three color 
lithographed canister plus an in- 
ner re-usable bag liner. The 1% 
lb. package retails for $2.25 and the 
5 lb. for $5. Stern’s Garden Prod- 
ucts, Inc., Geneva, N. Y. 


Weedless Lure 


Here is the new plastic Weedless 
Lure, with a special spring hook 





that guards the main hook, pre- 
venting weeds, snags, etc., from 
catching. When a fish strikes, the 
guard hook flashes up. Rust-proof 
hooks are moulded in the lure so 
they cannot pull out. The lure 
comes in nine different color pat- 
terns, and weighs % oz. Retail 
price is $1.35. Ideel Fish Lures, 
6934 S. Stewart, Chicago 21, IIl. 


Canister Line 

Here is the Sahara Canister line, 
done in red, yellow or green stripes 
or hand painted designs. Sizes are 
small, 4x51% in., medium, 514x7 in., 
and large, 7x7% in. Crystals in 





the lid keep out humidity, protect- 
ing flavor and crispness. When the 
crystals have absorbed moisture, 
they can be dried out in an oven 
for continued use. J. H. Young Co., 
1233 Penn Ave., Pittsburgh 22, Pa. 


(Resume reading on page 13) 
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96% of store 
owners report 











order Your 
The Wiss HD-100 Display has already proved itself 


to be a powerful selling instrument—a positive business builder. 


It can establish your store as “headquarters” for Wiss scissors and 
shears—IF YOU HAVE THE DISPLAY. Order it from your jobber 
today—and start to enjoy the EXTRA INCOME it will bring you. 


J. WISS & SONS CO. 
Newark 7, N. J. 
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Thousands of dealers have installed the 
Wiss HD-100 Display and Assortment 
shown here. Based upon 500 first returns 
from questionnaires sent to these dealers, 


here is the amazing result! 


96% of them 
report that it has 
increased sales. 
55% report it has 
increased sales 


from $7 4 
to 1, 


Strong Merchandising Support! 





In support of these progressive dealers, a 
half-page color advertisement featuring 
the HD-100 Display appeared in the April 
26th issue of the Saturday Evening Post. It 
invited nine million readers—the best cus- 
tomers in your area—to look for the dis- 
play in your store and to select their scis- 
sors and shears from it. This advertisement 
is another example of Wiss national adver- 
tising—a continuing program to give Wiss 
dealers strong merchandising support at 


all times, throughout the year. 





NOTHING ELSE LIKE IT! 


— ©. @S.0 © 


he 


e-d'e 49 0 0 #2588 


oes 6 *@ 


ne 


FS Pe FE TS ES 


on oS 
are, oe 8 
o 2° 
» 2 


.-* 
. 
. 
« @ 








Measures: 24 high, 24” wide, 
6" deep. Holds 120 screw drivers. 





Rapid screw driver turnover is a 
proven fact with Vari-Board! No 
© Stock control at a glance more guesswork about screw drivers 
paying their way... because complete 

© Fast moving screw drivers, product visibility and variety assure 
only greatly increased turnover! Hang 
© Versatile... con be used in versatile Vari-Board on the wall or 
any arrangement use it on the counter to produce 


bigger profits. And remember... 
©@ Visible self-service prices 


never an argument, because every 
© Attractive display stops traf- Vaco screw driver is unconditionally 
fic, steps up impulse sales 


© All the screw drivers you 
need...in one package 


guaranteed! 







Completely new! Modern as tomorrow! Con- 
tains Rounds, Squares, Phillips, Reversibles, Off- 
sets, Stubbies, Pocket Clips! Versatile...displays may 
be used in any arrangement! Profitable...C 120 
produces $40.20, profit; C 72 produces 
$23.64, profit! No charge for board! 


Measures: 24’ high, 12’' wide, 6’ deep. 


Holds 72 screw drivers. 

















! 
j VACO PRODUCTS co 
317 E. Ontario $¢., ch; 
' Gentlemen:  SAicago 11, iil, 
C) Please rush f, 
> ull detail 
1 PI s © 120 
1 © Please send Copy of FREE 39. ond C 72 Vari-Boards 
] Page Vaco Catalo, 
| My Name : . 
ee ene 
| i 
{ Street Address = ete. 
1 cy OGD te gee 
--m—xaoe pes —Zone___ State 


in Canada: Vaco-Lynn Products Co., itd. + 204 Laurier Ave., W., Montreal 8, Que. 


838 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 13) 


siasts and illustrations of their 
catches. Available upon request 
from: Helin Tackle Co., 3669 Mel- 
drum Ave., Detroit 7, Mich. 








Chisel Display 

Nine socket butt chisels are held 
in this new orange and green dis- 
play, which is available free with 
the purchase of 18 chisels. They 








Model 
No. 278 





come two of each in the following 
sizes : %, 3K, i, %, 34, JR 114, 1% 
and 2 in. The chisels are hand 
forged of one-piece tool steel. The 
handle fits in a _precision-drilled 
and reamed hole. Chisels are priced 
on the back of the display. Buck 
Bros., Millbury, Mass. 








Plunger Duster Display 


Here is a new counter display 
stand for the Root-Lowell plunger 
dusters. The colorful, silk screened 
display holds one of each of these 








j Write for fre 


Tl 
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Easier 
lnstallation 


One Piece Steel 
Construction 













MEDICINE 
CABINETS AND 
MIRRORS 


Give your customers the best—and they’ll 
come back for more. Since 1908, HESS has 
pioneered in building cabinets that lead 
their field . . . in construction . . . in design. 
34 styles from which to choose, all of them 
the latest in appearance and construction, 
models with and without incandescent or 
fluorescent lights. Piano-type hinges, bullet 


door catches, completely wired for installa- 


tion. Yet HESS fixtures cost no more! 





Write for free catalog on our complete line of cabinets and mirrors 


THE HESS COMPANY 


1859 SOUTH 54th AVENUE 
CHICAGO 50, ILLINOIS 


MANUFACTURERS OF METAL CABINETS SINCE 1908 
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IN OUR 
LEAGUE, 
WE'RE 
EXPERTS 










“ANNAN 


SOUTHERN 


WwooD 


SCREWS 


(Slotted or Phillips Heads) 


do a first-rate fastening job 


In their own league Southern wood screws are 
the champs. They’re the finest fasteners on the 
market — proved customer-pleasers and repeat- 
business-getters. A profitable line for you to 
handle. 


Southern screws are noted for their easy driving 
quality, sturdiness, and absolute uniformity. A 
unique and highly accurate inspection routine 
assures you a full measure of perfect screws in 
every box. Only the very best materials are used 
in their manufacture. . 





Thanks to expert packaging, Southern screws are 
easy to stock and handle. Bulk screws come in 
indestructible steel cans with sealed locking cov- 
ers—an exclusive Southern feature. 

Investigate the Southern line with its wide range 
of sizes and finishes. Write today for our new 


catalogue. 
FACTORY WAREHOUSES 
325 West Ohio Street 
Chicago 10, Ill. 

280 Decatur, S.E. 

Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


4100 Dell Avenue 
North Bergen, N. J. 


© ®@ © ®& © @ 
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GET IN NOW ON THIS 
“Profituins ; 
PROMOTION 





for this popular deal: 
_ With each package of | 
\ 300 Perfection 
_ DUBL-CHEM-FACED | 
MILK FILTER DISCS | 


I (banded together 
j as shown below) 


at the regular 
low price... 
f we include, at no 
extra charge, for a 


limited time only 
a big size 6-A 


GU PONY 


REG. U.S. PAT. OFF 


/ CELLULOSE SPONGE 


| & — ov, Worth 35¢ 


“TWIN PROFITS” for you! 


This ‘‘Profitwins’’ Promotion will 
boost your sales and profits on both 
these quality products, build good 
will and future sales and profits 
for you. 43 million Schwartz 
ads helping you sell in 1952! 


















F; 
f 














%4 DEPENDABLE QUALITY 
LOW COST! 


Schwartz-made filter discs clean 
milk fast, thoroughly, econom- 
ma ically. It pays to feature this 
dependable line of milk filter 
& discs. DON’T DELAY! CALL 
YOUR SUPPLIER TODAY ! 


SCHWARTZ MFG. CO. 


Two Rivers, Wisconsin 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 





TO HELP YOU SELL 





two dusters. The display and win- 
dow spot are packed with 12 of 
both dusters as a spring and sum- 
mer special merchandising offer. 
Root-Lowell Corp., 445 N. Lake 
Shore Dr., Chicago, IIl. 





Solderless Terminal Catalog 


Here is the Lynn Lightning Sol- 
derless Terminal catalog. It con- 
tains the complete line of more 
than 35 different types of solder- 
less terminals and connectors, 
crimping tools, self-service display 
boards, merchandising aids, a two- 


j ZAtni4 


govsertes® 





colored display for holding service 
kit, and a handy terminal cross 
reference chart. There are a num- 
ber of photographs and many “how- 
to” action drawings. Vaco Products 
Co., 317 E. Ontario St., Chicago 11, 
Ill. 


Clock Promotions 


With the purchase of the Tele- 
chron electric clock Time Table 
display, the dealer gets four clocks 
at no extra cost. When sold, these 
clocks liquidate dealer’s cost for 
the display. Ancther promotion 
offers Tel-a-glow, an alarm clock 
with Juminous hands and hour dots 
and a case that glows in the dark, 
specially priced for spring to re- 
tail for $5.95. Guest luminous, a 
$5.95 value clock, has been priced 
at $4.95. Promotion materials in- 
clude a two-color broadside and 
suggested newspaper ads. Tele- 
chron Dept., General Electric Co., 
Ashland, Mass. 


Fishing Book 


The new South Bend Bait fishing 
booklet is now available free. It 
contains 116 pages of fishing lore, 





photos, tackle and fish pictures in 
color, and shows the firm’s line of 
new tackle, etc. South Bend Bait 
Co., 1400 S. High St., South Bend, 
Ind. 


Paint Brush Seal 


All Colonial popular priced paint 
brushes are now manufactured 
with the Good Housekeeping Seal 
of Approval imprinted on the han- 
dle. Colonial Brush Mfg. Co., 160 
N. Washington St., Boston 14, 
Mass. 


Puller Merchandiser 
Several types of complete Proto 

pullers that can be assembled from 

a few interchangeable, low-cost 





parts, are displayed in “exploded” 
fashion on this new No. SD6 
Pullermart. All parts are clearly 
labeled and arranged in _ proper 
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c 
a 
K 
tures in QS extra LARGE CAPACITY” = 
Leg CANISTER SET No. 326C ...makes a hit with Ss 
nN al 


homemakers — generous proportions allow convenient storage 
of more than 614 Ibs. flour —5 Ibs. sugar —a full 2 lbs. of 
coffee — 1 Ib. of tea. Precision fit “seal-set” lids protect flavor. 
Taper design gives finger clearance for convenience in lifting. 






th Bend, 


[XA “ROLL-TOP” BREAD BOX No. 323... features the 


popular “roll-back” cover for convenience and easy access. New 


ed paint “floating lid” glides open and shut without binding and scratch- 
factured ing. Large and roomy (1414 x 11354 x 7% overall) it holds 3 
ing Seal loaves of bread conveniently. No hinges or wearing parts to 
the han- break. Rounded corners make cleaning easy, 

Co., 160 

‘ton 14, pow “LARGE CAPACITY” COOKIE JAR No. 321C... 


“seal-set” lid keeps bake goods fresh and clean. Modern taper 
design makes it an ideal companion to other Burrite-Ware, 


Here is a “top-selling trio” chocked full of eye-appeal.. . 
stops traffic wherever displayed. You'll find them worthy 
companions to those other Burrite-Ware Matched Jewel best- 
sellers that are hanging up new sales records in stores 
throughout the country. 


te Proto 
led from 
low-cost 


CALL YOUR BURRITE-WARE JOBBER TODAY—OR WRITE OR 
WIRE FOR CATALOG SHEETS AND COMPLETE INFORMATION, 


BURROUGHS wr cove 


3831 VERDUGO RD. @ LOS ANGELES 65, CALIFORNIA 





Burrite-Ware NOW -=it../.” 
Available in 





xploded” 
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| proper 
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of a 


VERY 





SPECIAL 


DEALER (@ 





+> NON-COMPETITIVE TRAD- 
ING AREA — only one Pris- 
cilla Ware dealer in a given 
area; your assurance of a 
favorable competitive posi- 
tion, 


> UNCONDITIONALLY GuUAR- 
ANTEED — conclusive proof 
of Priscilla Ware quality; i 
positive protection for you 
and your customers. 


eo COMPLETE SELECTION — | 
choose from a wide range of ] 
good looking aluminum cook- 
ing utensils designed for the 
modern home kitchen. 


+ OPEN stock BUYING — buy 
what you need in the quanti- 
ty you need to assure maxi- 


mum turnover with a mini- 
mum investment. 


WARE 


Speaks for Itself 
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He’s the dealer who sells 
Priscilla Ware. Happy? You 
bet! He enjoys benefits seldom 
experienced in retailing 
aluminum cooking utensils. For 
instance, he doesn’t fret over 
his competitive position, 
because he’s the only Priscilla 
Ware outlet in his neighborhood. 
He isn’t concerned about 
Priscilla Ware’s salability or 
quality, either, for he knows 

all about the unique, customer- 
convincing Unconditional 
Guarantee that covers every 
utensil in the line. And he buys 
on an open stock basis from a 
wide selection of modern 
aluminum cooking utensils. You 
just can’t beat a proposition 
like that! 


LEYSE ALUMINUM COMPANY 


Kewaunee 2, Wisconsin 








TO HELP YOU SELL 


order for assembly, for easy selec- 
tion of parts for any desired puller 
set-up. Wide red lines divide the 
3x54 ft. display area into five sec- 
tions, enclosing the parts for four 
basic types of pullers, plus a group 
of tools for special pulling jobs. 
Display is of 5% in. plywood with 
an easel back. Plomb Tool Co., 
2209 Santa Fe Ave., Los Angeles, 
Calif. 





Paint Brush Packaging 


The Baker “3-4-1” paint brush is 
now packed in a die cut and scored 
sheet of paperboard, held together 
with a metal tab, that completely 
covers and protects all sides of the 
brush but leaves the handle ex- 
posed. The front and back of the 





wrapper carry a sales message and 
instructions. An attractive counter 
display carton has also been de- 
signed to hold the _ individually 
packaged units, and it features 
drawings of figures doing various 
paint jobs with the brush. Baker 
Brush Co., Inc.. 83 Grand St., New 
York 18, N. Y. 





Water Systems Catalog 


A new, 24-page water systems 
catalog presents the complete line 
of Delco water systems for subur- 
ban rural homes. The second half 
of the book is designed as a hand- 
book for water system installers. 
It contains information on engi- 
neering, installation under various 
conditions, accessories, selection of 
the correct system and capacity, 
pipe sizes, tanks, pipe friction, and 
other essential information. Delco 
Appliance Division, General Motors 
Corp., Rochester 1, N. Y. 


(Resume reading on page 14) 
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Westinghouse MAJOR APPLIANCE DEALERS 
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HERE’S A 
TYPICAL DEALER'S “MIX” 
5 Products... 61 Units 
..13 Models 
v 25 REFRIGERATORS (5 Models) 
ee : | 19 RANGES (4 Models) 
1 | 5 WATER HEATERS (2 Models) 


8 LAUNDROMATS 
4 CLOTHES DRYERS 
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l. Best Price 2. More Profit 3. Inventory Control 4. Faster Turnover 5. Less Product Handling 


Westinghouse Retailers don’t have to ... damage in transit ...and cut overhead. 
buy a carload of one product to enjoy Yes, Westinghouse Full Line ... public 
carload-buying advantages. They can preference... Distributor help... Retailer- 
mix Westinghouse Refrigerators, Ranges, minded factory policies, add up to: 

Laundromats®, Clothes Dryers, Dish- The best franchise in the appliance 
washers, Waste-Away® garbage dispos- business ... tenfold more valuable today 


ers, Water Heaters. Balance inventory to than 10 years ago...and rolling rapidly 
speed turnover. Reduce stock handling to still brighter tomorrows. 


WESTINGHOUSE ELECTRIC CORPORATION - Electric Appliance Division - Mansfield, Ohio 
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Priority and Price Digest 





News and Interpretations of Government Orders 


NPA Disposed to Cut 
Controls; OPS Plans 
Radio, TV Ceilings 


Indications from Washington 
during the past few weeks are that 
government agencies are leaning 
more and more towards decontrol 
of materials and prices. However, 
products now slated for price de- 
control] will have little affect on the 
hardware industry. 

On the other hand, NPA, recog- 
nizing that supply and demand are 
effectively regulating industry with- 
out help from the nation’s capital, 
has eliminated practically all con- 
trol of rubber. 

Another straw in the wind is the 
agency’s plan to reduce regulation 
of the construction industry by per- 
mitting it to build what it will 


though limiting the industry’s 
amounts of steel, copper, and 
aluminum. 


At the same time, OPS appears 
to be somewhat slower in acknowl- 
edging that price-wise, competition 
too is setting its own ceilings, leav- 
ing little for the agency to control. 
Instead, OPS still persists in work- 
ing on tailored price orders; one 
for small retailers, and one for 
wholesalers. 

And now for the radio and TV 
industry, where most dealers are 
having a hard time keeping a floor 
under prices, OPS appears to be 
planning a tailored order that will 
establish ceilings for manufactur- 
ers, wholesalers, and retailers. 


Special Priorities Set 
For Flooded Areas 


Governmental agencies moved 
quickly to provide aid to Western 
flood area victims. NPA has set 
up a special priorities and alloca- 
tions system to help retail mer- 
chants as well as factories and home 
owners get materials with which to 
repair and restore their properties. 

Simultaneously, President Tru- 
man ordered $250,000 in federal 
money set aside for flood relief in 
Nebraska. The money comes from 
the Federal Disaster Relief Fund 


94 


distributed through the Housing 
and Home Finance Agency. 

Meanwhile, RFC began issuing 
disaster loans to victims of the Mis- 
souri and Mississippi floods. The 
agency’s action and procedure was 
similar to last year. More than a 
dozen loans were approved the first 
week of the flood. 

Under the flood damage pro- 
cedure, NHA authorized owners of 
stores to self-certify orders for up 
to 25 tons of steel, 2000 pounds of 
copper, and 1000 pounds of alumi- 
num. To help speed up such orders, 
they were further authorized to use 
a special- allotment symbol (X-4) on 
orders for controlled materials and 
a rating symbol (D0-X4) for build- 
ing equipment, building materials 
(other than controlled), and ma- 
chinery and equipment. 


Morgan Leaves OPS 


Enforcement Post 


Edward P. Morgan, director of 
enforcement, OPS, since Feb. 21, 
1951, has resigned to resume pri- 
vate law practice «in Washington. 
Mr. Morgan had served the Gov- 
ernment 12 years, with the General 
Accounting Office, Federal Bureau 
of Investigation, Congressional 
Committees and OPS. 


Items Under $100 
Freed from Reg. W 


The Board of Governors of the 
Federal Reserve System have 
amended Regulation W to exempt 
from down payment requirements 
all regulated articles costing less 
than $100. The exemption pre- 
viously applied to articles costing 
less than $50. 


OPS to Publicize 
All Violations 


Price Director Ellis Arnall re- 
cently announced that OPS has de- 
cided to end its practice of with- 
holding the names of unintentional 
violators after May 1. This means 
that names of businessmen who un- 
intentionally violate a price ceiling, 
on or after that date, and later 
make a settlement with OPS and 
agree to repay the overcharge will 
be made available to newsmen and 
the public. 

Under this new policy, formal 
news releases will not ordinarily be 
issued concerning “non-willful’” set- 
tlement cases, but the facts will be 
placed in a loose-leaf book in the 
appropriate OPS District Office and 
will be available to newsmen and 
the public. 


OPS Sets Rules for Handling Freight Rise; 
Pass-Through Possible for GCPR Sellers 


OPS announced that sellers un- 
der the General Ceiling Price Regu- 
lation may pass on higher outbound 
freight rates, recently approved by 
the Interstate Commerce Commis- 
sion only if they did so during the 
GCPR base period. 

The agency said its Interpreta- 
tion 1, under GCPR, issued April 
5, 1951, will stand until further no- 
tice. This was its answer to ques- 
tions about ICC’s approval of the 
15 pet rail freight rate boost. 

Under Interpretation 1, GCPR, 
if a seller under that regulation 
sold f.o.b. base period and added on 
only actual transportation costs, he 
can pass on increases in outbound 


transportation costs actually incur- 
red by him. 

Under Interpretation 1, if a sel- 
ler quoted an f.o.b. price in his 
GCPR base period, plus a “trans- 
portation charge” which did not 
represent his actual transportation 
cost, then the seller must absorb 
any boosts in transportation costs. 

The interpretation further stated 
that if a GCPR seller quoted a de- 
livered price during the GCPR base 
period, he must absorb any in- 
creased transportation cost, except 
under certain conditions. Where 
his delivered price was an f.o.b. one, 
adjusted for the actual cost of mak- 

(Continued on page 96) 
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FLEXISEAL 


CAULKING COMPOUND 


Builds profitable repeat business ! 


Yes, today more than ever, 
value-conscious buyers de- 
mand FLEXISEAL quality, 
recognize FLEXISEAL econ- 
omy. They know FLEXI- 
SEAL Caulking Compound 
applies easier and faster, 
stays flexible longer, resists 
cracking, seals tightly. 

That’s why FLEXISEAL is 
first choice of those who use 
Caulking Compound a lot 
—why we've had to in- 
crease plant capacity twice 
in one year—why many 
dealers report double and 
even triple volume of Caulk- 
ing Compound sales with 
FLEXISEAL. 

FLEXISEAL’S superior 
quality at no increase in 
price means more sales and 
greater profits for YOU, too! 


Sell FLEXISEAL in... 
e SPOUTED CARTRIDGES 
e REGULAR CARTRIDGES 
e CANS AND PAILS 
e COLLAPSIBLE TUBES 
Meets and Exceeds Federal Specifications 


ORDER FLEXISEAL FROM 
YOUR FAVORITE JOBBER 


or write 


LANDEN PUTTY WORKS, Inc. 


MALDEN, MASSACHUSETTS 
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ing delivery to each individual pur- 
chase, the seller is permitted to pass 
on increased transportation costs 
actually incurred by him. 

However, this method of figur- 
ing his base period delivery price 
must have been established objec- 
tively to purchasers; as where the 
seller offered both a delivered and 
f.o.b. price, the difference between 
actual transportation costs, or 
where the seller quoted or billed 
actual transportation charges sepa- 
rately, or where the delivered price 
varied in each locality precisely by 
the difference in actual cost of 
transportation incurred by the 
seller for delivery to the several lo- 
calities. 

Interpretation 1 also stipulated 
that where a GCPR seller sold only 
at delivered prices and now desires 
to shift to f.o.b. prices, he must re- 
duce his ceiling prices, as estab- 
lished for sales on a delivered basis 
in the GCPR base period, by the 
amount of each purchaser’s actual 
freight cost. 


Ease Regulation W 
For Flood Victims 


Instalment credit to individual 
affected by the Missouri River 
floods has been eased, according to 
an announcement by the Federal 
Reserve District. Regulation W, 
affecting consumer credit, has been 
suspended until Aug. 1. A signed 
statement must declare that pay- 
ments as required under Regula- 
tion W cannot be met because of the 
flood. Regulation X, pertaining to 
real estate, provides for the replace- 
ment of damaged buildings or 
property. 


Ask Change in CMP 
For Copper Wire 


Stating that they were selling 
themselves out of business, the Elec- 
trical Apparatus and Supply Dis- 
tributors Industry Advisory Com- 
mittee at a recent meeting with 
MPA recommended a basic change 
in the CMP for copper wire mill 
products. 

The members recommended that 
Order M-86 (the copper wire mill 
products distributors’ order) be re- 
voked. They asked that producers 
set aside a percentage of their pro- 
duction for delivery on military or- 
ders and distribute the remainder 
equitably on unrated orders to 
established accounts. 

Another recommendation would 
authorize copper wire and cable dis- 


tributors to use allotment symbol 
X-6 to purchase surplus stocks of 
nonstandard items. Such items now 
are in the inventories of some man- 
ufacturers of military equipment 
and other industrial products. Such 
purchases, the committee argued, 
should not be charged against their 
inventories. 


Alternate Ceilings for 
Baler, Binder Twine 


OPS has provided wholesalers of 
baler and binder twine with an al- 
ternative method for figuring their 
ceilings on all sales except to deal- 
ers in less than carload lots. The 
action does not affect the ceiling 
prices of baler and binder twine to 
farmers. 

The new action, SR 89, Amend 1 
to GCPR, in essence allows whole- 
salers to use an alternative pricing 
method while at the same time tak- 
ing into consideration their pre 
Korean (April 1-June 24, 1950) 
markups. OPS explained that upon 
making their first recalculation un- 
der the new action, wholesalers may 
apply the recalculated ceiling prices 
to their entire inventory on hand 
at the time of the recalculation. 

Where ceiling prices are _ in- 
creased on subsequent recalcula- 
tions, wholesalers must first sell out 
inventories on hand at the prices in 
effect before the time of recalcula: 
tion. 


NPA Eases Civilian 
Hard Goods Order 


NPA recently amended M-47B, 
the consumer durable goods order 
to allow certain manufacturers 
greater flexibility in their use of 
controlled materials. Certain pro 
ducts were also dropped from cover- 
age of the order; those which re 
ceived higher allotments in_ the 
second quarter than did other con- 
sumer goods. 

Changes included combining the 
first three groups of products listed 
in M-47B’s schedule into one large 
group to permit greater operational 
freedom. This will enable some 
multi-line manufacturers to gear 
production to changing sales trends 
within a quarter by shifting allotted 
materials from one product to al- 
other provided both groups art 
listed in the new Group 1, and pre 
viously have been made by the mal: 
ufacturers. 

Dropped from the order are: 
razor blades; vacuum bottles ané 

(Continued on page 99) 
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friction 


the Yellow Core 





made by OK ONITE 


| 
SOLD ONLY THROUGH RECOGNIZED WHOLESALERS | 

















Modocoll is America’s quality wallpaper 
paste. It doesn’t stain even the finest 
wallpaper . . . keeps no matter what 
the weather .. . holds tighter . . . stays 
longer . . . stretches further. Modocoll 
is all paste! 

Contact your local distributor or . . . 


NU PASTE 
ADHESIVE CORP. 


1026 Third Ave., N. Y. 22 
TEmpleton 8-4770 
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Nationally advertised in.. 
and other magazines. 





v3 1940 RESIN BASE Wall Paint... 


WALLS AND wooDworkK, 
T's SCRUBABLE! 

rR OR BR 

e es " os 


.eFOR CEILINGS, 
BECAUSE ! 


H ROLLE 


aAppLY Wit 


6 Ee le 
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BETTER IN ALL 10 WAYS! 


1. A flat paint that’s really scrubable . . . dries as hard as enamel. 2. Adheres 
to any surface . . . even glass and high gloss paints. 3, Alkyd Resin, contains 
no water. 4, Easily applied with roller or brush. 5, Leaves no streaks or brush 
marks ...can even be “touched-up” without showing. 6, Can be tinted. 
7. Greater hiding (better one-coat coverage). 8. Odorless. 9, A complete 
range of self-smoothing colors. 10, Fully guaranteed. 


NOW, with one can... one brush... one paint you can do an entire room... 
ceilings, walls and woodwork. 

Now, you can absolutely match the colors of walls and woodwork. Now you 
can enjoy the soft, misty loveliness of flat color because Kyanize Clingcote 
Scrubable-Flat is completely 
scrubable! And you can keep 
the color fresh with soap and 
water or your favorite scour- 
ing powder. 













Lead pencil test proves 
it’s SCRUBABLE! 


After 5 days mark it with a pencil. Then wash 

off with soap and water, or scouring powder! 

This test, proves Kyanize Scrubable Clingcote j 
ee . is made to take it! | 






For FREE Color Counseling 
see your Kyanize dealer (listed in Classified Telephone Book) 


TO DEALERS: There are a few exclusive Kyanize dealerships open. 
If you’re interested, write for full information. 


BOSTON VARNISH COMPANY, EVERETT STATION, BOSTON 49, MASS. 
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Do it with 


DURAWEB 


and you'll make money 


Push Martin DURAWEB 
Use Martin DURAWEB 


Sell Martin DURAWEB 





It’s the new-as-’52 furniture fabric 








Won't fray Won't fade 
Unharmed by water, sun, chemicals 
Cleans with soap and water 
Stays strong—stays good-looking 


Never wears out 


OLD CHAIRS 
MADE NEW 


NEW CHAIRS 
MADE MODERN 






















DURAWEB 


counter cabinet with 
fast-selling introduc- 
tory selection of 12 
popular colors 
(DURAWEB made in 
27 colors!) 











TAKE ADVANTAGE OF THE 


DURAWEB counter cabinet with D U RAWEB 
bin for DURAWEB clips PROMOTION PROGRAM: 


* Free direction leaflets for your customers 

® Free display posters 

® Free newspaper mats to use locally 

® Free dramatic “before” and “after’’ demonstration 
suggestions 


GET IN! TIE IN! CASH IN! 


Ask for the whole story today 





Martin Fabrics Corporation 
48 West 38th Street, New York 18, N. Y. 
LO 4-2020 
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triple sales appeal 


sv DRAPER-MAYNARD 


TOP QUALITY * TOP DESIGN * TOP PROFITS 















“PICKPOCKET” 
FIELDERS’ GLOVE 
Three-finger Model, 
“Pre-formed” Pocket. 
Has received universal 
approval and acceptance. 
An outstanding value! 


“TRAPPER” MODEL 
BASEMEN’S MITT 
“Trap Action” closes mitt 


automatically. A big hit from 
coast to coast! 


“HINGE FORMED” 
POCKET 
CATCHERS’ MITT 


Hand-molded with full 

“break.” Genuine cow- 
hide scoop model with 
adjustable wrist. A sales scoop! 


Sales resistance fades fast when you flash this "trio" by 
Draper-Maynard—for more than a century, makers of the 
famous "Lucky Dog Kind" of Sports Equipment! Order the 
complete DRAPER-MAYNARD line from your Wholesale 
Distributor right away. 
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jugs under one quart; heating 
stoves, and home space heaters; 
home pressure cookers; pails, ash, 
and garbage cans; lanterns, lamps, 
and accessories (non-electric) ; 
lunch boxes. 

Manufacturers of those products 
cannot divert controlied materials 
which are specifically allotted for 
production of those items to the 
manufacture of any other item. 

NPA allotted more materials in 
the second quarter for manufacture 
of those products than it did to 
other consumer durables because of 
increasing demand. Consequently 
the agency is not permitting man- 
ufacturers to use materials allotted 
for those items for production of 
products of lesser need. 


Ceilings Adjusted for 
Galvanized Products 


Certain producers of galvanized 
iron and steel products were au- 
thorized on April 10 to adjust their 
OPS ceiling prices to reflect in- 
creased costs of zinc. This authori- 
zation is limited to sales of gal- 
vanized products by producers sub- 
ject to the GCPR. 

Producers subject to GCPR may 
now adjust ceilings in accordance 
with price lists by using a price of 
194% cents a pound for zinc, or by 
adjusting ceilings to reflect an in- 
crease of two cents a pound of zinc. 


Ceiling Prices for 
Christmas Lights 


OPS has announced that manu- 
facturers of Christmas tree light 
sets may use ceilings based upon 
price lists issued by them before 
Jan. 22, 1951, whether or not they 
made actual deliveries at those 
prices during this period. -They 
must, however, have communicated 
to the trade, or to a substantial 
number of customers, in the manu- 
facturer’s customary way. 

Concurrently with this new ac- 
tion, contained in Supplementary 
Regulation 96 to GCPR, Ceiling 
Price Regulation 22 and SR 12 to 
CPR-22 were amended so that mak- 
ers of decorative Christmas tree 
lighting sets no longer have the op- 
tion of determining their ceilings 
under CPR-22. 

In view of the fact that none of 
these manufacturers has exercised 
this option, and since CPR-22 pro- 
vides a lower level of ceiling prices 
than GCPR, the termination of this 
option merely removes a possible 
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source of confusion to the trade 
without prejudicing any manufac- 
turer, the Office of Price Stabiliza- 
tion declared. 


Low-Priced Stocks 
Adequate, NPA Finds 


A survey of retail stores in 10 
cities during February showed that 
supplies of 37 selected essential low 
and medium priced consumer dura- 
ble goods were generally adequate 
in these cities, it was announced 
recently by NPA. The study re- 
vealed only occasional reports of 
low inventories or difficulty in ob- 
taining new merchandise. 

The infrequent reports of supply 
weakness tended to concentrate on 
a few products in the list checked. 
Thirteen per cent of the stores con- 
tacted, in five or more of the cities, 
reported inadequate inventories for 
three of the 37 items selected in the 
survey: low-priced radios, 17-in. 
table model TV sets, and automatic 
washing machines. 

At least 10 pct of the outlets con- 
tacted in the 10 cities advised they 
had inadequate stocks of non-elec- 
tric alarm clocks; butcher knives; 
sheet aluminum saucepans and ket- 
tles, and 2-ceil flashlights. 

Practically no unfavorable re- 
ports involving adequacy of inven- 
tories, availability of new mer- 
chandise and limitation on the size 
of shipments, were received on 
standard gas and electric ranges, 
hot plates, spring-type clothes pins, 
hand-type can openers, lunch kits, 
hand egg beaters, pop-up toasters. 

Approximately 20 pct of the 
stores contacted regarding 17-in. 
table model TV sets, non-electric 
alarm clocks, and automatic wash- 
ers reported limitations on ship- 
ments of those items, while from 
10 to 13 pct said shipments of 
standard automatic irons, wringer- 
type washers, sheet aluminum 
saucepans and kettles, pint vacuum 
bottles, appliance cord sets and non- 
electric percolators were limited in 
quantity. 


Ask Lifting of Zinc Ban 


The Primary Zinc Producers In- 
dustry Advisory Committee at a 
recent meeting with NPA asked re- 
vocation of zine order, M-9, under 
which allocation and use of the 
metal is controlled because the 
amount of zinc available now in the 
U. S. exceeds the current rate of 
consumption with respect to over- 
all tonnage. 











HERE’S WHY 


heoll 


SCREWS, BOLTS, NUTS 
ARE TN EASIER TO MOVE 






. . J 
Easier to identify See how the label 
stands out? It’s easy to read-——from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


* 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


* 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


* 
Eadéer to sell preot products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 









BOLTS 
‘Wood Screws T*Stove Bolts 

T Sheet Metal Screws Machine Bolts 

; *Cap Screws Carriage Bolts 


& Bolts 


Square Head Set Screws Brass Washer 
s 


Headless Set Se 
U 
Socket Set Screws 
ea 
*Thumb Screws ae 





NUTS 
*Machine Scre . 
* emi-Finished New’ ; 
¢ op hen 

uts— Brass 
Knurled Nuts Brass 
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RODS 
*Threaded Rods 
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Write, wire or phone 





COMPANY 


) MANUFACTURING 
5700 ROOSEVELT ROAD 


SCREW 


Industrial a! 
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° BOLTS © NUTS F 
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2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 















ce 








Yes, we now have 62 Assortments 


.«» AND THEY'RE ALL REFILLABLE! 
oe iy A ; 
— = 3 












ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes... . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Sharon Bolt av Sota Co. 
a 


BOSTON 


MASS. 











* 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8’ O.D., 
gauges No. 28 to 3/8’, stands ready 
to answer your needs. A VARIETY 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After ALL/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 





Your emergency re- 
quirements are our 
special concern. 







204 CONNELL AVE. 
\ JOLIET, ILLINOIS 
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ry Washing ton 
= and VIEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Minimum Wage Rates 
Upped for Arms Makers 


Revision of the minimum wage 
determination for the Small Arms 
Ammunition, Explosives, and Re- 
lated Products Industry under the 
Walsh-Healey Public Contracts Act 
was announced recently by Secre- 
tary of Labor Maurice J. Tobin. 

Under his action, a minimum 
hourly wage rate of $1.05 will apply 
to the Small Arms Ammunition 
Branch of the industry; $1.20 will 
apply to the Explosives Branch; and 
$1.12 will apply to the Blasting and 
Detonating Caps Branch. The pres- 
ent minimum rate for the entire 
industry is 75 cents an hour. 


The new minimum rates will 
apply to all contracts subject to the 
Walsh-Healey Act, bids for which 
are solicited or negotiations begun 
on or after April 20, 1952. The Act 
applies to Government contracts in 
excess of $10,000. 

The amended determination also 
makes provision for the employ- 
ment of beginners or probationary 
workers, apprentices, and handi- 
capped workers at sub-minimum 
rates. 





TV Stations Eventually 
Will Blanket Nation 


The Federal Communications 
Commission has officially lifted the 
freeze on construction of new tele- 
vision transmitters and stations and 
is knee-deep in applications for sta- 
tion authority and assignment of 
transmitting channels or frequen- 
cies. 

Retailers should check carefully 
the type of station which will be 
constructed in their community and 
recheck with their wholesaler be- 
fore stocking up in anticipation of 
new business. The reason is that 
many of the new stations will be 
assigned UHF (ultrahigh fre- 
quency) channels instead of VHF 
(very high frequency) channels 
now in general use. 


(Resume reading on page 11) 
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talking about! 
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The Mowamatic Corporation Dept. 5A 


Nothi iner! 
re : othing Can Be Finer! 137 S$. Fifth Avenue, Mt. Vernon, N. Y. 
will be sutomatic Drive! Rugged 
h_ fre- trformance! Exclusive Kh qi” y Dear Sirs: 
f VHF fety features! Conven i th doe Please send me your Profit Builder Kit 
he els ices that sell themselves , 
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HE MOWAMATIC CORPORATION " /} ADDRESS 


? S. Fifth Avenue, Mt. Vernon, N.Y 
if Fine Power Mower . Mats — Catalogs — Streamers 
— Counter Cards — Booklets — 
Envelope Stuffers Jobber Preference 


CITY 
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Wolff, Kubly & Hirsig Co. 
Plans New Three-Story Unit 


Plans for a new store of 
Wolff, Kubly & Hirsig Co. 
in Madison, Wis., were an- 
nounced at the company’s 
46th annual employee ban- 
quet. The new structure will 
be at the corner of Mifflin 
and Carroll Sts., and will be 
three stories high, plus a 
penthouse on one end in 
which there will be dining 
facilities, employee recrea- 
tion room and display and 
advertising offices. 

The 66 x 120 ft. air-condi- 
tioned structure will have dis- 
play windows on both streets, 
but the balance of it will be 
windowless. Present plans 
call for one passenger eleva- 
tor and a freight elevator. A 
full length marquee will run 
along the front and part 
way around the side of the 
Bedford stone and buff brick 
building. Merchandise load- 
ing docks will be located at 
the rear. 

There will be a lower level 
sales room, display rooms on 





the first and second floors 
and two thirds of the third 
floor will be devoted to dis- 
plays. Offices will occupy the 
balance of the third floor. 
The new building will be used 
to house all merchandise in 
the present store at 17 S. 
Pinckney St. All display 
ffoors will have back-of-fix- 
ture stock rooms for lines 
handled on those floors. 


Bleloch Elected Head of 
Montague Rod and Reel 


William C. Bleloch has 
been elected president of the 
Montague Rod & Reel Co., 
Montague City, Mass., suc- 
ceeding Paul J. Johnson, who 
became chairman of _ the 
board. 

Mr. Bleloch has served as 
vice-president of Montague 
since 1932, having joined the 
firm as a salesman in 1926, 
and rising to the post of sales 
manager. He is also vice- 
president of Ocean 'City Mfg. 





Co. Prior to his association 
with Montague, he was sales 
manager of the fishing tackle 
division of Winchester Re- 





WILLIAM C. BLELOCH 


peating Arms Co., and had 
been associated with E. K. 
Tryon Co. 


Offers to Replace Vises 
Damaged in Tornado 


As an aid to distributors 
and dealers in the tornado- 
stricken Mississippi Valley 
areas, Columbian Vise & 
Mfg. Co., 9021 Bessemer St, 
Cleveland 4, Ohio, has of- 
fered to replace free any of 
its products damaged during 
the storm period. 

The offer was made by 
H. F. Seymour, president of 
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the firm, in a recent letter. 
He said that Columbian vises 
harmed by water should be 
returned, freight collect, for 
replacement by new vises. 
This action by the firm is 
a duplicate of its procedure 


in previous similar cases of 
emergency, Mr. Seymour 
said. 








Milkey Succeeds Young as Stanley Works 
Treasurer; Burr and Pelletier Advanced 


Walter C. Milkey has been 
elected treasurer of the Stan- 
ley Works, New Britain, 
Conn., succeeding Louis W. 
Young, who is retiring. Em- 


Architect’s sketch of new Capitol Square store to be erected by Wolff, Kubly & Hirsig 
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Co., Madison, Wis. 











erson H. Burr and Philip H. 
Pelletier were elected assis- 
tant treasurers of the firm 
at the same time. All other 
officers were reelected. 

Mr. Milkey joined the 
Stanley Works in 1909 as an 
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WALTER C. MILKEY 
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1925 was appointed audit rer data 

In 1929 he was elected ass 414 Missisai 

tant treasurer. Western Al 
(Continued on page 108) §& Florida. 
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Deming, 50-Year Man, 
Honored by Worthington 


Paul H. Deming, chairman 
of the board of George 
Worthington Co., 802-832 St. 
Clair Ave., N. W., Cleveland 
1, Ohio, was honored recently 
at a dinner for 50 years of 
service with the company. 

Mr. Deming started with 
the company in 1902, serving 
on special assignments until 
1906, when he was elected a 










director to fill the vacancy 
caused by the death of his 
father. Prior to that, he 
served with White Motor 
Company, and after several 
years became the firm’s New 





York representative for the 


motor division. 





PAUL H. DEMING 








Qwens-Corning Fiberglas Opens New Branch 
Sales Offices in Tampa and New Orleans 


New branch sales offices of 
Qwens-Corning Fiberglas 
Corp., Toledo 1, Ohio, have 





A. C. WILSON 


been established in Tampa, 
Fla, and New Orleans, La. 
A. C. Wilson has been named 
Manager of the Tampa 
branch, and Walter W. A. 
Boden was made manager 
in New Orleans. 

The Tampa branch will 
serve two counties in Georgia 
and most of Florida, and the 
branch in New Orleans will 
cover southern Louisiana 
and Mississippi and south- 
Western Alabama _ and 
Florida. 


Mr. Wilson joined the 
Fiberglas organization in 
1938, as sales manager of 
the company’s insulation 
products. He was named 
manager of the sales engi- 
neering and specifications di- 
vision in 1941. When this 





WALTER BODEN 


became known as the general 
product control department, 
he continued as manager, 
which post he held until his 
present promotion. 

Mr. Boden joined the firm 
in 1942 as general office man- 
ager, and in 1948 he was 
named sales representative 
in New Orleans. 
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Neece Elected Landers Head; 
White Named Board Chairman 


Bret C. Neece has been 
elected president of Landers, 
Frary & Clark, New Britain, 
Conn., succeeding Richard L. 





BRET C. NEECE 


White, who has been named 
chairman of the board. A. S. 
Bross was made vice-presi- 
dent in charge of sales, and 
Donald F. McManus was 
named treasurer. 

Mr. White succeeds Arthur 
E. Allen, who is retiring as 
chairman of the board. W. J. 
Russell, vice-president in 
charge of engineering, was 
elected a director to replace 
H. T. Burr. Other directors 





RICHARD L. WHITE 


reelected included: C. T. 
Treadway, J. L. Howard, 
Harris Whittemore, Jr., R. L. 


White, J. H. Buck, A. E. 
Allen, B. C. Neece, W. H. 
Judd, Noah Lucas, S. S. Rod- 
man, and E. S. Wayland. 
Other officers of the com- 
pany were reelected, and in- 
clude: E. J. Van Buskirk, 
vice-president; W. J. O’Brien, 
secretary and assistant trea- 
surer; H. K. Forbes, assis- 





A. 8S. BROSS 


tant treasurer and assistant 
secretary, and W. H. Hansen, 
assistant treasurer and as- 
sistant secretary. 

Mr. Neece joined Landers, 
Frary & Clark in 1932, and 
was made divisional sales 
manager the following year. 
In 1938 he became vice-presi- 
dent and general sales man- 
ager, and in 1941 was made 


a director of the firm. He is 
a member of the board of 
governors of the National 


Electrical Manufacturers As- 
sociation, and a past presi- 
dent of the Vacuum Cieaner 
Manufacturers Association. 
Mr. White joined the firm 
in 1923 as treasurer of the 
Stanley insulating division, 
having formerly served with 
Western Electric Co. He was 
named assistant treasurer of 
Landers, Frary & Clark in 
1927, and the following year 
was elected treasurer. He 
served in that position until 
his election to the presidency 
(Continued on page 110) 
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Screening made of Alcoa Alclad 
Aluminum is in greater demand 
than ever before. Your jobber and 
these manufacturers are doing their 
best to supply you. Place your or- 


ders as early as possible. 


NOW 6:30 P.M. EDST every Sunday — 
“SEE IT NOW” with Edward R. Murrow 
. . . brings the world to your armchair 
. . . CBS Television 








Made by these leading 
screen weavers 


Corporation 


Company 

Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire 
Company) 


Products, incorporated 
Hanover Wire Cloth Co. 
Heilig Bros. Co., inc. 

The C. O. Jelliff Mfg. 
Corporation 

Keystone Wire Cloth Co. 
New York Wire Cloth 
Company 

Pacific Wire Products 
Company, Inc. 
Pennwoven, inc. 

Sporgo Wire Company, 
Incorporated 

Stondard Wire Cloth & 
Screen Company 
Reynolds Wire Company 
Wickwire Brothers, inc. 





ALUMINUM COMPANY OF AMERICA 
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824-E Gulf Building 


Pittsburgh 19, Pa. 





| sonville, 


American Wire Fabrics 


Chase Brass & Copper | 


Dixie Screen & Wire | 





Officers Elected At 
Old Guard Meeting 


George C. Barton, 





GEORGE C. BARTON 


ern Hardware Salesmen’s 
Association, at a meeting of 
the group held Tuesday, 
April 8, during the Southern 
Convention, in the Hotel 
Biltmore, Palm Beach, Fla., 
and Harry A. Hoffner, Jack- 
Fla., was elected 
secretary and treasurer. 

R. R. Wendt, Springfield, 
Mo., was elected vice-presi- 
dent, and Harry A. Taylor, 
Houston, Tex., was elected 
second vice-president at the 
meeting. 

On the Monday evening 
prior to the meeting, the Old 





HARRY A. HOFFNER 


Guard dinner was held, with 
President L. S. Pickup pre- 


siding. Senator George 
Smathers of Florida ad- 
| dressed the members and 
guests. 


Kramer Hardware Co. 
Holds Open House 


Kramer Hardware Co., 40 


| Central Ave., Clifton, N. J., 


held an open house for old 


News of the Trade 


Mem- 
phis, Tenn., was elected presi- 
dent of the Old Guard South- 





customers and builders op 
Friday evening, April 25, 
and Saturday, April 26, fol- 
lowing the completion of 
store alterations. Specia] 
ceremonies was also sched- 
uled for Friday evening, 
May 2, and Saturday, May 3, 


David Round Names New 
General Sales Manager 


Hollister G. Fergus has 
been appointed general sales 
manager of David Round & 
Son, Box 883, Cleveland 22, 
Ohio, hoisting equipment 
manufacturer. 

Mr. I’ergus was formerly 
the firm’s Chicago district 
sales manager, managing the 
sales office for nearly 20 





HOLLISTER G. FERGUS 


years. He also traveled ex- 
tensively during this time in 
a special sales capacity. 


Club Aluminum Obtains 
Control of Knife Firm 


Club Aluminum Products 
Co., 1250 Fullerton Ave, 
Chicago 14, Ill., has pur 
chased a controlling interest 
in the Simmons Slicing Knife 
Co., Evanston, Ill. With the 
completion of the transaction, 
Club Aluminum Products will 
own 84 pct of the common 
stock of the Simmons (Co, 
plus a five-year option t 
purchase the remaining out 
standing shares. 

Sales and merchandising 
of the Simmons line will be 
handled in the future by 
Club Aluminum Products Co. 

The following officers have 
been elected for the Simmons 
firm: K. H. Johnston, presi- 
dent; C. F. Cecil, vice-presi- 
dent; R. S. Noonan, treas- 
urer, and E. H. Schmitt, 
secretary. 
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LOOK ! GE has exciting news 
for you this Spring...3 brand-new gift clocks! 


Rarely have you had such brilliant designs combined 
with such values at 425", $895", and $1350"! 





The Riser (model 7H-208). A new, smart, 
streamlined electric alarm clock. Priced 
right for the budget-minded shopper. 
Large, easy-to-read dial. Brown nu- 
merals and hands with red sweep-second 
and alarm-set hands. Shatterproof crys- 
tal. Smooth, ivory-plastic case. Retail 
price, $4.95.* 


The Weedemen (model 7H-212). This 


beauty is every inch a man’s clock .. . 
for desk, bedroom, den. Brown mahog- 
any-finish case. Large numerals 
recessed in bronze-tinted bezel. White 
hour and minute hands, red sweep- 
second hand and alarm-set hand. Shat- 
terproof crystal. Retail price, $8.95.* 


ging tl 





The Serenade (model 7H-214). Its ultra- 
modern style makes this beautiful new 
alarm clock a natural for any room in 
the house. Brilliant, light-colored birch 
case surrounds jet-black dial and bronze- 
tinted bezel. Large off-white numerals, 
red sweep-second hand, gold-colored 
alarm-set hand. Retail price, $13.50.* 





ORDER FROM YOUR GE DISTRIBUTOR 


Ww! 


PER OS BER At BIE IN 


New Sales Helps 


Nationwide Consumer Advertising sells these clocks for you! 
; for your Spring Gift Promotions! 


THE GREAT GARRY MOORE SHOW! Watched by 
millions of women daily . . . G-E Clocks are featured 
three times every week. 

LIFE AND WOMAN'S DAY sell G-E Clocks for you... 
ads appearing regularly, many in color, during April, 
May and June. 


0 New envelope-stuffers for your 
mailings. 


+ New ad mats for your local 
advertising. 





iA ARAN BSN Re RA ERE BT 
YES, SIR! G-E Electric Clocks 
are self-starting., Never need 
winding. Are quiet, accurate, 
give years of trouble-free serv- 
ice. General Electric Company, 
Small Appliance Division, 
Bridgeport 2, Connecticut. 


ORDER THROUGH 
YOUR G-E DISTRIBUTOR 


NOW! 






ORDER THIS SPECIAL GIFT DISPLAY Now! 


For a limited time only! Order this beautiful new 
mahogany-veneer display . . . the new G-E Shop- 
ette . . . and receive automatically in the same 
carton one 7H-192 Wink Alarm Clock with a 
retail value of $4.95.* 


BOTH FOR ONLY *4.95* 


Sell the Wink and get your investment back! 
Display takes up less than 13 inches of valuable 
window or counter space. Solid, wood construction. 
Holds two clocks. Easy to set up; simply attach 
legs. No nuts or bolts. 









ee 
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*Plus applicable taxes. Manufacturer’s recommended retail or Fair Trade price. * Prices and specifications subject to change without notice 


GENERAL @@) ELECTRIC 
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Electric Water Systems Council 
Laanches New Promotion Program 


The Electric Water Sys- 
tems Council announced a 
new cooperative promotional 
program at the recent an- 
nual meeting of the Edison 
Electric Institute at the 
Edgewater Beach Hotel in 
Chicago. 
prising representatives of the 
National Association of 
Domestic and Farm Pump 
Manufacturers and the Edi- 
son Electric Institute, en- 
visions a vast expansion in 
the future market for elec- 
tric farm pumps and water 
systems. 

The program would tie to- 
gether the efforts of power 


suppliers, manufacturers, 
distributors and hardware 
and other water systems 


dealers, county agents, repre- 
sentatives of state colleges 
and the U. S. Department of 
Agriculture, in selling the 
value of running water. 
Active participation of all 
REA cooperatives will be in- 
vited. 

Fred B. Hout, represent- 
ing the Edison Electric Insti- 
tute, explained that a speak- 
ers’ bureau has been set up 
to bring the plan to the at- 
tention of all power com- 
and REA _ member 


panies 
companies. Dealers, distrib- 
utors, county agents and 


representatives of manufac- 


The’ Council, com=- 


turers, power companies and 
rural electrification groups 
will be invited to participate 
in these meetings. 

Presentation of the plan 
covers in detail the equip- 
ment, appliances and devices 
a~customer can have if he 
has a water system—items 
he cannot use without run- 
ning water. 

Pointing out that sales of 
water systems have not kept 
pace with the rapid expan- 
sion of rural power lines Mr. 
Hout said that, “based on 
figures which we consider 
authentic as of 1950, of the 
more than 5 million electri- 
fied farms, there were still 
more than 2 million families 
who did not yet have a water 
system.” 

He emphasized that those 
without running water are 
practically unable to have: 
electric water heater, auto- 
matic washer, electric clothes 
dryer, garbage disposal unit 
or an automatic dish washer. 
Farmers without water sys- 
tems are not prospects for 
milk coolers, automatic stock 
waterers, farm irrigation 
system, automatic dairy 
water heater and milk uten- 
sil sterilizers. Sell these 
people water systems and 
they become good prospects 
for these and many other 


News of the Trade 





types of merchandise.. 

Mr. Hout urged power 
company cooperation with 
water system dealers in their 
territories, to use news- 
paper, radio and direct mail 
advertising to sell the run- 
ning water idea. He also 
advocated holding joint sales 
meetings of rural represen- 
tatives and water system 
salesmen, making display 
space available for water 
systems in windows and 
offices and holding sales 
events for water system deal- 
ers. Another suggestion was 
distribution of prospect lists 
to dealers cooperating with 
power suppliers. 

From the utility company 
standpoint emphasis is on the 
Four-for-One formula based 
on the fact that the k.w. con- 
sumption of a use¥ of an elec- 
tric water system can be in- 
creased over 400 pct. 





Edward Keating Elected 
To Nesco Directorate 


Edward Keating has been 
elected to the board of direc- 
tors of Nesco, Inc., 201 N. 
Michigan Ave:, Chicago 1, 
Ill. Mr. Keating, first vice- 
president of Ekco Products 
Co., replaces Roy Nafziger, 
president of Interstate Bak- 
eries. 

All previous members of 
the Nesco board were re- 
elected at the annual meeting. 








F. E. Myers District Sales Managers Confer 





District sales managers of the F. E. Myers & Bro. Co. met at a conference April 3-5 


at the 


Myers factory in Ashland, Ohio. Special emphasis was made on the cooperation 


between water system manufacturers and electric power companies in the promotion of 
running water in rural areas. Seated, left to right: J. F. Simmons, assistant domestic 
sales manager; E. M. Myers, assistant to the president; C. M. Parquette; F. E. Myers, Il. 
first vice-president and secretary; C. D. Leiter, vice-president and domestic sales manager; 
C. Ginn, Jr., president; G. J. Light; J. C. Myers, Jr., vice-president of public relations, 
and C. B. Sattler, sales training manager. In the second row: C. R. Jordan; C. W. Graham; 
D. F. Mainz; W. L. Durza; H. T. White; H. H. Emminger; 


A. E. Beible, Jr.; R. S. Marks; 
R. D. Morr, and W. E. Booker. 
sales manager; E. L. Board; C. E. Lutz, 


Austin; E. H. Reaser, 
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Third row: J. E. Tice; D. E. Brubaker, assistant domestic 
water conditioning sales; L. R. Raudebaugh:; C. B. 
advertising manager, and L. Duffy, power sprayer sales. 


Fleck and Coy Advanced 
By American Screw Co. 


Arthur L. Fleck was elected 
vice-president in charge of 
sales for American Screw 





ARTHUR L. FLECK 





JOHN J. COY 


Co., Willimantic, Conn., and 
John J. Coy was named gen- 
eral sales manager at a re- 
cent meeting of the board of 
directors. 

Mr. Fleck was formerly 
general sales manager, and 
prior to that had served as 
assistant to the general sales 
manager. He has spent more 
than 25 years working with 
hardware wholesalers and 
distributors. 

Mr. Coy formerly served 
as assistant sales manager. 
He had been a sales repre- 
sentative of American Screw 
Co. for the past 12 years 
with headquarters in Dayton, 
Ohio. 





Named by Perfection 
Stove in South 


Edwin B. Lay has joined 
the sales staff of Perfection 
Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio, in the At- 
lanta, Ga., sales district. He 
will travel Tennessee for the 
firm. 
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ORDER AS 


MODEL DKG-S 
TRAFFIC BUILDING SPECIAL 


5 





® A reol bargain offer. . 
save $1.55 


. your customers 


® The same 8 cup Cory Special that was a 
dealer sell-out last year! 


®@ Offer ends in 60 days. Get orders in NOW! 


It's Cory's sales-booming idea for spring business! 
A new Cory glass coffee brewer (Model DKG-S)—in 
the best-selling 4-8 cup size—available from your 
jobber now—and for 60 days only to sell retail for 
only $2.95 ...a bona-fide $4.50 value. Wait till 
your customers spot that saving! 

Call your Cory distributor RIGHT NOW and be the 
first dealer in your community to offer this fast-selling 
—full profit—traffic building Spring Special. 


ORDER YOUR STOCK TODAY! 
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60 Days Only 


CORY 


ALL-GLASS 
Guaranteed 
Against 
Breakage 





Only all-glass coffee brewer 
made! Watch Cory's exclusive 6 
months guarantee against break- 
age up your sales! 

3 models . . . 2-4 cup $5.45 
4-8 cup $5.95 — 8-12 cup $6.95 


4 
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AND—DON'T FORGET THESE FAST-MOVING 
Bet, YEAR ‘ROUND CORY PRODUCTS! 


‘enii CORY 
AUTOMATICS 


America’s Finest 


* Only fully automatic 
vacuum type coffee 
brewer made! Turns 

the coffee down... keeps it hot... 
makes perfect coffee every time 

. . automatically! All metal... 2 
models .. . Featherweight—$28.95 
. . . New Stainless Steel — $37.50. 





STAINLESS STEEL 


Guaranteed 
For Life! 
Nicro all-stainless steel coffee 
brewer lasts a lifetime. Won't 
break, chip, stain or rust... ever! 


3 models . . . 2-6 cup $9.95 


| 4-8 cup $11.95 — 8-12 cup $15.95 
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\@av CORY 
—. “1 ELECTRIC 


Knife 
Sharpener 


The most unusual and useful gift 
going! Sharpens knives profes- 
sionally right at home! America's 
first and most popular electric 
knife sharpener — $14.95. 


) d ®) 
COR Cc O RPORA Tl ON 221 North LaSalle Street, Chicago 1, Illinois 








Meet a4 
ustomer-Builder! 





’ " Look for the new 
Trojan blade package — 
gray envelope printed in blue. 


TROJAN * 1450 


Coping and Jig Saw 
Blade Assortment 


Be ready to serve the home craftsmen, one of 
your most important groups of customers, whose major 
purchases frequently start with saw blades. Let the 
news get around your neighborhood that you're head- 
quarters for Trojan Saw Blades. 

Whether you’re asked for a jig or coping saw 
blade, to saw metal, wood or plastics, you can 
immediately put your hands on the correct one in 
this compact, Trojan Blade Assortment. 

The attractive, permanent steel cabinet, FREE with 
each assortment, holds 14 different types of blades, 
separately packaged, steel partitioned and labeled. 
A display card mounted inside the cover holds actual 
samples with full description of their use. Use this Silent 
Small Blade Salesman as an automatic inventory 
check, too. 

Complete unit and back up stock are now carried 
by all leading distributors. 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Milkey Made Treasurer 


Of Stanley Works 














(Continued from page 102) 


Mr. Burr has been with 
the firm for 29 years, start- 
ing in the cost department 





EMERSON H. BURR 


in 1923. Six years later he 
was transferred to the audit- 
ing department, and with the 
exception of about two years 
when he was assigned to spe- 
cial duties, he has remained 
in the auditing department. 

Mr. Pelletier joined Stanley 
Works 33 year ago, starting 
with the Labor Bureau in 
1919. Later he was trans- 
ferred to the cost department 
and then to the auditing de- 





LOUIS W. YOUNG 


News of the Trade 





partment. In 1941 he was 
made head auditor of the 
company. 

Mr. Young has been with 
the company since 1909. He 
served as a clerk in the order 
department, then joined the 
sales force in the New York 
office. In 1916 he was trans- 
ferred to New Britain and 
appointed auditor. In 1917 
he was made assistant treas- 
urer of the company, and in 
1919 was elected treasurer, 
which post he has held since 
that time. In 1937 he was 
elected a director. 





Minneapolis-Honeywell 
Industrial Sales Head 


William H. Steinkamp has 
been appointed sales man- 
ager of the industrial divi- 
sion of Minneapolis-Honey- 
well Regulator Co., S. Fourth 
Ave. & 27th St., Minneapolis, 
Minn. 

Mr. Steinkamp has been 
industrial field sales man- 
ager since 1943, having joined 
the firm in 1930 as field sales 
engineer for the Brown In- 
struments Division, and has 
represented the Brown divi- 
sion in several cities. 

Minneapolis-Honeywell has 
also added 26 sales engineers 
to the field sales staff of the 
industrial division. The men 
and cities to which each has 
been assigned are: 

Harry R. Nichols and Ed- 


ward J. Roach to East 
Orange, N. J.; John J. 
Heavey, Syracuse; John M. 
Caylor, Harrisburg, Pa.; 


Jack M. Fettig, Donald C. 
Roberge and John C. Sharp, 
Detroit; Vendel W. Immel, 
Saginaw, Mich.; Alexander 
W. Spears, Pittsburgh; Axel 
H. Magnuson, D. J. Me- 
Dowell, and Harry W. Spong- 
berg, Chicago; and Wilbur 
J. Smith, Milwaukee. 

Also, Robert D. Werckle, 
Peoria; Leland K. Smith, 
Davenport; John S. Hafling, 
Louisville; Glenn Cullen, Bil- 
lings, Mont.; Richard W. 
Polgreen, St. Paul and Min- 
neapolis; John H. Tenison, 
Houston; Calvin L. Perilloux, 
New Orleans; Robert W. 
Smith, Kansas City; Jack T. 
Teed, Tulsa; Max R. Curtis, 
Salt Lake City; Richard E. 
Roberts and Roland T. Wil- 
liams, Los Angeles; and 
Harvey L. Tibbals, San Fran- 
cisco. 


HARDWARE AGE, MAY lI, 1952 





















CALBAR Pr 


for caulking. 

and d 
jobs, a CAL 
finest produ 
line of siz 
large assor! 
able nozzle 


= 
—€ 


HARDWARE 





ee 


941 he was 
tor of the 


; been with 
2 1909. He 
in the order 
joined the 
New York 
was trans- 
sritain and 
In 1917 
stant treas- 
ny, and in 
treasurer, 

; held since 
37 he was 


strial divi- 
olis-Honey- 
, S. Fourth 
inneapolis, 


has been 
ales man- 
ying joined 
field sales 
Brown In- 
1, and has 
rown divi- 
Ss. 
ey well has 
engineers 
‘aff of the 
The men 
. each has 


3s and Ed- 
to East 
John J. 
John M. 
rg, Pa.; 
Yonald C. 
C. Sharp, 
7. Immel, 
Alexander 
rgh; Axel 

J. Me- 
V. Spong- 
i Wilbur 
e. 
Werckle, 
. Smith, 
. Hafling, 
illen, Bil- 
hard W. 
and Min- 
Tenison, 
Perilloux, 
bert W. 
; Jack T. 
.. Curtis, 
chard E. 
T. Wil- 
es; and 
an Fran- 


1, 1952 











* WOODRUFF KEYS 

* MACHINE KEYS 

*MACHINE RACK 

*TAPER PINS 

*COTTER PINS 

* SPECIAL PARTS 

and other Stanho products 

Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NA/L CORP 


BRIGHTON 


NEW 














CALBAR Pressure Guns 


Iking, pointing, glaz- 
ond Seaves of of er 
jobs, o CALBAR gun #s a 
finest produced. A complete 
line of sizes, including — 
large assortment of detach- 
able nozzle styles. 
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CALBAR “Caulk-o-Seaj” 
Caulking Compound 


It’s “elasticized” os 
hardening, non- 
and 


« fon. 
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1 MODERN DRAWER PULLS 





2 DRAWER PULLS 
With or without 
back plates 





™, 4 CONCAVE 
DRAWER KNOBS 
In all sizes with or 
without back plates 


USE these popular 

items in the famous 
AJAX line to step-up 
summer sales. Now, when 
homes and apartments are being 

re-decorated, you can increase your 

sales volume by suggesting this beautifully 
styled, decorative hardware. Packaged 

for effective merchandising. Competitively 
priced for quick sales. And AJAX fully 
guarantees every item in its line. Stock up now 
to step-up summer sales! Ask your jobber about 
other decorative items in the AJAX line. 


wWIIa OAS CVSO 
TSAX Teena, 


3 NEWLY DESIGNED 
ESCUTCHEONS 


MAROWARE OF PRESTION 


AJAX HARDWARE MANUFACTURING CORP. 


ae - ee o-oo ee 


4351 Val 























83,979,514 


POTENTIAL CUSTOMERS 
EACH MONTH 
SEE THIS 
NATIONALLY 
ADVERTISED 


TANK BALL 


IN LOCAL NEWSPAPERS 
FROM COAST -TO-COAST. 





Mr. Dealer.-.are you getting your 












share of this lucrative business? 


WATtR MASTER 





THE WATERMASTER COMPANY 
NEW BRUNSWICK - - - NEW JERSEY 











Ask Your Jobber About 


rH New 
BURKS 


PUMPS and WATER SYSTEMS 


@ Competitively Priced 
@ Highest Efficiency 


@ New Exclusive Features 


DECATUR PUMP CO., 52 ELK ST., Decatur 70, Ill. 
LOL DE A EE RE RE IT 
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Named to Westinghouse 
Electric Range Post 


Robert P. Brook has been 
named merchandising man- 
ager for electric ranges by 





ROBERT P. BROOK 


Westinghouse Electric Ap- 
pliance Division, Mansfield, 
Ohio. He will be responsible 
for developing and carrying 
out sales programs for West- 
inghouse electric ranges. 

Ira G. Deitrick has been 
named to succeed F. S. Kinsey 
as manager of the eastern 
district of the Westinghouse 
Lamp Division. R. D. Barr, 
former mid-south divisional 
sales manager, has been ap- 
pointed sales manager of the 
New England district, and 
Mr. Kinsey was named man- 
ager of government sales 
with headquarters in Wash- 
ington. 

Mr. Brook joined the firm 
in 1939, serving in various 
promotion, merchandising 
and advertising capacities. 
In 1945 he was made man- 
ager of the appliance divi- 
sion’s sales office in Washing- 
ton, D. C., and in 1946 joined 
the Westinghouse staff in 
Mansfield. Prior to his pres- 
ent appointment, he was su- 
pervisor of electric range 
advertising. 

Mr. Dietrick joined West- 
inghouse in 1935 as a lamp 
salesman, becoming  Pitts- 
burgh metropolitan lamp 
manager in 1946. He was 
transferred to Boston as as- 
sistant district manager, be- 
coming manager of the New 
England district in 1950. 





Addresses Paint Group 


“Common-Sense Retailing” 
was the subject of an address 
delivered by Albert A. Shu- 
ger, Baltimore Paint & Color 
Works, at a meeting of the 


News of the Trade 





Brooklyn Paint & Wallpaper 
Association. A record turn. 
out heard Mr. Shuger’s ad. 
vice on how the individual 
dealer can show progress jn 
today’s highly competitive 
and rapidly changing market, 





Belshe Named Schalk 
Chemical Representative 


Dale C. Belshe has been ap. 
pointed by Schalk Chemical 
Co., 351 E. Second St., Los 
Angeles, Calif., to cover 
Kansas, Nebraska, the Dako- 
tas, and parts of Iowa and 
Missouri. Mr. Belshe will 
make his headquarters in 
Kansas City. He has had wide 





BELSHE 


DALE C, 


experience in both wholesale 
and retail sales in the paint 
and allied industries. 





Manages Industrial 
Rubber Goods Sales 


Harold H. Burrows has 
been appointed sales mal 
ager of the industrial rubber 
goods sales division, Raybes 
tos-Manhattan, Inc., Passaic, 
N. J., after serving as mal 
ager of the roll and tank 
departments since 1942. 





Neece Elected Landers 
Head; White Chairman 


(Continued frem page 103) 


in 1941. He is president of 
the American Hardware 
Manufacturers Association 
and of the Manufacturers A 
sociation of Hartford ‘County. 
He is also a former president 
of the NEMA. 

Joining the sales force of 
Landers, Frary & Clark it 
1936, Mr. Bross has been a 
sistant to Mr. Neece sinc 
1940. He was formerly a& 
sociated with R. H. Macy & 
Co. 
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3 attractive models — to fit any budget 


All scientifically made of finest plastics 





Full color ranges for any decorating scheme 


Finest chrome hardware fittings 


simple installation 





. & 


OY * Here, in the PURITAN 


styles 500 and 1000 are the last 





;ELSHE 





th wholesale 
in the paint 
ries. 





words in plastic toilet seats 


strial 
Sales 


surrows has 
sales mal 
strial rubber 
ion, Raybes 
Inc., Passaic, 
ing as mal 
ll and tank 
ce 1942. 


Marbleized finish in white and 8 beautiful colors — 
each style a different design to please the 
most discriminating tastes! Quality you can 


depend on — beauty you can see 





Landers 
Chairman 





. page 103) 


president of 
Hardware 

Association 
acturers As 
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In the LOW PRICE field — the PURITAN “ROCKET 700” 
is in a class by itself! A production miracle... dollar for dollar — 


les force of it can't be beat. NOW — you can still sell moderately 
& Clark i 
1as been a& 
Neece since Write for further descriptive literature... free mats 


ormerly a and promotional material... 


* "T CENTURY PLASTIC PRODUCTS, INC. 8219 ALMIRA AVE. * CLEVELAND 2, OHIO 
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priced seats — and still deliver QUALITY — with the “ROCKET 700”! 





Suneri 
‘atest Selling Features 

_caisin so ame in America’s 
a Finest Hose! 


WITH A 10-YEAR GUARANTEE 














wt 08 SttUND oF 






aut 
“a 


F Geascateed by @ 
Good Housekeeping 
S hoy ‘) 


4S apyeaniseo WEES 










Has this nen-rust Perme- 
grip Scevill coupling 


teed to hold fast 
Ee'the Milo of the hese. 






Lighter! Better! Stronger! 


@ Made of pure tough plastic (no scrap) 

@ Absorbs no moisture, assuring longer life 

@ Not affected by hot or cold weather 

@ Will outwear rubber and scrap plastic hose 

@ Resists scuffing, cracking, peeling, grease, oil : 
@ Can be twisted without kinking 


@ Made to withstand city water pressure 





AVAILABLE IN TWO 
CONVENIENT PACKAGES 
Euch length mounted on attractive 
display card .. 

OR each length individually boxed for 
easier handling in reshipping 
Twelve 50 ft. lengths; Twenty-four 25 ft. lengths; 
Eight 75 ft. lengths to 100 Ibs. All sizes packed 

six lengths per corrugated carton. 











BRIGHT GARDEN GREEN OR CRIMSON RED 


Free newspaper mats 
and mailing enclosures upon request. 


Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 


Originators of Plastic Garden Hose 
Canton, Mass. 
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Golf Winners at 
Southern Convention 


Names of winners in the 
annual Palm Beach golf tour- 
nament, a highlight of the 
Southern Convention of the 
Southern Wholesale Hard- 
ware Association and _ the 
American Hardware Manu- 
facturers Association, were 
received too late for inclu- 
sion in the report of the con- 
vention published in the April 
17th issue of HARDWARE AGE. 
They are: 

First low net, T. Robert- 
son, Columbian Rope Co.; 1st 
low gross, J. W. Cochran, 
Warwood Tool Co.; 2nd low 
net, J. Bell, Carolina Whole- 
sale Hardware Co.; 2nd low 
gross, C. Sutlive, Gary Screw 
& Bolt Div.; 3rd low net, 
Wilbur Higgins, Starline, 
Inc.; 3rd low gross, Bob 
Hamilton, Scovill Mfg. Co.; 
4th low net, F. Slyder, Ameri- 
can Thermos Bottle Co.; low 
putts, W. W. Massengale, 
Reid H. Cox Co., Inc., At- 
lanta, Ga.; guests low net, 
Jennings Gordon, Southern 
Co-operative Foundry, Rome, 
Ga. 

In addition to the sailfish 
catches reported on page 120 
of the April 17th issue of 
HARDWARE AGE, the following 
members and guests at the 
Southern Convention also 
demonstrated skill with rod 
and reel in deep sea fishing. 

A large sailfish was landed 
by Stanley Roberts, Roberts, 


News of the Trade 





Sanford & Taylor Co., Sher- 
man, Tex. Large bonitas were 
caught by Mrs. David Nash 
and her daughter, Carolyn, 
Chuck Ellis of The Schoell- 
kopf Co., Dallas, Tex., also 
landed a large bonita. 


Jackson Mfg. Co. Names 
Kister Sales Manager 


Paul D. Kister has been ap- 
pointed sales manager of 
Jackson Mfg. Co., Harris- 





PAUL D. KISTER 


burg, Pa., and Glenn A. 
Bucher succeeds him as as- 
sistant sales manager. 

Mr. Kister has been asso- 
ciated with Jackson Mfg. Co. 
for the past 14 years, excep 
while serving in the armed 
forces during World War II, 
and has been assistant sales 
manager for the past four 
years. 








Illinois Retail Association Elects 














Left, above, is W. S. Sweetnam, Peoria, Ill., retiring president 
of the Illinois Retail Hardware Association, with the group's 
new president, Stanley Prevo, Wateska. Other officers elected 
at the association’s recent annual convention in Chicago, 
were: vice-president, Joe O'Neill, Lake Forest; directors, 
Henry E. Wachtel, East St. Louis; W. S. Watson, Golconda; 
R. |. Jones, Plainfield; John Gehl, Mattoon. Advisory commit- 
tee members are: Mr. Sweetnam; G. L. Negley, Farmington, 


and R. G. Hough, Mt. Morris. W. F. Ewert is secretary. 
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Director of Arvin Home 
Economics Department 





In addition to Barrows for every type of job, 
the Jackson line consists of Lawn Rollers, Con- 
crete Carts, Mortar Pans, Mixing Boxes, Sala- 
manders, etc. 


Rhea Shields has been ap- 
pointed director of the newly 
created home economics de- 
partment of Arvin Indus- 
tries, Inc., Columbus, Ind., to 
organize and develop a home 
economics operation for the 
Arvin appliance line. 

Miss Shields formerly or- 








Oldest and Largest 
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Lagos: ganized the home economics Wheelbarrow Maker 

ers elected department of Carrollton in America 

Chicago, Mfg. Co., and for the past 

directors, four years has served as i eaicicias 

Golconda; home economics director of 

= scaSgen, ‘reese JAGKSON MANUFACTURING, CO 
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— RICHARD B. STRANAHAN Corp. HARRISBURG* PENNSYLVANIA 
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Sy yLo. me is 


WHITE CAULK 
that COSTS YOU LESS 
than grey! 


STAZON Caulk 

STAYS ON — 

the best general 

purpose, WHITE caulk- 

ing compound you can 
offer your customers. 














- and you can SELL FOR LESS, allowing the 
customary trade discounts: (SUGGESTED RETAIL 
PRICES) 

White STAZON in collapsible tube* .. . . 70¢ each 

White STAZON in spouted cartridge* . . . 46¢ each 

White STAZON in unspouted cartridge* . . 44 each 
*Standard content — approx. 1/10 gallon 
(Prices higher in the West and subject to change) 


IT SELLS ITSELF — Each STAZON case 
is a handsome counter display that 
takes the selling off your hands 

and gives you fast turn-over. : 





YES, YOU’RE SAFE —STAZON cartridges fit most 
bail or convertible type guns. We can supply 
you with guns, too. 

CS «Write for samples and additional information. 


srazon! ALSO ASK YOUR JOBBER FOR STAZON 
baer The General Purpose Putty. 


PLASTIC ristopeee COMPANY 
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News of the Trade 











HARDWARE BRIEFS 








Arkansas 


Wylie Cavin has opened a 
new store at 2200 Pike, N. 
Little Rock, that carries a 
complete line of hardware 
and sporting goods. Mr. 
Cavin operates another store, 
Sportsman’s One-Stop, E. 
Broadway, N. Little Rock. 





lowa 


Eldon Payton, operator of 
E. & E. Appliance store, 1018 
Second St., Perry, has pur- 
chased Capen Hardware, 





1021 Railroad St., Perry, 
from Harry Capen. 
Minnesota 

Roy M. Carlson purchased 
Bucklin Hardware, Cham- 
plin, and held its opening 
recently. 

Nevada 


Uptown Hardware, Ari- 
zona & Ave. C, Boulder City, 
has been purchased from 
P. S. Webb by George H. 
Haynes. 


New York 


Parker Hardware Co., Bay- 
side, N. Y., has been re- 
modelled in both the interior 
and exterior. Two 25 ft. wide 


into a large store on two 
floors. 


Ohio 

The opening of the new 
Parma Hardware, 5452 Pear! 
Rd., Cleveland, was held re- 
cently. Proprietors are Ray- 
mond Drensky and Walter J. 
Kanieski. 





Pennsylvania 


Beighley Hardware & Tool 
Co., has moved to Sixth & 
Bingham Sts., South Side, 
Pittsburgh, from its old loca- 
tion on Diamond St. 





McKnight Hardware Co. 
has opened a new store in 
the Whitehall Terrace Shop- 
ping Center, South Hills. 
Howard L. Adams manages 
the new branch. 





Texas 


T. J. Campion & Son has 
opened a_ second hardware 
store in the Delwood Shop- 
ping Center, Austin. The 
firm operates another hard- 
ware store at 713 Barton 
Springs Rd. 





Erwin Hardware & Imple- 
ment Co., Turkey, has moved 
to a new location in the J. R. 


stores have been combined Young Bldg. 





Wipe-On Contest Winner Receives Bond 


Frank Kohl, R. A. Bergman 
Chicago, IIl., 


sored by Embree Mfg. Co., 





store, 4041 W. North Ave., 


winner of the Wipe-On display contest, spon- 
10 W. Mravlag PIl., 


Elizabeth 4, 


N. J., was presented a $100 Savings Bond. Dhowe here at the 
award presentation are, left to right: Robert Quinlan, Embree 
sales representative in the Chicago area; Rudy Husa, Chas. 
Novak & Son, wholesale distributor, 1648 Blue Island Ave., 
Chicago; Mr. Kohl; Charles A. Novak, and William G. Pitt- 


| man, merchandise manager, both of Chas. 


Novak & Son. 
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Year Around... 
All Around... 
Money-Making Sales 


stock D oO WFL 


Here’s an item that does a sparklin 
Dowflake calcium chloride 
77-80%. Dowflake is easy to stock and handle 

- comes with a counter display kit and 
and because it 
ear around, 
» profitable 


job for dealers... 


literature to help you sel! .. . 
has a large customer appeal all 
can easily be worked into a stea 
sales item. 





sales 


DOWFLAKE 





Counter display and literature 


Dowflake helps lower humidity in basements, 
recreation rooms, storerooms, closets, wherever 
you wish. Dowflake attracts moisture from the 
air, cuts mold and rust by reducing excessive 
humidity. Once used, Dowflake is a “must” in 
any home. 

Stock Dowflake in 25 and 100 Ib. bags. Dis- 
play it prominently and let your customers get 
acquainted with it. They’ll buy . . . and come 
back for more! 


help you sell DOWFLAKE 


IN 
ACTION 








Consumer ads create 
demand for DOWFLAKE 











Ask for the Dowflake counter display kit 
and literature. They make an attractive, 
informative, selling package which shows 
the many Dowflake uses. Use these dis- 
play aids . . . and realize new profits 
with Dowflake! 


THE DOW CHEMICAL COMPANY 
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Dowflake national advertising is work- 
ing for you, helping you sell the prod- 
uct, creating a demand for its uses. 
Have plenty of Dowflake on hand and 
be ready for your share of the sales! 


e MIDLAND, MICHIGAN 

















REDUCE BASEMENT 
MOISTURE 


ust DOWFLAKE 





























Dowflake licks summertime 
humidity. Basements, store- 
rooms, recreation rooms, 
closets and other rooms are 
protected against excessive 
moisture and humidity, freed 
from harmful mold and rust. 
Dowflake can also be used 
to control dust’on driveways, 
playgrounds and other 
similar areas. 











This is vowflake newspaper mat No. 
519. Write Dow for the complete series 
of these sales-making newspaper mats. 


DOW 


CHEMICALS 


INDISPENSABLE TO INDUSTRY 
AND AGRICULTURE 

















OUTSELLS 


Because it 
OUT- 
PERFORMS ! 


olden Rog 


Hydraulic 


PUMP OILERS 





DELUXE 
Model 


1, V2, 





Cut-away view 
shows pump, 
intake and 
ball vaives. 


Display ‘em! They'll Sell Themselves! 


The genuine Golden Rod Oiler far excels the field and is first 
choice of mechanics, farmers and homeowners. Just compare Golden 
Rod with any other for these outstanding advantages—then buy 
Golden Rod! 


1. Exceptionally rugged; heavy welded steel; made to last. 










2-pt. 





. Guaranteed for 5 Years! 
. Thumb-pressure starts oil flow instantly. 


. Ejects oil up, sideways or down—without waste. 


no . WwW A 


. A single drop—or a stream. Volume determined by thumb-pressure. 
Up to 250 Ibs. tip pressure. 


6. Choice of 3 spout types—straight, angle or flexible. 


OTHER PROFITABLE GOLDEN ROD ITEMS 


oe. 
' te 


4 





Golden Rod Golden Rod Golden Rod 
"Squirt"’ Full Duty Fence 
Pump Oiler Mail Box Stretcher 


Order From Your Local Jobber 


DUTTON-LAINSON C0., 


Dept. (ED HASTINGS, NEBR., U.S.A. Since 1886 
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burgh Plate Glass Co., 





Peck Heads Pittsburgh 
Plate Paint Division 

E. D. Peck has been elected 
vice-president in charge of 


the paint division of Pitts- 
632 





E. D. PECK 


Duquesne Way, Pittsburgh, 
Pa., succeeding Emmet D. 
Griffin. Mr. Griffin is retir- 
ing, but will continue to serve 
as a member of the board of 
directors and will function 
as a general consultant. 


News of the Trade 





ing division of the firm dur- 
ing the past 12 years, has 
been associated with the 
paint industry since 1907 and 
with Pittsburgh Plate Glass 
since 1939. He was formerly 
vice-president and _ general 
manager of Devoe & Ray- 
nolds Co. 

Mr. Griffin has been with 
the firm since 1903, starting 
with the Cleveland, Ohio, 
warehouse. He assisted in 
opening the Dallas  ware- 
house, and later served as 
manager of warehouses in a 
number of cities. He was 
elected a vice-president in 
1935. 





Eagle-Picher Appoints 
Eastern Paint Head 


Ralph R. Riker has been 
appointed eastern sales man- 
ager of the paint and var- 
nish division of Eagle-Picher 
Co., 900 American Bldg., 
Cincinnati 1, Ohio. 

Mr. Riker formerly served 
as sales service manager 
with Eagle-Picher, and has 





a sales and technical back- 


Mr. Peck, general paint 
ground in the paint industry. 


manager for the merchandis- 








New York Association Officers 





Officers elected at the recent annual convention of the 
New York State Retail Hardware Association were: president, 
| Harold Dye, Sodus; first vice-president, George G. Hoy, Herk- 
| imer; second vice-president, T. G. Griffin, Riverhead. Direc- 


tors are C. R. Burns, Nyack; Barclay Cornell, Pleasantville; 
C. Christman, Canajoharie; G. E. Kern, Dansville; R 


| Woodruff, Saranac Lake; B. S. Derr, Binghamton; J. T. Doyle, 
| Utica; E. R. Lippit, Cooperstown; G. H. Smith, Elba; J. A. 


VanCampen, Corning; J. C. Agnew, Plattsburgh; C. M. Close, 

Middletown; H. M. Fitzwater, Penn Yan; P. L. Morrow, Orch- 

ard Park; G. Waterhouse, Jr., Pittsford. Advisory board 

members are: Henry Ruschmeyer, New York City; L. J. 

Walter, Remsen, and H. L. Montena, Rome. Nicholas H. 

Kiley, Syracuse, is secretary. In the photo, left to right, are 
Messrs. Ruschmeyer and 
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with these fast-selling “22 


Springtime is “‘22’’ time! And here are three models—each out- 
standing, each popularly priced—from the nationally advertised 
line of Savage and Stevens ‘'22’s’’ which will help you hit the 
sales bull’s-eye. 


SAVAGE MODEL 29—the famous *'22”’ with the SHORT slide action. Just a 
flick of the wrist ejects and loads cartridges smoothly, surely—without disturbing 
aim or rifle position. Dependable, hammerless action . . . one-piece bolt removable 
without tools for cleaning . . . single takedown screw. . . woleet stock . . . newly 
proportioned, extra-long slide handle, vertically grooved for firm grip. 


STEVENS MODEL 87 —for shooters who want an accurate, moderately priced 
.22 caliber auto-loader—just the rifle for speed shooting at small running game, 
or for pliriking fun. ‘‘rs shots as fast as you can pull the trigger.’’ Tubular magazine. 
Instantly adjustable as auto-loader, bolt action repeater, or single shot rifle. MODEL 
85—Same as Model 87 except 6 shot, with clip magazine. ($29.50) Both are *‘three- 
in-one"’ rifle values. 


STEVENS MODEL 15—A .22 caliber single shot, bolt action rifle for that 
large market of ‘‘beginners’’ and younger shooters where safety is the first con- 
sideration. Hand cocking action, independent of bolt, provides maximum safety. And 
here are some other features: bolt handle directly over trigger for fast operation; 
newly proportioned stock with handsome black-tip fore-end; 24” barrel; gold bead 
front and open rear sight with elevator. Priced for real volume, too! 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. 


. 
ed >< 
woe JB. 


First in the Field 









STEVENS MODEL 87 


SAVAGE + STEVENS + FOX Rifles and Shotguns ; 
-22 cal. 


SAVAGE MODEL 29 


.22 cal. 
Slide Action Rifle SAVAGE * WORCESTER Power and Hand Lawn Mowers Auto-Loading Rifle 





STEVENS MODEL 15 
.22 cal. Single Shot 
Bolt Action Rifle 
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“GOING ALL-OUT 
N 1952 


AEE ENE RE ERE 


get Fat 


ou Ul wi 
pases | Prope 


BIG STINK 


OUTDOOR: 


FLY TRAP 


Here’s a fly trap that really works. It was a 
sensation in 1951, and in 1952 your custom- 
ers are going to hear more about it than ever 


In 20 national trade and consumer 
magazines, including: 

Life, Saturday Evening Post, 

Better Homes & Gardens, 

Country Gentleman, Time, 

Sunset, Popular Mechanics, 





Capper’s Farmer. 


Plus merchandising aids, newspaper mats, 
publicity, and point-of-sale pieces. 


IT’S A SURE-FIRE ITEM— FAST MOVING, 
ASSURING YOU OF STEADY PROFITS AND— 


Return orders — on both traps and 
fluid as an additional profit item. 


At Leading Dealers Everywhere. 


THE DIOPTRON Co. 


MILWAUKEE 1, WISCONSIN 














C. G. Gifford Elected 
President of Schick 


Chester G. Gifford was 
elected president and a di- 


| rector of Schick Inc., 644 At- 





CHESTER G. GIFFORD 


lantic Ave., Stamford, Conn., 


at the annual meeting of the 
board of directors. Kenneth 
C. Gifford, former president, 
continues as chairman of the 
board. 

William J. Ryan, secre- 
tary-treasurer of the firm, 
was added to the board of 
directors, and all other di- 
rectors were reelected. 

Chester G. Gifford joined 
Schick in 1940 as middle 
western regional sales man- 
ager. In 1942 he took re- 
sponsibility for all Schick 
service station operations in 
the Midwest and West. In 
1945 he became eastern re- 
gional manager for Schick, 
holding that post until 1948, 
when he joined Swank, Inc., 
as general sales manager. 
He advanced to vice-presi- 
‘dent and was elected a mem- 
ber of the board of directors 
at Swank, and in 1950 re- 
turned to Schick as executive 
vice-president. 





Three Representatives 
Named for Mirro Line 


Aluminum Goods Mfg. Co., 
Manitowoc, Wis., has an- 
nounced the appointment of 
three new sales representa- 
tives for the Mirro line of 
cooking utensils. 

James A. Norris will con- 
tact retail accounts and 
wholesaler-serviced stores in 
New York state, formerly 
handled by Mel Schmitt, who 
has been recalled to active 
duty by the Air Force. Roger 
M. Walters will cover Ore- 
gon, Washington and part of 


! Idaho, having formerly been 


News of the Trade 





a sales representative of a 
housewares manufacturer and 
a housewares buyer for Ernst 
Hardware Co. Arthur H. 
Hayden will represent Mirro 
in Indiana. 





Murray Home Appliance 
Head in St. Louis Area 


O. R. Moss, Jr., has been 
named district sales man- 
ager for the home appliance 
division of Murray Corp. of 
America, Scranton, Pa., di- 
recting sales of Murray’s line 
of matched steel kitchens, 
electric and gas ranges in 
Missouri, Kentucky and IIl- 
inois, with offices in St. Louis, 
Mo. 

Prior to joining Murray, 
he was associated with the 


we 


0. R. MOSS, JR. 





Wabash Railroad, a_ hotel 
and restaurant supplier and 
Hobart Mfg. Co. 





Aaron McKay Elected 
President of Krylon 


Aaron McKay has _ been 
named president of Krylon, 
Inc., 2601 N. Broad St., 
Philadelphia 32, Pa., suc- 
ceeding W. R. Yarnall. He 
had been general manager of 
Walker Motors since 1947, 
and prior to that had served 
as vice-president and treas- 
urer of V. L. Graff Co. 





R&G Holds Open House 


R&G Specialty Co., Blair 
Rd., N. W., Washington 11, 
D.C., recently held a Spring 
Festival and open house in 
its showroom and warehouse. 

Displays were set up 
showing the company’s line 
of spring and summer mer- 
chandise, as well as the reg- 
ular line of housewares and 
electrical supplies. Refresh- 
ments were served and prizes 
were awarded for attendance. 
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Every home owner needs it! 


NU-WRINKL 


TRADE MARK 


LAWN EDGING 


Flush with the soil! Nearly invisible. 


Here’s the fast-moving item you’ve heard and read about! 

It's easy to install; no special tools needed. Follows contour of the 

ground. An effective barrier to roots. Handy lengths key together 

with patented clips. Gives any lawn an “estate” look. Packed 40 
feet in 4-color display carton. CALL YOUR JOBBER. 


NU-WRINKL PRODUCTS ARE MADE BY— 


KEELOR STEEL, INC. 


MINNEAPOLIS 14, MINNESOTA 





THE MODEL Hi 
SHALLOW WELL 
PUMPING UNIT 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 











DIMENSIONS: 
12 GALLON MODEL H 
2134” high; 30” long; 12” wide 
30 GALLON MODEL H 
25%” high; 35” long; 16” wide 











i 
ONLY TWO PIPING CONNECTIONS 
ONCE PRIMED, ALWAYS PRIMED 
SATISFACTORILY PUMPS SANDY WATER 


CAPACITIES: 





This Peerless Model H shallow 


well system is packaged for imme- 
diate installation. A real space 
saver, it fits neatly into compact 
locations, with only 2 piping con- 
nections necessary for automatic 
service. Its positive cantinuous 
pumping action is smooth and 
silent. Its mechanical shaft seal is 
one of many other quality features. 
Write today for Bulletin B-588; it 
describes the Model H and all 
other pumps in the complete Peer- 
less line of water systems. 


275 to 420 gallons 
per hour 
* 
LIFTS: 
Up to 20 feet 
. 


PRESSURES: 
20 to 40 pounds 
° 


MOTOR SIZES: 
V4 h.p. electric 
motor controlled 
by automatic 
switch 

. 
TANK SIZES: 
12 gallons or 
30 gallons 


Designed 
Manufactured 


and Patented by 


SAWS = 
e 2" Hard or old & sate Crvica”, Lite 
sriced i Prinnnttre 
Soft Wood ViCT9 Cughous U.sSiPel Cis, 
ie: 
Curves of Sole y J, r F 
All Types 51 Wier’ Seni Rep prevent Inc. 
Insertions nd $i, veretlang 


Plastics nde 5-40; 19, W, Y; 


ies Availy ble 
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PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 

— Address Inquiries to Factories at: 
Los Angeles 31, California ¢ Indianapolis 8, Indiana. 
FERI AS Offices: New York, Atlanta, Dallas, Fresno, Los Angeles, 
U M Pp. Chicago, St. Louis, Phoenix, Plainview, Lubbock, Texas; 
Albuquerque, New Mexico. 





FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


— 
— 
— 
— 
— 
— 
_—— 
_— 
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WATER SYSTEMS 


THE COMPLETE LINE 














A BIG SELLER because 


It has a Hundred Uses 
Shettiele 


WATER 
PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
.-- Will Not Shrink 


@ Becomes Hard as Stone 









Every household . . . in fact 
every craftsmen hes ese for this 
miracle putty that dees every- 


faces and dees « perfect patch- 
lng and smoothing job! Feature 
It strongly . . . end watch your 
sales grew . . 


Shetticld Zroreze 


PAINT CORPORATION 
C E on me) 


LEVELLAND 19 











The Wright name is 
your guarantee of top 
quality in galvanized 
hardware cloth. Care- 
fully woven, heavily 
and brightly galvan- 
ized, a Wright qual- 
ity product all the 
way from rod to 
you. 


~¢ 4 *” 
© GALVANITEO. 


wank Lone 


STEEL & 


¢.- WRIGHT wire co. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Whitla Associates Name 
Kimbough to South 

P. Ramsey Kimbough has 
been appointed southern rep- 


resentative for V. A. Whitla 
Associates, manufacturers’ 





P. RAMSEY KIMBOUGH 


agency, Box 22, Ridgewood, 
N. J. He will maintain of- 
fices in Atlanta, Ga. 

Mr. Kimbough is_ well 
known throughout the south- 
ern territory, having traveled 
for Capable Mfg. Co. and 
others for a number of years. 





Three Named by Viking 
Viking Air Conditioning 
Corp., 5601 Walworth Ave., 
Cleveland 2, Ohio, has ap- 
pointed three new manufac- 


turers’ representatives to 
handle the firm’s line of 
window and attic fans. 


Robert J. Flanagan, Chicago, 
Ill., will cover northern IIl- 
inois and Chicago. Edward 
T. Taber, Lincoln, Neb., has 
been named for Iowa and 
Nebraska, and Albert C. 
Schultz, Buffalo, N. Y., will 
handle Viking fans in New 
York state outside New York 
City. 





Rothrock & Sons Line 


R. F. Rothrock & Sons, 238 
N. Avalon St., Memphis 12, 
Tenn., has been appointed 
manufacturers’ agent for 
Sanitary Receiver Co., Inc., 
to handle the firm’s line of 
Sani-Can Step-on waste re- 
ceivers in West Virginia, 
Virginia, the Carolinas, 
Georgia, Florida, Alabama, 


Mississippi, Tennessee, Ken- 
tucky, Louisiana and Ar- 
kansas. 





D. H. Sluman Co. Named 


D. H. Sluman & Co., Den- 
ver, Colo., has been appointed 
manufacturers’ representa- 
tive for G. N. Coughlan Co., 
29 Spring St., West Orange, 
N. J., to handle the firm’s 
line in Colorado, Utah, Ne- 
vada, Wyoming, New Mexico 
and El Paso, Tex. 


Handles Shox-Stok Line 


Quisenberry & McReynolds, 
812 Olive St., St. Louis 1, 
Mo., has been named to 
handle the Shox-Stok line of 
fence controllers made by 
Guaranteed Products, Inc., 
Wellington, Ohio, in the 
states of Missouri, Iowa, 
Kansas and Nebraska. 





Buck Names Jungkind 


George H. Jungkind has 
been appointed manufactur- 
ers’ representatives by Buck 
Bros. Inc., Millbury, Mass. 
The firm will cover the met- 
ropolitan New York area 
from offices at 277 Broadway, 
New York 7, N. Y. 


King Takes Weslock Line 


C. A. King Co., 2323 Sec- 
ond, Seattle 1, Wash., has 
been appointed to represent 
the complete Weslock line of 
door locks, latch sets and 
bathroom accessories. The 
King firm will handle the 
Weslock line in Washington, 
Oregon and western Idaho 
for Westwood Mfg. Co., Los 
Angeles, Calif. 


Appoint Simpson Co. 

W. K. Simpson., Memphis, 
Tenn., was appointed to rep- 
resent the complete line of 
Fresh’nd-Aire air treatment 
equipment in Arkansas and 
western Tennessee by 
the Fresh’nd-Aire Co., 221 
N. La Salle St., Chicago 8, 
Ill. 
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ORTY YEARS AGO the automobile was a rich 

man’s toy. TV and radio were unheard of. Re- 
frigeration? You hung a card in the front window 
to signal the ice man. 

Today we drive 40 million cars, listen to 90 mil- 
lion radios, keep food in 33 million refrigerators. 


Yet millions in the rest of the world are still 
groping in the primitive darkness of 40 years ago. 

Why have we moved ahead? Competition is a 
chief reason. Only competition in business has made 
luxuries commonplace in your home today. Compe- 
tition, for example, in the production and sale of 
steel and things made out of steel. 

Steel makes progress possible—in war or peace 
. .. in the manufacture of everything from table- 
ware to tanks, razor blades to skyscrapers, baby 
carriages to “Big Mo’’. 

How well does this competition of ours work 
in the steel business? 

... The U.S.A. shows an 83.4% gain in steel out- 
put between 1939 and 1950. The rest of the world 
shows an 0.8% loss. 

- - » In 1939, the U.S.A. under “competition” 


made !¢ of all the world’s steel. Today we produce 
half—all with only 6% of the people in the world. 


. .. Steel workers under ‘‘competition”’ gained in 
jobs, too. There were 449 thousand jobs in 1939. 
Today —637 thousand. 


The steel industry is just one example of how a 
free competitive system works. Ours is the security 
millions of people in the world dream of when they 
embrace such dead-ends as ‘‘planned economies’. 


Look around and see what happens when people 
hand their jobs and factories over to the government. 
Or have them taken by law. Or by force. Name it 
what you will—‘‘communism”’, ‘‘nationalization’”’, 
“socialism’’,“‘regimentation’’—it is a one-way street, 
ana no turning back. By then people no longer own 
government. Government owns the people. 


This report on PROGRESS-FOR-PEOPLE is published 
by this magazine in cooperation with National Business 
Publications, Inc., as a public service. This material, in- 
cluding illustration, may be used, with or without credit, 
in plant city advertisements, employee publications, 
house organs, speeches or in any other manner. 


THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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Earl D. Power 


Earl D. Power, 56, chair- 
man of the board of Lyon 
Metal Products, Inc., Aurora, 
Ill., died suddenly at his 
home on April 13. 

Mr. Power joined Lyon 
Metal Products in 1928 as 
manager of one of the sales 
divisions. Later he was suc- 
cessively general manager, 
vice-president, president and 
general manager from 1940 
to 1950, and chairman of the 
board until his death. He 
was also a director and treas- 





EARL D. POWER 
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urer of the Illinois Manufac- 
turers Association, a member 
of the Citizens Committee 
for the Hoover Report, di- 
rector of the Merchants Na- 
tional Bank of Aurora and 
of the ws River Valley 
Manufacturers Association. 

He is survived by his 
widow, a son, Scott, and a 
daughter. 





Anthony J. Lipke 


Anthony J. Lipke, 82, 
founder of Anthony J. Lipke 
Hardware, 5701 McDougall 
Ave., Detroit 11, Mich., died 
recently. He founded and 
operated the store for 30 
years, and was a member 
of the Michigan Retail Hard- 
ware Association. 


Joseph Leven 
Joseph Leven, 


years. Survivors are Mrs, 
Leven, a daughter and two 
sons, Milton and Raymond, 
who are partners in the con- 
cern, 


Glenn Farwell 


Glenn Farwell, 57, owner 
of Farwell Hardware, Bar. 
ryton, Mich., died recently, 
following an illness of ap- 
proximately six months’ dur- 
ation. 








Discuss Colorizer Plans 
At Bennett's Sales Meet 


Presentation of Colorizer 
Associates’ 1952 promotion 
program occupied a featured 
spot on the agenda of the re- 
cent annual sales meeting of 
Bennett’s, Salt Lake City, 
Utah. The theme of the meet- 
ing was the increased need 
for creative selling and more 
intensive selling and promo- 
tion to maintain high volume 
in 1952. 

Ralph E. Moon, general 
sales manager, directed the 
meeting, which was attended 
by all Bennett’s sales force 
and branch managers, as well 
as management personnel. 
Richard S. Bennett, presi- 
dent, discussed Colorizer As- 
sociates, to which group three 
new associate firms have re- 


cently been added. Besides 
Bennett’s, Colorizer Asso- 
ciates include twelve other 


independent paint compan- 
ies. 





Sales Training Program 
For Smith Welding Div. 


A comprehensive sales 
training program to develop 
well-informed salesmen-tech- 
nicians able to cope with 
customers’ problems has been 
undertaken by the Welding 
Products Division of A. O. 
Smith Corp., 3533 N. 27th 
St., Milwaukee 1, Wis. 

The program is designed 
to give trainees a broad un- 
derstanding of welding tech- 
niques and applications with- 
out their having previous 
welding knowledge. Follow- 


122 


ing operational phases of 
instruction, students will 
work in the divisional sales 
office at Milwaukee. After 
that, each trainee serves a 
six-month period in the field 
as a junior salesman, work- 
ing under more experienced 
men. 





Quaker Rubber Opens 
New Braided Hose Dept. 


The new $275,000 wire 
braided hose department at 
Quaker Rubber Corp., divi- 
sion of H. K. Porter Co., 
Inc., Tacony & Comly Sts., 
Philadelphia, Pa., has been 
completed and is now in op- 
eration. 

Quaker Rubber has created 
this new department to meet 
the demands for a _ heavy 
duty high pressure hose 
caused by the _ increased 
trend toward the use of hy- 
draulic systems for control 
purposes. Five specially de- 
signed braiders are produc- 
ing this control hose for both 
military and civilian use. 





Corning Glass Opens 
Washington Sales Office 


Corning Glass Works, 
Corning, N. Y., has opened 
a new sales district office in 
Washington, D. C., with 
Charles L. Day as manager. 
He will act in a liaison ca- 
pacity between Corning re- 
search, engineering and man- 
ufacturing groups and the 
various agencies and depart- 
ments of the U. S. Govern- 
ment. . 


Mr. Day joined Corning 
Glass Works in 1936 as a 
sales engineer in the tech- 
nical products division, and 
became associated with 
Owens-Corning Fiberglas 
Corp. in 1938. In 1943 he 
accepted a sales position with 
Union Asbestos & Rubber 
Co., returning to Corning 
Glass Works in 1947. He then 
served as eastern district 
sales manager for the tech- 
nical products division. 


Safety Record 
Commended 


Quaker Rubber Corp., Di- 
vision of H. K. Porter Co,, 
Inc., Tacony & Comly Sts, 
Philadelphia, Pa. has _ been 
commended by the Pennsyl- 
vania Department of Labor 
and Industry for its safety 
record for 1951. The firm’s 
record showed a drop of 170 
pet in rate of frequency and 
76 pet in rate of severity. 








Alabama Hardware Dealers Assn. Elects 





At the recent meeting of the Alabama Retail Hardware 
Dealers Association, held in Montgomery, James R. Bell, Bell 
Hardware, Clanton, was elected president. Other new officers 
elected were William L. Klein, Watson Hardware, Flomaton, 
first vice-president, and C. R. Crawford, Crawford Hardware, 
Jaspar, second vice-president. Mrs. Euna G. Ramsey, Birming- 
ham, is secretary-treasurer. Directors chosen were: A. C. Black, 
Alexander City; J. Oviatt Bowers, Tuscaloosa; Guy Coplin, 
Guntersville; W. N. Dismukes, Pritchard; Leonard Housel, 
Gordo; Silas Martin, Jr., Wetumpka; W. T. Wild, Evergreen; 
Charles Richardson, Tarrant City; Fred Patterson, Headland; 
William Ramsey, Aliceville, and Frank Ledbetter, Attalla. 


Shown left to right are: Mrs. 


Ramsey; Mr. Crawford; Mr. 


Bell; Jack Callaway, Jax Seed & Hardware, Ensley, past 
president, and Mr. Kline. 


HARDWARE AGE, MAY I, 1952 








64, presi- 
dent of J. Leven & Co., Irv. 
ington, N. J., died April 5, 
He had been active in the 
hardware business for 39 
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Top sales department officials of the newly created Arms & Ammunition Division of Olin Industries, Inc., met recently 

at East Alton, Ill. Both staff and field representatives attended. Left to right: O. F. Fowler, special representative; G. W. 

Rahing, eastern regional manager; G. M. Davis, advisor on sales; J. T. Boone, sales manager; W. E. Talley, Pacific regional 
manager; P. R. Lewis, southern regional manager, and W. H. Dittmann, central regional manager. 
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HA Photo Angles 


New mobile pow- 
er mower service 
center, now tour- 
ing the country 
to encourage es- 


oe gag — -. * o A report in pictures of 

somal ta a oe ; people and events 
omly Sts, Inc., Lansing 20, ~— Seg iia s 

has been Mich. - in the hardware trade 
e Pennsyl- 

of Labor 

its safety 

The firm’s Ralph Porter, Chicago manager for 
drop of 70 Clarke Sanding Machine Co., Mus- 


kegon, Mich., is shown boarding the 

plane that takes him on his rounds 

for spot delivery and repair service 
in Illinois for the firm. 


uency and 
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A Attending a recent dinner held by Ekco Products Co., Chi- 
cago, for its customers are, left to right: William Campbell, 
Geo. Worthington Co.; David Cohen, J. H. Gross Co.; 
Maurice B. Cossman, Ekco; Robert Gries, The May Co.; 
Howard Murray, Geo. Worthington; Irv Gold, Gold Bros., 

and John Kreemer, Sterling, Linder & Davis. 


Hardware 
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Birming- 

C. Black, 

Coplin, 

a John Hamilton, head of sales promotion and 

ae RE: advertising for Silex Co., Hartford |, Conn., 
Attalla. awards Mrs. Thomas Betz, Chicago, first 

ord: Mr. prize for naming the firm's 1952 steam iron 

ley " past “Silex Ajir-Lift’. The award was made on 
; the Bill Evans television show. Bill Evans 


and Helen Clines, Good Housekeeping Mag- 
azine, are shown looking on. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


month period were registered on 
small tools, contractors’ supplies 
and agricultural implements and 
steel and heavy hardware (1.22%) ; 
machinery items (2.34%); auto- 
motive accessories and _ supplies 
(.99%) and plumbing items (not 
including enamelware (1.74%). 

There were substantial increases 
on all categories of goods over the 
decade from 1942 to 1952. The 
largest increase was 83.19 pct on 
plumbing items, not _ including 
enamelware. The smallest price 
rises during the 10-year period 
were on machinery items and on 
automotive supplies, about 40 pct 
each. 

The Salt Lake Hardware Co. 
states that the quantities of the 
individual items specified on this 
typical dealer’s order, are as nearly 
average as it could accurately de- 
termine them and each quantity is 
in relation to its experienced sales 
volume. 

The same quantities of the vari- 
ous items was first priced as of 
March 1, 1942, which represents 
the period when prices were frozen 
by O.P.A. 

The following list shows how 
the cost of the test order increased 
steadily from March 1, 1942, until 
last October, with just one excep- 
tion in mid-1949: 


Date of Test Order Value of Order 


March 1, 1942 $2,955.87 
September 1, 1945 3,116.79 
November 1, 1946 3,512.31 
November 1, 1947 3,787.25 
January 15, 1948 3,848.02 
June 6, 1948 4,008.72 
November 5, 1948 4,214.74 
April 4, 1949 4,255.67 
August 29, 1949 4,181.59 
April 25, 1950 4,215.12 
September 22, 1950 4,417.56 
January 2, 1951 4,819.99 
April 30, 1951 4,870.80 
October 1, 1951 4,818.49 
April 1, 1952 4,804.86 
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The following chart gives a com- 


parison of April 1, 


1952, prices 


with those of six months and ten 


years ago: 


Total Test 

Order 
Dept. A 
Dept. B 
Dept. C 
Dept. D 
Dept. E 
Dept. F 
Dept. G 
Dept. H 
Dept. P 


Dept. A 


Small tools 
Contractors’ 


“ee eee 
ove eee 
oeeeee 
oeeeee 
oeeeee 
eee eee 
ove eee 
oeeeee 
eeeeee 


eee eee er ereee 


supplies and 
agricultural implements .. 


Pct. of Change 
April 1, 1952 vs. 


Oct. 31 Mar. 1 
1951 1942 
— .283 +62.55 
+1.22 +70.01 
— 638 ++72.85 
—4.49 —62.17 
—1.41 +50.66 
+2.34 +40.37 
—1.53 +61.67 
+ .99 +40.49 
+1.74 +83.19 
—5.01 +58.96 
Items 

107 


48 


Steel and heavy hardware 16 


Dept. B 
Builders’ hardware ...... 40 
Dept. C 
FIOMSOWGTOES go ccc cwceves 75 
Dept. D 
Electrical wiring supplies. 25 
Dept. E 
Machinery items ........ 7 
Dept. F 
Cutlery (excluding pocket 
AMINES ES SS ORR SSE 9 
Guns, ammunition and sup- 
Sree ae 11 
Athletic equipment ...... 10 
Bicycles and supplies .... 8 
Fishing tackle .......: 13 
Dept. G 
Automotive accessories and 
“0 ee 20 
Dept. H 
Plumbing items, not in- 
cluding enamelware ..... 20 
Dept. P 
Paints, oil and glass ..... 18 
Total 417 





Wage and Salary 
Disbursements Higher 


In February personal income wag 
at an annual rate of $257,100,000,- 
000 down from the rate of $257, 
700,000,000 in January. Wage and 
salary disbursements were at an an- 


- nual rate of $176,600,000,000, which 


was a gain over the January rate 
of $175,800,000,000. 

Total non-farm income was at a 
rate of $236,900,000,000 as against 
$235.800,000,000 in the previous 
month. Farm income was at a rate 
of $20,200,000,000 in Fabruary and 
$21,900,000,000 in January. 


Dept. Store Volume 
Somewhat Higher 


Department store sales in the 
week ended April 5 were up 8 pet 
from a year ago, reported the Fed- 
eral Reserve Board. The weekly 
index, without seasonal adjustment, 
stood as 315, compared with 292 in 
the previous week, a rise of 23 
points. .It also compared with 292 
in the same week a year ago. 

Comparisons with a year ago 
were distorted by the fact that 
Easter fell on March 25 last year. 
In the week of April 5 this year 
Easter buying was still expanding 
whereas a year ago stores were 
feeling the effects of the letdown 
after the holiday. 

Dun and Bradstreet, Inc. re 
ported that the trade volume for 
the week ended April 9, according 
to most dealers, was below the com- 
parable pre-Easter week last year 
for the country as a whole. Retail 
dollar volume for the week was 
estimated by Dun and Bradstreet 
at 4 to 8 pct above a year ago. 

A rising interest was reported in 
household goods but it was confined 
mainly to seasonable items such as 
decorating materials, garden sup- 
plies and hardware. Demand con- 
tinued at a reduced level for larger 
furniture pieces, appliances and 
television sets. 


Retail Inventories 
Slightly Higher 

Retail inventories at the end of 
February amounted to $18,198,000,- 
000, as against $17,414,000,000 at 
the end of the previous month. On 
an unadjusted basis the February 


total stood at $18,189,000,000, com- 
pared with $18,061,000,000 in Janu- 


1952 
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BEACH TRIPS . . PICNICS . . HIKING TRIPS . . BACKYARD GRILLS 





No. 340N 
20-PIECE HEAVY DINNER SET 












No. 344 
18-PIECE PARTY 
and PICNIC KIT 


No. 103 
WAT-R-JUG and TUMBLER SET 
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—M.., items in the 


broad Shel-glo line are ideal 
for summer promotion when 
families frequently dine out- 
doors. The four sets shown 
here are naturals for such 
occasions — and all are made 
in the new Shel-glo ‘‘softone”’ 
colors of Chartreuse, Coral, 
Dove Grey and Turquoise. All 
sets are individually packaged 
in mailable corrugated car- 
tons—so easy and economical 
for you to handle. The cov- 
ered dishes, at right, are prac- 
tical companions. Stop traffic 
and make sales with a colorful 
display and suggestions for 
outdoor use. Write for colored 
illustrations and prices. 


No. 342N 8-PIECE 
BUFFET SET 





LINC. 


WESTERVILLE * OHIO © U 





PROTECTS FOOD 
FROM INSECTS, 
SAND AND DIRT 








No. 122 REFRIGERATOR DISH 


Ideai for moist foods—holds over 
one quort. Saug fitting cover re- 
tains freshness of food. Container is 
crystal-clear, covers are solid red, 
blue and white. Made of Polystyrene. 
Two dozen to a case. 





No. 100 TUMBLER 


Modern, flared design—10 ounce 
size. Fits center well in Buffet Set 
grill plates. Available in six, beauti- 
ful colors. Made of Polystyrene. 
Twelve dozen to a case. 





“4, —_ =" 
No. 121 REFRIGERATOR DISH 


One pint size. Crystal-clear container 
permits instant recognition of con- 
tents. Radius corners are easy toe 
clean. Snug-fit covers are solid red, 
blue and white. Made of Polystyrene. 
Two dozen to a cose. 





No. 124 DAIRY DISH 


Holds 1 Ib. of butter. Ideal for stor- 
ing cheese and molding Oleo. Can be 
used up-side down as a covered dish, 
Cover is crystal-tlear, bottoms are 
solid red, blue and white. Made of 
Polystyrene. Two dozen to a case, 





No. 6 LIT'L BIT FOOD SAVERS 


Handy and convenient. Cups ore 6 
ounce size—moade of crystal-clear 
Polystyrene. Snug-fit covers ore white 
Polythene. Packaged to sell six-ot-a- 
time in 2-color sales box. One dozen 
sets to a cose.. 


FACTORY OFFICES 


1050 Room 14.102 


W. 42-$1 Mdse. Mort 


New York Chicago 
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Scientific design, pre- 

cision construction, 

and top-quality ma- 
terials . . . backed 
by BLAIR’S seventy 
years’ experience... 
make this the out- 
standing mower in 
the medium-priced 
field. 


BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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COMPLETE 
ENSEMBLE 











SRRREE BARRA 


ENSEMBLE S-104 


CURTAIN SCREEN 
FIRE TOOLS and GRATE 


ORDER IMMEDIATELY! 








ary the Commerce Dept. reported. 

Inventories of durable goods re- 
tailers at the end of February to- 
taled $8,206,000,000, as against $8,- 
007,000,000 a month earlier. Ad- 
justed for seasonal factors the 
February total was $8,240,000,000, 
and January $8,197,000,000. 

The department put total retail 
sales in February at $11,229,000,- 
000, compared with $11,338,000,- 


000. On a seasonally adjusted basis 
the total for February was $12,908.- 
000,000 and for the previous month 
$12,650,000,000. 

For durable goods retail estab- 
lishments the unadjusted February 
total was $3,752,000,000 and Janu- 
ary $3,597,000,000. The adjusted 
figure for February was $4,451,- 
000,000 and for the previous month 
$4,150,000,000. 


Fair Trade Groups Join Forces to Back 
McGuire Bill with Keogh Amendment 


Fifty thousand retailers, all re- 
tail trade associations and some 
2000 manufacturers of consumer 
products have been urged by the 
American Fair Trade Council to 
write to Congressmen to urge quick 
action to resuscitate fair trade. 


The most notable developments 
in the fair trade matter was the 
written agreement of the two lead- 
ing factions that favor fair trade, 
on April 2, to support a single 
bill for Congressional action. 

This is the McGuire Bill (H.R. 
5767) with the Keogh (Wentling) 
amendment. 

After prolonged public Congres- 
sional hearings, the House Rules 
Committee on March 19, issued 
rules on both the McGuire bill, 
backed by the National Association 


of Retail Druggists, and _ the 
Keogh bill (H.R. 6367), supported 
by the American Fair Trade 
Council. 


At a meeting of the heads of 
these two organizations, on April 
2, it was agreed that the McGuire 
bill, as amrended by an important 
paragraph from the Keogh bill, 
would be acceptable to both or- 
ganizations. 


The amendment agreed upon 
simply adds to subsection (4) of 
the McGuire bill the following: 

“Whenever by contract or agree- 
ment described in subsection (2) 
a stipulated or minimum resale 
price may be established for a com- 
modity in any State, Territory or 
the District of Columbia, where 
such a contract or agreement is 
lawful, it shall be an act of unfair 
competition, actionable at the suit 
of any person damaged thereby, to 
willfully and knowingly, in inter- 
state commerce, (1) advertise for 
sale, offer for sale, or sell or (2) 
have transported for sale or re- 
sale or (3) deliver pursuant to a 
sale, or otherwise deliver, such com- 
modity in any such State, Terri- 
tory, or the District of Columbia, 
where such a contract or agree- 
ment is lawful, at less than the 
price or prices so established in 
such contract or agreement. Any 
person, firm, corporation, or as- 
sociation injured in his business 
or property because of the violation 
of this subsection (4) shall be en- 
titled to sue for and have injunctive 
relief against threatened loss or 
damage by a violation of this sub- 
section (4).” 


Toastmaster Tells Congress Why It Favors 
Fair Trade; Shows F. T. Prices Are Lower 


A 42-page brief covering various 
phases of the problem on the re- 
cently challenged Fair Trade laws 
have been submitted to members 
of both houses of Congress by the 
Toastmaster Products Division of 
McGraw Electric Co., Elgin, IIl., 
as evidence that this company is 
unreservedly in favor of Fair 
Trade. 

Striking evidence is presented in 
the McGraw brief to show that, 
during the past decade, prices of 
Fair Traded articles have increased 
less than those of articles not usual- 


ly Fair Traded. Among the latter 
are food, clothing, and house fur- 
nishings, all of which now cost 
more than twice as much as in 
1937, when Fair Trade became law- 
ful. Much smaller price advances 
have been registered in lines most 
commonly Fair Traded, such as 
drugs and toilet goods. 

In the electrical appliance field, 
the Toastmaster toaster is shown 
to be an outstanding example of 
moderation in pricing under Fair 
Trade. In spite of ever-mounting 
production costs in a period that 
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Here's More Profit NEWS for YOU 


USE THE 


PROCTOR PARTNERSHIP PLAN 
To build volume sales profitably NOW! 


Ask your Proctor Representative about the profit 
details of these merchandising offers which have 
been consumer tested and proved red hot! 

Tie-in with these Life advertisements and build 
trafic and volume, profitably—NOW! 

Ask your Proctor Representative to show you 
the complete Proctor Partnership Program. 

Wire, call or write now. 


PROCTOR 


APPLIANGe 
wet N. 4 
F € You can 18” 


e 3rd St. & Hunting Park Ave., Philadelphia, Pa. 



















Here is a sample of the re- 
sults retailers are getting! 
Jack Butler of Dem- 
erey’s, Inc. says of the 
Proctor Partnership 
Plan, ‘“‘Demerey’s has 
sold more Proctor 
1469 Toasters, in the 
last 10 days, than all Pv thet stays dt 
other brands com- YOU" set today, ong at ty ene 
bined for the last mes 
three months”’. 


Get your share of these profit- 
able Procter sales now ! 


stretch, 








This Advertisement will ap- 
pear in LIFE on April 28, 
May 19 and June 2. (As 
part of Proctor’s continuing 
Life program reaching 
more than 66% of the con- 
sumers in your trading area.) 
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STOPS LEAKS 


ntlY, 






for Split Soil Pipes, 
Waste Lines, Sand 

Holes, Cracks, Pin- 
holes, and Gaskets 


Just rub into the crack ... that’s 
all! This positive seal for Water, 
Gas, Acids, Brine, etc. applies to 
wet or dry surfaces. An excellent 
caulking compound that stops 
leaks while liquid runs in pipes 
under moderate pressure. 





Easy-to-use 
STIK FORM 


DISPLAY IT! 
SELL IT! 


The most practical 
item in years... 
for Big, Steady 
PROFITS! Attractive 
2-color Self-Display 


Box. Write for folder and sample 


LAKE CHEMICAL Co. 


3058 W. CARROLL ¢ CHICAGO 12, ILLINOIS 
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to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, S¢ 


interchangeable store fixtures availab! 


today for huge catalog NEM 52xA | 
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has seen the consumer price index 
skyrocketing 96 pct above the 1937 
level, the retail price of the Toast- 
master has advanced only 36.6 pct 
(plus Federal excise tax.) 


PRICE INCREASES 
127.4% 1937 — 1951 


(Tis Poation 
OF imcatase 


jt 8 
(CXCISE Tax) 











SS 
NON FAIR TRADED GOODS FAIR TRADED GOODS 


This chart graphically demon- 
strates how non-fair trade prices 
rose much higher than fair traded 
lines: 


Retailers Low On 


Hard Floor Coverings 


A bright outlook is seen for hard 
surface floor coverings, an impor- 
tant factor in which is low retail 
inventories. In some _ instances 
stocks are reported to be down as 
much as 50 pct from last year. Sub- 
stantial buying by dealers to re- 
plenish stocks is anticipated soon. 
Volume of hard surface floor cover- 
ing business in the past few months 
is said to have been considerably 
better than that of the soft surface 
industry. 

There has_ been’ considerable 
stress on promotion of self-installa- 
tion kits at the retail level during 
the past year. Consumers have been 
quick to take advantages of the sav- 
ings inherent in _ self-installation 
and the industry has welcomed the 
opportunity to cut down the ex- 
pense involved in maintaining large 
installation departments. 


Linseed Oil Price 
Shows a Decline 


Recent declines in prices of lin- 
seed oil, important factor in pro- 
duction of linoleum, has brought 
about a review of the linoleum price 
structure by the industry.  Al- 
though an immediate reduction in 
linoleum prices is held unlikely, due 
to higher costs of pigments and pos- 
sible wage increases, a continued 
decline in linseed oil prices could 
eventually lead to a price reduction 
in linoleum, manufacturers concede. 
Effect of the linseed oil price cut 
thus far is to give producers of 
linoleum a much better operating 
margin. 
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Consumer Survey Shows Demand for Durables 
Would Be Strong Except for Price Resistance 


Intentions to buy refrigerators, 
console radios and washing ma- 
chines in 1952 “have fallen off some- 
what more than planned purchases 
for the group of major household 
goods as a whole,” according to the 
Federal Reserve Board’s annual 
survey of consumer sentiment. It 
added that the demand for tele- 
vision sets appears close to the 1951 
level. The board warned that the 
preliminary findings for individual 
items should be interpreted with 
“particular caution.” 

Most of these durable goods have 
been suffering from a buying slump 
for some months, following the pur- 
chasing spurts which followed the 
outbreak of the war in Korea. The 
board’s survey showed that approxi- 
mately six out of every ten con- 
sumers “with opinions” feel that 
1952 is a “bad time” to purchase 
large items such as automobiles and 
refrigerators. Less than three in 
ten believed 1952 a “good time” to 
buy. 

Demand for automobiles and ma- 
jor appliances, it was stated, is un- 
likely to exceed output. Further- 
more, it was suggested that dealers 
may have trouble disposing of the 
quantities available under the pro- 
duction limits set by scarce mate- 
rials allocations. 

Consumers, the survey indicated, 


apparently are “highly price con- 
scious” and to some extent are 
limiting or postponing purchases of 
new cars on account of present 
prices. 

“Buying plans suggest that the 
number of new houses that will be 
purchased in 1952 is about the 
same, or slightly less, than last year, 
provided that materials, price, qual- 
ity and credit factors do not change 
significantly,” the survey continued. 
“Intentions to buy existing houses 
eontinue at about the same high 
level as in 1951.” 

The survey found also that as 
many persons now intend to buy 
homes in 1953 as plan to buy them 
in 1952. 

The study also revealed that more 
consumers believe their financial 
position has worsened in the past 
year than think they are better off. 
About 36 pct declared they were 
worse off, 33 pct found some im- 
provement and the rest saw little 
change. “Direct indications that 
people could not afford to make pur- 
chases” were more frequently ex- 
pressed early this year than a year 
ago, stated the board. 

“Approximately one-third of the 
spending units did not expect their 
incomes to keep pace with prices 
during the year,” the report added. 


Private Home Building Increased in March; 
Only 9 Per Cent Below Mark of Last Year 


“The upsurge in private home 
building activity was the most out- 
standing construction development 
in March, according to a joint re- 
port of the Bureau of Labor Sta- 
tistics and the Dept. of Commerce. 
Total expenditures for private resi- 
dential building during the month 
were estimated at $784 million, an 
increase of 17 pct over February 
and only 9 pet below the March, 
1951, record. During the first quar- 
ter of 1952 total expenditures for 
private residential building amount- 
ed to 16 pct less than the total for 
the first quarter of last year.” 

March building activity con- 
tinued at record levels, with the to- 
tal dollar volume, public and pri- 
vate, showing an increase of about 
$2 250,000,000, or 13 pct above 
February and slightly above a year 
earlier. 

Total expenditures for the first 
quarter of this year were put at 


almost $6,400,000,000, which was 
about the same as the total for the 
first quarter of last year. 

“New construction outlays were 
at high levels in March largely be- 
cause of increased expenditures for 
military and defense production 
facilities, which have offset declines 
in private residential and commer- 
cial building compared with a year 
ago,” the report said. 


Mail Order Chain 
Store Sales Dropped 


Lower volume marked sales of 
leading mail order houses and chain 
stores generally during March. The 
comparison with a year ago was 
with a month when sales were ab- 
normally high due to the buying 
scare in progress at that time. An- 
other factor in the lower level in 
March of this year was the recent 
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es ) SMARTLY STYLED LIGHT FIXTURES 
‘ice con- ° 

- ge ON THE GROTE — )Ze-ce-eGoe CABINET 
hases of 

present @ Smartly styled light fixtures on 

deep drawn seamless bodies — 

that the equipped with the Stor-In-Door 

; will be extra space-giving feature — 

out the make these Grote Cabinets the 

ast year, favored choice for the modern 

ce, qual- bathroom. There's a Grote 

> change - model for every type of in- 

ntinued. stallation. 

houses Conventional Models : Lighted and 

ne high Unlighted : In All Standard Sizes. 

WRITE FOR COMPLETE CATALOG Ritesh Siteties wale. 
that as 14” x 22” mirror. Fluorescent 
to buy lights in chrome fixture. 
ly them 
at more CL-5199 i] 

° Cc Stor-In-D del 
inancial vith 20” x 23” frameless 
he past mirror. Fluorescent lights. 
ter off All chrome trim. 
y were 
me im- THE ; 
w little _——— 
CL-264 , 
1S that M F G ¥ c o tlie I N Cc r MORE USEFUL SPACE IN GROTE 14” x 22” mirror in stainless 
ke pur- Grote Square * BELLEVUE, KY. STOR-IN-DOOR CABINETS steel frame. Incandescent lights. 
tly ex- 
a year = -_ a : : 
of the : 
t their ie 
prices ly 
added. 
h was Zz 
‘or the . + ° 
...@ small investment with a big return! 
3 were | You pay less... make more when you _ bedrooms, kitchens, and nurseries for 
ely be- sell Kimble Glass Bars. curtain ties, towels, dish cloths, and 
"es for I Tremendous production facilities at shoe bags. 
uction f Kimble make it possible for us to sell at a With their sleek crystal-clear glass 
aclines A. Kimble Button-End Glass Bars — low price to give you a big profit margin. and polished, gleaming metal fittings, 
mmer- | crystal or opal glass with adjustable Stock Kimble Glass Bars, display them Kimble Glass Bars are attractive in any 
a year metal fittings. 18’’ long. . in your window and on your counter. T0oM... stay clean . . . never rust. 

B. Kimble Double-Purpose Glass Bars— You'll see how quickly shoppers snap Order Kimble Glass Bars—the quality 
crystal glass with adjustable them up once you point out how helpful _ line with quantity demand—from your 
fittings for partial or full-length Kimble Glass Bars can be in bathrooms, — wholesaler, today, or write to us direct. 
use. 24" long. - 

| KIMBLE GLASS BARS WON’T RUST... 
" C. Kimble Bent-End Glass Bars— 

V,'’ crystal or opal glass with STAY NEW-LOOKING! 
les of i strong, modernistic metal fittings 
inin j 18” and 24" lengths. : " 

| 

1. The D. Kimble Deluxe Glass Bars— ? 
) was | %"* erystal-clear glass with heavy, 
e ab- streamlined metal fittings. 18°" B I ] ( | A S TOLEDO 1, OHIO 
uying __ ond 24” lengths. 

i a : Division of Owens-Illinois Glass se 
vel in fee 
ecent i sect pete is anctilliatineiiaiaeeeaeas eA a ST WT ITS dina ilies . a iia ‘ aaiseitanalis i 
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Cathe 


CLEANS OVEN 


\ \ GREASE ' RZ 


like Mas Mast 


*NO STEEL WOOL 


— ay 
eNO RAZOR BLADES 


-NO AMMONIA =" ‘Coal 


*NO SCRUBBING 


Here’s the hottest item in the field! 
EASY OFF, the amazing new oven 
cleaner, is going places fast. Retailers 
across the country are finding real vol- 
ume and profits through our merchandis- 
ing support. Available in two sizes... 
69c...and the big economy size jar 98c, 
Write for details. 


THE WOLCOTT CO. 
955 Asylum Ave., Hariford 5, Conn. 








Does MORE than stir... 
it MIXES thoroughly 
.-oin SECONDS ! 


MIXES any oil or water base 


paint... texture paints... 
wallpaper paste .. . patching 
plaster... lime putty plaster 


. wallboard finishing ce- 
ment. 





| Do not compare the new PARK 
4 “MIXBIT" with other mixers 
which merely stir. The ‘‘MIX- 
BIF’s counteracting 
blades really churn and 
mix... without throw- 
> ing contents from the 
can. Does the job in 
just a few seconds, 


CALL YOUR JOBBER 
FOR THE NEW 
PARK 


“MIXBIT" 


Pat. Pend. 


MANUFACTURING CO. 
PARK GRANT PARK, ILLINOIS 
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lag in retail trade as a whole. 
Sales of leading mail order houses 
and chains follow: 
1952 1951 
Sears, Roebuck & Co. 


% Change 


March $199,821,879 $215,068,134 — 7.1 

2 months 378,125,038 391,065,385 — 3.3 
Montgomery Ward & Co. 

March $79,273,268 $96,106,936 —16.6 

2 months 147,152,304 172,679,541 —14.8 

F. W. Woolworth Co. 

March $50,662,858 $58,512,027 —13.4 

3 months 141,217,011 144,228,388 — 2.1 
Western Auto Supply Co. 

March $10,531,000 $10,840,000 — 2.9 

3 months 29,983,000 35,820,000 —16.3 


Feb. Volume Up For 
Large Hardware Stores 


Large retail hardware firms in 
the leading metropolitan centers 
showed a one per cent improvement 
in business from January to Feb- 
ruary. 

February business of these large 
firms, in large cities, was 12 pct 
lower than it was last February, 
according to the Dept. of Com- 
merce. 

Hardware sales in these large 
centers for the first two months 
were 15 pct lower than in the same 
two months of 1951. 

The report follows. 


Pct Change in Sales 


Feb. Feb. 2 mos. 
1952 1952 1952 
from from from 


Feb. Jan. 2 mos. 
1951 1952 1951 


Jefferson Co., Ala. + 1 +21 —12 
Los Angeles Co., 

sh aa —21 +15 —27 
Sacramento Co., 

| eee —17 —5 —21 
Hartford & Tolland 

Con, CORR. 2... —28 + 2 —28 
D. of C., City of 

Alexandria, Va., 

and Arlington 

Co., Va.,’ ,and 

part of Mont- 

gomery Co., Md. —5 + 6 —13 
Cook Co., fil...... —27 —12 —23 
Adams & Allen 

a —21 + 2 —26 
Wayne Co., Mich... —6 +9 —9 
City of St. Louis 

and St. Louis Co., 

Mo. and East St. 

Lows, TH. <0 —2 +6 —6 
New York City and 

part of West- 

chester Co., N.Y. —14 — 5 —15 
Erie Co., N.Y..... +3 +6 —8 
Monroe & Wayne 

Cos., N.Y. ..... —8 —ll —4 
Philadelphia Co., 

eee —14 —& — 8 
Norfolk & Princess 

Anne Cos. and 

cities of Norfolk, 

South Norfolk 

and Portsmouth, 

eae +22 —5 +17 
King Co., Wash... —32 -—11 —30 
Milwaukee & Wav- 

kesha Cos., Wis. —138 + 8 —21 


Wholesalers’ Stocks 
Declined in February 


“Inventories of all wholesalers 
were estimated at $9,861,000,000 at 
the end of February, the Commerce 
Dept. reports. On a seasonally ad. 
justed basis this represented a de. 
cline of about $250,000,000 during 
the month, with durable and non- 
durable goods establishments con. 
tributing almost equally to the re- 
duction in stocks. The inventory 
declines occurred primarily in con- 
struction materials, machinery and 
alcoholic beverages. 

“Among merchant wholesalers of 
durable goods, construction mate- 
rials and jewelry sales were sub- 
stantially higher than in January,” 
the department said. “Seasonally 
adjusted sales of electrical goods 
and machinery wholesalers declined 
slightly while all other major dura- 
ble goods lines recorded modest 
gains.” 

February sales of durable goods 
wholesalers amounted to $2,696- 
000,000 which represented a 4 pet 
rise over January on a seasonally 
adjusted basis, the Commerce Dept. 
reported. Total wholesalers’ sales 
for February amounted to $9,025, 
000,000, a 2 pet gain over January, 
with allowance for seasonal varia- 
tions. 


Sears Drop Prices 
On '52 Refrigerators 


Prices on Sears, Roebuck’s new 
1952 line of Coldspot refrigerators 
have been reduced as much as 16 
pet compared with last year’s line, 
the mail order and chain store com- 
pany announced. 

A nine cubic-foot Coldspot re 
frigerator which last year sold for 
$239.95 is priced at $199.95 in the 
new model. <A _ seven cubic-foot 
model which formerly sold for 
$224.95 is listed at $199.95 among 
the 1952 models. 


March Factory Sales 
Of Vacuums Up 23% 


Factory sales of standard-size 
household vacuum cleaners it 
March totalled 290,092 units, com- 
pared to 235,936 in the preceding 
month, or a gain of 23 pet, accoré- 
ing to industry-wide figures al- 
nounced today by C. G. Frantz, sec 
retary-treasurer of the Vacuum 
Cleaner Manufacturers’ Associ 
tion. 
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Stronger Demands for 
Automatic Washers 


Automatic washing machines are 
enjoying a high level of demand, 
and with the entry of Thor Corp. 
into this field, “we expect to share 
in this large potential,” Raymond 
J. Hurley, chairman of the board, 
said in the annual report. 

“While our 1952 plans call for a 
heavy emphasis on the production 
of defense goods, we are not for- 
getting our primary function: the 
manufacture and sale of home 
laundry appliances.” 

Sales in 1951 amounted to $22,- 
581,086, compared with $29,930,337 
in 1950. The drop in sales, Mr. 
Hurley stated, was attributable to 
a general letdown in appliance pur- 
chases after unnaturally high buy- 
ing in the nine months following 
the entry of the United States into 
the Korean conflict. 


instalment Accounts 
Total Shows Decline 


Household appliance store in- 
stalment accounts outstanding de- 
clined during February and at the 
month-end were about 4 pct below 
the level of balances outstanding 
on Jan. 31. Month-end balances 
were about 16 pct below those of 
February last year, according to a 
Federal Reserve System report. © 

The instalment collection ratio 
of 12 pet was down one point from 
January, but was one point above 
the year-ago ratio, for household 
appliance stores. 


-H Warns Distributors 
On Food Freezer Clubs 


International Harvester Corp. 
has sent a letter to its distributors 
warning them of the “obvious 
hazards” of food freezer clubs. Such 
clubs are merchandising plans un- 
der which home freezers are sold, 
along with a six-months’ supply of 
frozen food. The freezer and the 
food are financed separately, but 
both items are paid for by time- 
payment plans which are under- 
written by local financing institu- 
tions. 

The letter, signed by T. B. Hale, 
vice president in charge of general 
sales, said that the company does 
“not endorse or sponsor any food 
freezer program. Neither do we 
condemn them as such.” The com- 
pany believes most of its sales dis- 
tricts and distributors have had or 
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These star salesmen 
help you sell Klean-Strip remover 







“PEELS OFF PAINT’’ 


It’s Fast! It’s Clean! It’s Non-inflammable! 


For free sample and name of nearest jobber, write 


W. M. BARR & CO. 
2342 S. Lauderdale St., Memphis 6, Tenn. 


Absolutely no change 
in quality—but price 
slashed to... 





quick-winding ... have a flush-folding 
handle, press button center, roller 
mouthpiece. 

Order Roe Steel Tapes from your 
jobber and start cashing in. There are 
cases of metal-banded leatherette; 
metal-banded or handsewn leather . . . 
25, 50, 75 and 100-foot lengths . . . feet 
in inches and eighths or in tenths and 
hundredths. 


THERE ARE NO FINER TAPES on the market 
than Roe Steel Tapes. And now —with 
the price of the 50-foot model slashed 
to $5.00, and other sizes priced pro- 
portionately — Roe Tapes are far and 
away the biggest dollar value you can 
give customers today. 

Roe Tapes are tops in design, mate- 
rials and workmanship. They are 
permanently easy to read. They are 


JUSTUS ROE & SCNS, Inc. 


Makers of Fine Steel Tapes since 1876 
PATCHOGUE, NEW YORK 
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THE LAST WORD 







IN 
WIRE PRODUCTS 








BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 





STOVEPIPE WIRE 
ASSORTMENT 
STRANDED AND 


SOLID CLOTHES 
LINE WIRE 


COIL AND SPOOL 


will soon have occasion to pass 
judgment on the plans. 

“In such case,” Mr. Hale said, 
“we recommend that you explore 
the proposal carefully, weighing its 
advantages and disadvantages in 
view of the obvious hazards. In 
particular it is vital to establish be- 
yond question the character and 








good faith of other firms with which 
a distributor or dealer might be as- 
sociated in such a plan.” 

There have been no instances as 
yet requiring disciplinary action 
but company executives warned if 
that occurred it would result in can- 
cellation of the distributor’s con- 
tract. 


Net Profits Lower and Operating Expenses Up 














STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 











H CONFIDENCE 


aN Caen R 


Re bha “OR 


AMA ee Ayvt 
ISLAND 





SOLD THROUGH 


re JOBBERS ONLY: 


as YOURS FOR PARTICULARS 


NEW YORK 








Gripper Clips 


Registered U. S. Pat. Office 








e quces Goop TOOLS, INC. @ 
Box 268 Orange, Mass., U.S.A. 

















Slides Paint Off 
~Like Butter! 


















“SPRING” 


TOGGLE BOLT east 


ASH FOR CATALOG - 


DIAMOND EXPANSION BOLT CO., INC. 
DEPT. H.A. © GARWOOD,N. J. 
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Was Picture for Department Stores Last Year 


Net profits of the nation’s de- 
partment stores during fiscal year 
1951 were hit sharply by a new low 
in mark-on and a new high in op- 
erating expenses, along with in- 
creased taxes, declared a report is- 
sued by the Controllers Congress of 
the National Retail Dry Goods As- 
sociation. 

There was a 0.7 pct drop in 
cumulative mark-ons from 1950 to 
38.6 pct, the lowest in 16 years, ac- 
cording to the report. 

There was a 1.1 pct rise in ex- 
penses to 32.6 pct, the highest level 
since 1941. For stores with annual 
volume of more than $1,000,000, the 
largest group covered, net profits 


after taxes dropped by 1.4 pct of 
sales to 2.4 pct, the lowest return 
since 1939. 

Volume equalled that of 1950 but 
the report emphasized that the con- 
tributing factor was a rise in the 
1951 average gross sale to $4.41 
from $4.28 in 1950. However, unit 
sales showed a 1 pct drop for the 
same period. 

Due to the failure of economic 
controls to hold expenses down 
while freezing mark-ons, retailers 
are unable to earn a_ reasonable 
profit, said Raymond F. Copes, gen- 
eral manager of the Controllers 
Congress. 


Factory Output of Major Appliances 
Off Sharply in First Two Months 


There was a sharp drop in fac- 
tory sales of home appliances in 
February, compared with the same 
1951 month, reported the National 


| Electrical Manufacturers Associa- 


tion. Even more marked was the 
decline in factory sales of five im- 
portant appliances in the first two 
months of this year as against the 
same period a year ago. 

Factory sales of household re- 
frigerators in February dropped to 


| 277,986 units from 432,420 in the 
| same month a year ago. 
| ary and February sales were down 
| to 553,283 units from 912,027 in 


For Janu- 


the same 1951 months. 

February factory sales of electric 
ranges totaled 64,984 units, as 
against 124,118 in February, 1951. 
For the first two months of this 
year they totaled 145,810, compared 
with 256,555 a year ago. 

Farm and home freezer factory 
sales in February totaled 50,127 
units, compared with 63,996 in 
February, 1951. For January and 
February the total was 94,274, 
against 135,704 in the comparable 
period last year. 

Manufacturers sold 43,453 elec- 
tric water heaters last February, 





compared with 59,501 in the same 
month last year. For the first two 
months of 1952 factory shipments 
amounted to 81,183 units, down 
from 133,183 in the same _ two 
months of 1951. 


Output of Washers 
Shows Big Increase 


Factory sales of standard-size 
household washers in February to 
talled 255,864 units, compared to 
213,998 units in*January, or a gail 
of 19.5 pct, according to figures 
announced by the American Home 
Laundry Manufacturers’ Associa 
tion. The February total compares 
to an industry-wide total of 341, 
328 units sold in February, 1951, 
a loss of 25 pet. 

Dryers sold in February aggre 
gated 44,540, off 1.3 pct from 45,121 
in the preceding month and a gall 
of 20.9 pct over 36,851 units sold 
in February, 1951. 

February ironer sales amounted 
to 17,630 units, compared to 15,636 
in January, up 12.8 pet and were 
45.5 pet below 32,400 ironers in the 
comparison month of 1951. 
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| HOURS 
“ CONTINUOUS 
7 SERVICE 





UNIVERSAL PUMPS 


AND WATER SVSTE MS 


You can pick your pump to fit your needs 


from Universal's line of 300 pumps and 

A—Multi-Stage Pumps 
Larger volumes of 
woter at high dis 
charge pressures 
from depths to 300 
feet. 


water systems . . . and get these extras 
too — more water at lower cost, trouble free 
24 hour performance, easy installation and 


long-lasting service. Write for catalogue B—Convert-!-Jet 


Shaliow well, self 
priming, city pres- 
sures, convertible to 
deep well. 


describing injector and centrifugal pumps 


and water systems for home, farm and 





industry. 














UNIVERSAL MFG. CO. 
1440 SAN PABLO AVE., BERKELEY 2, CALIFORNIA 








}*116 | There's a Universal for you ! ! ! Dept. 115 HAS 








25 TO 359% MORE SELLING SPACE 


MODERN SELF SERVICE MERCHANDISERS WITH PROOF OF 
MORE SALES FOR YOU 


Built with one purpose in mind: vTsHLntlt 
to sell more merchandise for you. sg ee amet eau ut 
Prompt delivery. nt hes EE Tay in AMATI PRLPEry) 
Fixtures painted and partially as- © er J Fe fiat itil 
sembled at factory to insure fast, 4 x 

accurate installation. 

Your business need not be 
stopped while fixtures are being 
installed. 




















NO WASTED 
DISPLAY SPACE 











All types of Hardware Fixtures — Island Units 
— Wall Shelving — Nut and Bolt Bins — Nail 
Counters—Paint Shelving, etc. 


Contact us today for FREE Store Planning Ser- 
vice or Catalog. Do it now—call, wire or write. 


SITKA SPRUCE LBR. & MFG. CO. 


DESIGNERS—MANUFACTURERS—STORE PLANNERS 
P. O. BOX 295, 2500 GENESEE, KANSAS CITY, MO. 








ees 
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RUB it on-Friction'’s GONE 


RUN-SMOOTH 


LUBRICATING STICK 


A light-colored STICK that lubricates 
stubborn windows, of- 
fice files, doors, door- 
latches, zippers, bi- 
cycle chains, autos, 
anything that sticks, 
by just 4 
rubbing 
Files Balk! it on. 

No messy fluid. Will 
not soil hands nor mar 
or stain wood, plastic 
or metal surfaces. 









Windows Stick! 


Bright colored Display Case, holding 12——-25c sticks, 
for either counter display or hanging dispenser. 


SOLD THROUGH JOBBERS 


Decto Products Co 
SALEM7 MASS 


Makers also of DECTO-STICK, which Fills and Colors 
NICKS, DENTS and GOUGES in natural-finished 
or stained woodwork, leather or plastics. 





—— "Selling Is Our Business" — 

@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house- 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN Sacanization 


200 Fifth Ave., New York 10, N. Y. 
Direct Factory Representative 

















PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 
Gauge Siphons 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, = 











His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in March. With 
best wishes for your continued success.’ 
Sincerely yours, 











A Satisfied Advertiser 
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Promotions 


Manufacturers’ New Merchandising Plans 


Mowamatic Campaign 


The Mowamatic Corp., Mt. Ver- 
non, N. Y., has started a national 
consumer advertising campaign in- 
tended to reach over 20 million 
homeowners this Spring. Ads will 
appear in the Saturday Evening 
Post, Better Homes & Gardens, 
Good Housekeeping, House Beauti- 
ful, Popular Mechanics, Flower 
Grower, Pathfinder and Sunset. A 
complete kit of merchandising tools 
for the dealer’s use has been pre- 
pared. 


Norge Spring Push 

A Silver Jubilee Viking Contest 
will be the feature of the largest 
concentrated promotional campaign 
in the history of the Norge Divi- 
sion, of the Borg-Warner Corp., 
which announces a planned expendi- 
ture of $2,500,000 in the April-June 
period. Details of the contest have 
been revealed to several hundred 
wholesale men who, in turn, will 
hold local meetings. Sales of quali- 
fied Norge products by the dealer to 
a consumer in the three months’ 
period will earn prize points en- 
titling him to a wide assortment of 
nationally known merchandise in 
the dealer contest. 


Universal Promotion 


A continuous month - by - month 
promotion, known as_ Universal’s 
Golden Slumber Party will be used 
by Landers, Frary & Clark on its 
electric blankets. 

The promotion will be backed by 
a half-million dollar expenditure 
for magazine, newspaper and trade 
magazine advertising. 

The first three individual, cor- 
related promotions is the Golden 
Orchid promotion scheduled to start 
this month and continue until the 
end of the year. 


Hotpoint Promotion 


A three-phase national promo- 
tional campaign, built around a 
“lucky penny” theme tied in with 
appliance demonstrations and 
prizes for consumers is being 
started in May by Hotpoint, Inc. 


Dealers participating in the two- 
month promotion will mail entry 
cards with “lucky” pennies inserted 
to local prospect lists. Prospects 
will be asked to fill out entry cards 
and come in to the dealer’s store 
to receive a free prize. Entry 
cards filled out with information on 
appliances owned and wanted by 
the customer are put in a fish bowl 
for a grand prize drawing. 

The second phase of the sales- 
building activity will center around 
a “Lucky Penny Party” held in the 
dealer’s store. Dealers will give 
continuous demonstrations of all 
1952 kitchen and laundry appli- 
ances, and serve refreshments pre- 
pared on appliances in the store. 
The refreshments will be sold to 
customers for a penny. 

During the lucky penny program, 
the dealer will wash and dry a load 
of customer’s clothes for one cent 
in automatic laundry appliances to 
dramatize low cost of operation. 


Two NEMA Contests 


Two contests, one for dealer: 
handling electrical housewares and 
the other for display men have been 
announced in connection with the 
Electrical Housewares Gift Cam- 
paign. The contests will determine 
(1) the best interior or window dis- 
play of electric housewares mer- 
chandised as gifts and (2) the best 
newspaper ad promoting electric 
housewares as gifts. 

First prize industry plaques will 
be awarded in each of the different 
dealer divisions such as appliance, 
hardware, department store, ete. 
Additional certificates of excellence 
will be awarded at the discretion of 
the judges. 

Dealers can enter the contests by 
submitting photographs or snap- 
shots of their displays and tear 
sheets, each accompanied by the fol- 
lowing information: Name and aé- 
dress of store, type of store, name 
of person responsible for display oF 
ad, comments on results. Closing 
date for entries is July 15. Entries 
should be mailed to: Contest editor, 
Electric Housewares Section, Na 
tional Electrical Manufacturers 
Assn., 155 East 44th St., New York 
it. mw. 3; 
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Oster Products Test 


Philadelphia has been selected 
as a test area from which a pat- 
tern of promotion of John Oster 
Co. electric household appliances 
will be developed for other key 
markets throughout the country. 

Weekly three-quarter page ads 
will appear until July in the Phila- 
delphia Evening Bulletin, and will 
be supplemented by national maga- 
zine advertising in Good House- 
keeping, Saturday Evening Post, 
Better Homes & Gardens, Esquire 
and the Woman’s Home Com- 
panion, plus local radio and tele- 
vision promotion. 

Point-of-sale and window dis- 
play materials are available through 
distributors. The Oster Co., Racine, 
Wis., has urged dealers to also tie- 
in with the National Electrical 
Manufacturers’ Association for 
gift-buying for Mother’s Day, 
Father’s Day, and June brides. 


Operation Bing-Bong 
Westinghouse retail salesmen all 
over the country will have an op- 
portunity to share awards totaling 
$50,000 in a sales training contest 
announced by Westinghouse Elec- 
tric Appliance Division. The con- 
test involves answering the tele- 
phone and giving the right sales 
pitch. i 
The right sales talk, reports R. 
J. Sargent, division major appli- 
ance manager, is a sales story cov- 
ering the important features of the 
company’s 1952 line of electric 
ranges and refrigerators. Termed 
“Operation Bing-Bong,” the pro- 
gram combines the facilities of the 
company and its distributor organi- 
zation in a mass training effort 
reaching out to more than 25,000 
Westinghouse retail salesmen. 
Salesmen attending the retail 
training sessions are required to 
sign a registration card to be eligi- 
ble to participate in the contest. The 
first series of telephone calls starts 
May 12 and each week, for four 
weeks, over 900 Westinghouse re- 
tail salesmen will be contacted. 
Each salesman called will be 
asked to give a sales pitch on either 
ranges or refrigerators as re- 
quested by the caller. Winning 
sales stores will earn cash prizes 
ranging from $5 to $50. Calls to 
Pick grand prize winners will be 
Placed by top division sales officials 
during the week of June 23. Grand 
prize winners receive $150 in cash 
plus an all-expense trip to Mans- 
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WILCOX, CRITTEN 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 





TURNBUCKLES 


WHAT DO YOU NEED? 


We manufacture Galvanized Steel, Self- 
Colored Steel or Bronze Turnbuckles in 
either open or pipe type bodies—with Hook, 
Eye, Jaw or Stub End fittings. Available in 
all standard lengths in sizes from 1/4” to 2” 


diameter. 


The W-C line of Heavy and Shelf Hard- 


ware also includes items ranging from Blocks 





& Pulleys to 


Steel Shackles. 
plete information on the 
“Dependable” 
day for your free copy of 


our new 1952 Catalog “L”. 
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DEN & CO., INC. 
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FREE—This Silent 
Salesman Display 


Case with every 
dozen ordered. 


The cutter with a “golf-club” 


IMMEDIATE 
DELIVERY 


—if you order 


promptly through 
your wholesaler 








balance and feel. Curved plain 
blade (or serrated edge)—an effi- 
cient cutting tool 38” over all 
length. 


Detachable blade gives you 
extra profit in sharpening or re- 
placing. This is the only cutter 
using Elastic Stop Nuts — can't 
loosen or freeze to the bolt. Blades 














—61M. 


Packed 6 


Note: Specify type blade desired. 
Plain—61P, Serrated—61S, Assorted 


may be purchased separately. a 


to a carton 
assembled 


Made in Maine — Sold the World Over 


















NORTH WAYNE TOOL CO. 


1835 


OAKLAND, MAINE 


Over a Century of Service 


1952 Fclae 
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best seller- 


for spring and summer 








Time now to stock up on this hot 
weather best seller! Finest quality. 
No-Splash spray or massage head. 
Fitsall connector—fits all faucets. 
Attractively packaged. Popularly 
priced for fast turnover, top 
profits. Write now for prices and 
new DAISY Catalog. 


SCHACHT RUBBER MFG. CO. 
DEPT. H HUNTINGTON, INDIANA 








SNELLED HOOKS 


THE HOOKS THAT WILL NOT PULL OFF 


Pequea uses. the famous Mustads and 
snells them with Dupont Nylon Leader 
material by a patented machine proc- 
ess. This makes every “Pequea Hook” 
uniformly stronger and absolutely de- 
pendable. You can get “Pequeas” in 
every popular point and bend with 
Snells from 6 to 36 inches long. 


The greater strength in Pequea Hooks 
is in the methed of snelling. 


PEQUEA Quilby MINNOWS 


The Aristocrat of Lures 


More than 60 styles, weights and sizes. 
They get the big game fish in both 
fresh and saltwater. .60¢ to $1.35 ea. 
Send for catalog and details of LOCAL- 


1ZED ASSORTMENT OF HOOKS AND 
QUILBY LURES 











PEQUEA WORKS, Inc. 





STRASBURG, PENNA 


136 





field, Ohio, for presentation of an 
award. The wholesale salesmen 
who trained the 16 top winners will 
receive $100 plus the all-expense 
trip. 


Special Proctor Offer 


The Proctor Electric Co.’s Part- 


| 
| 


nership Plan introduced in Febru- | 


ary has been so well received that 
the company plans to continue it, 
with a second phase. 


Phase two repeats the “red hot | 


special” idea and urges retailers 


to sell up to the Proctor Custom | 


toaster, the Never-Lift iron and the 
steam iron to make extra profit. The 
newest “special” is a combination 


of the Model No. 61 Mary Proctor | 
Hi-Lo ironing table with wheels and | 


the Mary Proctor custom fit, pad 
and cover set. Regular retail prices 
of these total $18.90. 
15 to June 30 these items are of- 
fered to the consumer at $15.95. 


* * Eo 


Servel to Introduce 
Home Air Conditioner 


Servel, Inc. is preparing to place 


From April | 


on the market the first oil-fired | 
year-round home air-conditioner for | 


heating and cooling ever to be of- 
fered. The new units, a company 
spokesman said, would be some- 


what similar to the present gas- | 
fired units which the company has | 


been offering for the last several 
years. 

The company said sales of air- 
conditioning equipment topped $1 
billion last year and should show 
another 25 pct increase this year. 
Servel stated, it will offer a new 
room air-conditioner in 1953. 


Eureka Williams Has 
Gas-Fired Heat Units 


Eureka Williams Corp., Bloom- 
ington, Ill., has announced the 
formation of a new Gas-O-Matic 
Division to promote and sell a new 
line of automatic gas-fired domestic 
equipment. The company has long 
been identified with automatic oil 
heat manufacturing. 


Forty-one models of five basic | 


units are now in production. These 
include 12 models of Low Boy 
forced air furnaces, nine of High 
Boy forced air furnaces, six of 
gravity furnaces, ten of atmospheric 
conversion burners and four of 
power type conversion burners. 


| 
| 
| 
| 








McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 

















Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. 


are accurate, authentic, 


Here 


easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


issue 


dealers. 
feature in each 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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Dealers Advised to 
Set Up Power Mowers 


Don’t sell power mowers in the 
box they came in, is the advice 
of Reo Mowers, Inc., to hardware 
dealers. 

To sell them that way is asking 
for a lot of avoidable trouble and 
angry customers, said Allen W. 
Greene, Reo Service manager, who, 
pointed out that approximately 90 
pet of service calls on new mowers 
are the result of selling them in 
the box. 

“New power mower owners are 
naturally somewhat excited over 
their newest possession. Imagine 
their reaction if they have difficulty 
in putting it together, starting, or 
operating it,” said Mr. Greene. 

“Let’s assume they assemble it 
and get it going all right but 
shortly afterward trouble develops. 
Imagine how they feel! 

“Although instructions accom- 
pany each mower apparently not all 
customers read them. For instance 
the instructions warn that there is 
no oil in the engine. Despite this, 
some new owners have seriously 
damaged the engine before they 
realized there was no oil in the 
crankcase,” said Mr. Greene. 


Skilsaw Reports 
Increased Demand 


In the last two years Skilsaw, 
Inc. has sold more tools than it did 
in the first 20 years of its existence, 
Bolton Sullivan, president, said in 
his annual report. 

“The expansion in the markets 
for both electric and pneumatic 
tools has been such in the last two 
years that the quantity of new and 
redesigned models that we have 
completed has far exceeded any 
other period in our history,” Mr. 
Sullivan stated. 


Coleman Co. Hopes 
To Top Record Year 


The Coleman Co., makers of home 
heating equipment, lanterns, camp 
stoves and other portable lighting 
appliances using liquid petroleum 
products, had record sales in 1951, 
amounting to $37,068,345, as com- 
Pared with $33,794,847 for 1950. 
Civilian sales accounted for $31,- 
743,410 of last year’s total. 

Sheldon Coleman, president, said 
in the annual report that if the 
Materials situation improves, as 
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FREE! 


Write today for your 

Industrial Crayon Gulde, 

describing our complete 

line of markers for every 
need. 


Dept. HA-33. 






For greater legibility, longer wear, on ALL types of lumber, 
mark with AMERICAN LUMBER CRAYONS :- - - specially 
designed for the industry by crayon experts. 


vee we me ew 


the American Crayon Company 
Sandusky, Ohio New York ume 
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Now—with this new Kellogg 
mass display, you show 
brushes, not furniture . . 
get more sales, more profit, 
out of every inch of your 
brush department. 
Rent-free with Kellogg’s 


Assortment No. 2944—six- 
teen tested, sure-fire sellers. 


Modernize your brush department 
with this NEW mass display 


Ask your wholesaler to see 
that you get yours now—or 
write us for details. 


Rellogg @ Crushes 


Kellogg Brush Mfg. Co., Westfield, Mass. 


Put it in a good traffic spot and watch 
your ional sales and profits rise! 
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STAR 
BLADES 


Sales are easier when you 
carry the complete line of 
STAR metal-cutting prod- 
ucts. Over the years, a com- 
bination of a good product 
along with consistent ad- 
vertising to your customers 
has made STAR hacksaw 
blades, frames, and metal- 
cutting band saws the easy 
brand to sell. 


Sold only through 
recognized distributors 


CLEMSON BROS., Inc. 


; \ MIDDLETOWN, N.Y., U.S.A. 
y Makers of Hand ond Power Hock Sow Blades, 
: Fromes, Metal Cutting Band Sow Blodes 

, ‘ “and Clemson Lawn Machines. 


a @ 1082B 
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now indicated, sales for 1952 should 
at least equal sales for 1951, and 
the year 1952 “could well set a new 
record in volume of goods produced 
and sold.” 

“In my judgment, our sales divi- 
sion has launched the best organized 
and hardest-hitting sales and adver- 
tising program in our company’s 
history.” 


B.B.B.'s Say Trade-ins 
Need More Regulation 


The nation’s Better Business 


' Bureaus told the Federal Reserve 


Buard that if, with the return of a 
buyers’ market, Regulation W is to 
be retained at all, its provisions per- 
mitting trade-ins should be drasti- 
cally revamped. Only Congress 
now has that power. 

In a statement made to the board, 
Victor H. Nyborg, president, and 
Kenneth Barnard, chairman of the 
committee on installment contracts 
of the Association of Better Busi- 
ness Bureaus, said: 

“A careful check shows the recent 
amendment, permitting trade-ins to 
be credited against the required 
down payment for listed articles, 
has lent itself to much thinly dis- 
guised manipulation, sharp prac- 
tices and open defiance of the law. 

“There is no known nor an- 
nounced yardstick to measure the 
good faith of these trade-ins, much 
less any practical means of apply- 
ing it. It is common knowledge 
that all too many registrants, will- 
ing to cut corners, assign to dust- 
covered, long unused, obviously 
misused and sometimes utterly 
worthless commodities a grossly in- 
flated ‘value’ against or in lieu of 
the requisite down payment. This 
not only insults public intelligence 
but may be contributing to that 
very inflation the regulation was de- 
signed to curb.” 

Mr. Barnard remarked that the 
number of cases involving court ac- 
tion has been so few in a nation of 
150,000,000 people as to lead to 
some doubt the government itself 
is prepared or equipped to bring 
deliberate and even repeat offenders 
to account. 

Although advertising itself is not 
covered by Regulation W, Better 
Business Bureaus had been asked 
by business to challenge advertis- 
ing offers which, if consummated 
in actual deals, would have violated 
its provisions. 


(Resume reading on page 15) 








No matter how 
you slice it... 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers, the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just as 
goods,” or whatever you call them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turn over and over to 
increase your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind your 
selling. Let your customers know 
they can get from you the brands 
they know and want. Why be 
content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business to substitute 
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INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1718 East 75th Street, Chicago 49 
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‘THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TOR 
PLEASE EVERY 

CUSTOMER’’ 


Peer Tey 





FEY 


— 
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Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can besure 


MANUAL 
TRAINING 











to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 
full line. 






PICTURE Wake 





ADJUSTABLE 
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- < 








TESTED 
E. H. TATE CO. 

FOR OVER 
251 CAUSEWAY STREET 100 YEARS 


BOSTON * MASSACHUSETTS 





ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 
































FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS 


Cuts easier — simplified design, no blade-slippage. Chrome pm Clark ng oN Hole oa + ages —_~— nt 
anadi hrom. Quick, accura iameter cutters. igh speed stee le cuts clean, fast 
= me ES SE, A we body. x, i holes. Fits drill press, portable drill or hand brace. Easily 


adjustment; self-clearing lead screw. No. 250: %"-1%", eet for any dis diameter. No. 100: %"-1%", retails $2.95; No. 101: 
retails $1.89; No. 251: %’-3”, retails $2.19. Guaranteed. 1’-2%", retails $3.95. Guaranteed, 

NATIONALLY ADVERTISED © SEE YOUR JOBBER or write DEPT. 4A-S 
ROBERT H. CLARK COMPANY, Beverly Hills, California © of Fine ision Cutting Tools 
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(ATE line will build more profits for you 





VERYBODY wants a Snackmaster 
to keep food and beverages 


hot or cold for hours — on picnics, | STANDARD | 
camping, hunting, fishing, vacation S T ‘ N D ‘ R 0 


trips. Sturdy, lightweight, easy to 19” high, 17” tong, 















14” high, 11%” long, 
















carry. Efficient “Ultra-lite’’ insula- 12” wide 9” wide 

tion, Removable sandwich tray in 

Standard models. Built-in bottle MODEL MODEL 
Opener, Watertight; uses regular or #501 Green Enamel — Galvanized Tank #510 
dry ice. Faucet optional (Standard #502 Green Enamel — Stainless Tank #511 


models only) for $1.65 extra. Beau- 


tifully finished; fully guaranteed. GENEROUS dealer profit margins. Write for full particulars. Sales- 


men inquiries also invited. Good commissions. 





ACTON PRODUCTS, INC. 605 S$. SUMMIT ST., ARKANSAS CITY, KANSAS 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ . $5.00 
Each additional word...... ..-- 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
OP CI ions dndsgrccsaccccegerce ae: ‘ 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 


secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








INSECTICIDES 


FAMOUS "DOOM" LINE 


Mail order program being discontinued. 
Organized representation desired in every 
state of the union. Many excellent estab- 
lished accounts to be serviced in all terri- 
tories. DOOM insecticides manufactured in 
Detroit and merchandised continuously in 
48 states since 1895. Generous brokerage 
makes it a valuable addition to associate 
lines now handled. Give full particulars on 
sales experience, territory and type of cov- 
erage with complete business background 
in first letter. 


Edgar A. Murray Company 
19200 Mount Elliott St. 
Detroit 34, Michigan 











NATIONALLY KNOWN 
LOCK LINE AVAILABLE 


In several choice territories to men with these 

qualifications: 

|. Builders Hardware selling experience to 
WHOLESALE HARDWARE & CONTRACT 
BUILDERS HARDWARE DEALERS. 

2. Executive-type salesman with proved record, 
capable of selling large volume buyers. 
This is rare opportunity to represent well- 
established manufacturer of finest quality cyl- 
indrical door locks in the low price range. 
Line is immediately recognized and accepted. 
Generous commission assures high earnings to 
top-notch producer. Give full particulars on 
sales experience and complete business back- 

ground in first letter. Confidential. 
Address Bex A-503, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





Direct IMPORTERS 


want active commission agents for 
Flexible Steel Rules, Circular Saws, 
Padlocks, etc. 


AMERICAN EXPORT TECHNICIANS, Inc. 


2 Broadway, New York 4, New York 


SALESMEN WANTED. WE HAVE SEV- 
ERAL CHOICE TERRITORIES open for ex- 
perienced, aggressive salesmen sion basis. 
We make a top grade line of “Key in Knob” 
Cylindrical locks—No die castings—Meets Fed- 
eral Specification for #160 Type; also an all-steel 
cylindrical lock with brass trim competitively 
priced. Mortise cylinder, handle and knob sets— 
tubular sets and bit key sets. Arrow Lock Cor- 
poration, 762 Wythe Ave., Brooklyn 11, New 
York, 














DISTRIBUTORS AND JOBBERS WANTED 
CUTLERY MANUFACTURED IN SOLINGEN, 
GERMANY 


by exclusive manufacturers representatives for U.S.A. 
with Stock in New York. Send full particulars. 
Address Box A-592, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














WANTED: MANUFACTURERS’ _ REPRE- 
SENTATIVES ESTABLISHED WITH not 
too many lines calling on Hardware and Mill 
Supply and Upholstering Jobbers in Chicago to 
fill the place of one who recently passed away. 
Address Box A-573, care of Harpware AGz, 100 
East 42nd Street, New York 17, N. Y. 





SALES REPRESENTATIVES — EXCLU- 
SIVE TERRITORIES one-piece steel bathroom 
cabinets—10% commission basis—for plumbing 
trade; hardware; tile and linoleum building; 
lumber, millwork, electrical, housing projects; 
department stores. Territories open: Akron, Cin- 
cinnati, Cleveland, Toledo, ston, Chicago, 
Pittsburgh, Buffalo, Connecticut, Delaware, Rhode 
Island, Dakotas, ete. Fries & Son, Covington, 
Kentucky. 








SALES REPRESENTATIVES 


Boston manufacturer requires factory representatives 
for jobbers, distributors, department stcres. A staple, 
Don-seasonal, repeat product of interest to super 
markets, hardware, houseware outlets. Liberal com- 
missions. Our appreciation for good efforts is shown 
in a most tangible manner. 


Address Box A-604, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








HARDWARE SALESMEN: IF YOU ARE 
NOW calling on the retail hardware trade and 
wish to improve your earnings, contact us. We 
are an old established, solid, progressive dis- 
tributor, now expanding and specializing in the 
sale of national brand name tools and brushes. 
We pay top commission in our field and _ will 
offer drawing account to qualified men. Address 
Box A-523, care of Harpware Acs, 100 East 
42nd Street, New York 17, N. Y. 











SALES _REPRESENTATIVES — EXCLU- 
SIVE TERRITORIES OPEN for commission 
sales direct to dealers—Indiana, Iowa, Kentucky. 
Miller Tools and Handles—shovels, forks, hoes, 
rakes and repair handles, quality products backed 
by over 80 years of experience. If interested, 
write full information (age, experience, present 
lines) to Miller Mfg. Co., Hicksville, Ohio. 





REPRESENTATIVES STILL CAPABLE 
WORKING AND SELLING wholesalers espe- 
cially large accounts. Who can produce orders 
and not just hold down territory “Newsboying” 
catalog pages. Manufacture of advertised estab- 
lished small tools and equipment has several 
territories where changes are being made. State 
territory, lines, references. Address Box A-597, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 
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SALESMAN WANTED: NOW CALLING 
ON retail hardware trade to handle side line of 
plumbing, heating specialties and brass goods, All 
good repeat items. Commission only. All terri- 
tories open. New York Concern. Address Box 
A-607, care of Harpware Acez, 100 East 42nd 
Street, New York 17, N. Y. 





SALESMEN WANTED TO SELL WOO 
OUTDOOR FURNITURE, New York, Ohie, 
North and South Carolina, Kentucky and Ten- 
nessee. Complete line, including chairs, rockers, 
settees, swings, picnic tables and benches. Sturdy, 
comfortable, durable furniture for porch, lawn, 
picnic area or social room. Splendid opportunity 
for year ‘round selling. Please give complete in- 
formation on territory Address Box 
A-543, care of Harpware Acr, 100 East 42nd 
Street, New York 17, N. Y. 








MANUFACTURERS AGENTS WANTED— 
now calling on farm implement and small town 
hardware dealers; to handle a popular Rotary 
Weed and Brush Mower with many attachments 
and Portable Circular Saw. Also gasoline engine 
accessory and agricultural chemicals. Unusually 
good repeat sales. This is an established line and 
company. Protected state territories open: Michi- 
gan, Ohio, Connecticut, New Hampshire, Ver- 
mont, Maine, New York, Pennsylvania, New Jer- 
sey, Delaware, Maryland, West Virginia, Vir- 
ginia, North Carolina, South Carolina, Georgia, 
Florida, Alabama, Mississippi, Tennessee. Num- 
ber of states have many established dealers, com- 
mission basis. Write for further information to 
Farm Easy Products, Inc., P.O. Box 428, Muncie, 
Indiana. 





NEW NOTION ITEM: PROVEN SUCCESS. 
We are looking for representatives with good 
following in Houseware Departments and _Jobbers. 
From coast to coast. Attractive proposition for 
qualified men. Reply Box A-605, care of Hanrp- 
ware AcE, 100 East 42nd Street, New York 17, 

: # 


NN. 








SALESMAN WANTED TO CARRY a se- 
lected line of billfolds or watch straps as a side- 
line, selling to the retail trade. 10% commission. 
Please get full details and references in first 
letter. Silon Products Co., 406 Elm Street, Cin- 
cinnati, Ohio. 





NEED A GOOD SIDELINE? FULL OR 
PART TIME salesman to represent accepted 
wholesale line of saddles, riding equipment and 
accessories; also line of hand and mechanics’ tools, 
gift items, power tools. Protected territories 
open. Liberal commission. Catalogs and selling 
data furnished. Minnesota Wholesalers, Inc., 
300 First Ave., North, Minneapolis, Minnesota. 





WANTED: SALES REPRESENTATIVE. 
MANUFACTURER NATIONALLY sold line 
Carpenter and Mechanic’s wceod folding rules has 
immediate openings for representatives, commis 
sion basis, for the states of Virginia, West Vir- 
ginia, North Carolina, South Carolina, Kentucky, 
Tennessee; all the deep Southern States and en- 
tire West Coast States. Oriole Rule Manufactur- 
ing Corp., 900 Iris Av., Baltimore 5, Maryland. 





SALESMAN WANTED TO SELL HICK- 
ORY tool handles to retail trade. Old established 
concern. In business for 75 years. Write for 
particulars. Address Box A-594, care of Harp- 
ware AGE, 100 East 42nd Street, New York 17, 

2 


N. 





SALESMEN WANTED BY HARDWARE 
WHOLESALER specialized in hand tools. Only 
top lines carried. Many protected territories 
open. Applicants may carry other non-conflicting 
lines and must have following. Address Box 
A-600, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Business Opportunities 





SALES REPRESENTATION AVAILABLE 
FOR MICHIGAN, Ohio, Indiana and Kentucky, 
on a brokerage basis, through a well, favorably 
known and soundly established manufacturers 
representative in the hardware and houseware 
field. Line accepted must go primarily to the 
jobber. However, contact regularly all classifica- 
tions of this trade excepting small retail dealers. 
Address Box A-536, care of HARDWARE AGE, 100 
East 42nd Street, New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO retin aaa 22, Pa. 
anch Office: 

New York -y ‘Philadelphia © Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. _. will carry 

the accounts or you can bill 
Write for further information be os 














AGENCIES FOR CUBA: REPUTABLE 
REPRESENTATIVE’S organization covering the 
whole Island, seek agencies from manufacturers 
who are interested in developing their sales in 
Cuba, on a commission basis. General hardware 
(iron, sanitary, electrical, fittings, valves, mis- 
eellany, ete.) Address Rio, Suarez & Cia., P.O. 
Box 4095, Habana, Cuba. 





WANTED PAINT SUNDRY, HARDWARE 
OR ALLIED lines. Sales representation Ohio, 
Kentucky, Indiana, Michigan, Missouri, Wiscon- 
sin, lowa, Illinois and Minnesota. Address Box 
A-606, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





EXPANDING MANUFACTURERS REP.- 
RESENTATIVE ORGANIZATION, TRAVEL- 
LING four men, desires additional line in the 
hardware field. Territory covered is Wisconsin, 
Illinois and Indiana, calling on all hardware 
distributers, mail order houses, chain organiza- 
tions, industrial supply houses, farm equipment 
distributors, electrical rs and automotive 
distributors. Address Box A-538, care of Harp- 
ee) Ace, 100 East 42nd Street, New York 17, 





WANTED—ONE SHORT LINE BY firmly 
and well established manufacturers representa- 
tive covering Michigan, Indiana, Ohio and 
Kentucky, calling on hardware, houseware and 
specialty jobbers, chain stores, major department 
Stores and premium goods users. Address Box 
A-535, care of Harpware Acs, 100 East 42nd 
Street, New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVE, 
NOW COVERING PAINT, Hardware and Lum- 
ber yard trade in eastern Pennsylvania, southern 
New gy A ~ Delaware. Many established 
accounts king for two lines for Jobber and 
retail outlets on straight commission basis. Ad- 
dress Box A-603, care of Harpware AGg, 100 
East 42nd Street, New York 17, N. Y. 





WE DESIRE GOOD ADDITIONAL LINES 
as factory representatives or distributors. To add 
to our Stickleback lines of Drilsaws, bending 
files, one-hander wrenches and wood carving 
tools. Seven Western States. Drilsaw Co., 1561 
Virginia Ave., Glendale 2, California. 





MANUFACTURERS REPRESENTATIVE— 
OHIO AND SURROUNDING AREA. Sales- 
man with 20 years sales experience calling cn 
hardware jobbers, paper jobbers, dealers, con- 
verters, etc., ig seeking lines for this area. Only 
good lines direct from manufacturers with ex- 
clusive and protected sales rights will be con- 
sidered. Address Box A-598, care of HarpwaRrE 
Acz, 100 East 42nd Street, New York a, ee 2 
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ACCOUNTS WANTED, TOP REPRESEN- 
TATIVE WILL do a good job in the Chicago 
area with a factory line. Thoroughly experienced. 
Excellent references. Address Bex A-595, care 
of Harpware AGe, 100 East 42nd Street, New 
York 17, N. Y. 





I CAN USE AN ADDITIONAL HAND 
TOOL LINE, imported or domestic in the follow- 
ing area: Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and the District of 
Columbia. Best of references. For the best type 
of representation write Box A-589, care of Harp- 


a AGE, 100 East 42nd Street, New York :7, 
| i 2 





SALESMAN VISITING HARDWARE, 
HOUSE FURNISHING STORES, Long Island, 
New Jersey, wants additional items. Address 


Box A-596, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y 





Help Wanted 


MANUFACTURERS DIRECT _ REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commisson. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
a Acg, 100 East 42nd Street, New York 


HARDWARE ress Semel AND/OR MANU- 
FACTURERS’ AGENT Experienced only; 
own car. Good iieeing Industrial, Woodwork- 
ing and Furniture Manufacturing. Wonderful 
opportunity with well known New York manufac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
ae Acgr, 100 East 42nd Street, New York 
1 


WANTED—EXECUTIVE. WEST TEXAS 
WHOLESALE HARDWARE and plumbing 
supply concern, with approximately 40 employees, 
doing good business, wants general manager with 
experience in handlgeg personnel, purchasing and 
sales management. Pays well. Good position for 
right man. Must be capable of handling complete 
operation. Address Box A-554, care of Harp 
a | Ace, 100 East 42nd Street, New York 17, 














Positions Wanted 








STO 


Limited Quantity — Subject to Prior Sale 


JOBBERS—Attention Please! 
THE BUY OF THE YEAR 
MILLERS FALLS, NO. 666, ALL IN ONE 

Ratchet Sets containing the aonge 

1—Reversible Ratchet Wrench—!/4” 

1—Extension 

2—Adapter Sockets—Hex. & Square 

3—Regular Screw Driver Bits—1/8, 3/16, 1/4 

2—Phillips Type Screw Driver Bits—Nos. 1 & 2 

9—Hex. Set Screw Wrenches 

Sizes—.050, 1/16, 5/64, 3/32, 1/8, 5/32, 3/16, 

7/32, 1/4 

Packed in plastic case, Individually boxed. Price in 

lots of 50 sets or more, $2.75 per set and lesser 

quantities $3.00 per set. Minimum—12 sets. 
ALSO T HANDLE TAP WRENCHES 

Size No. 1 (Small) $1.60 Doz 

Size No. 2 (Medium) $1.90 Doz. 

Size No. 3 (Large) $2.50 Doz. 

Minimum quantity 12 doz. of a size. 


Terms 2%—10 days, F.O.B. New York, N. Y. 


A. L. KIESLER COMPANY 


3 Park Place, New York 7, N. Y. 











$1500 Down — 
$50,000 Business 


Here is a chance to buy an estab- 
lished business handling hardware, 
paint, auto accessories, bicycles, sport- 
ing goods and household goods. In 
100,000 trading area in Central Illinois. 
6 year lease on building—same loca- 
tion, with intensive consistent adver- 
tising program to back up business. 
Write today for details. 


Address Box A-593, care of nARS WARS a 
100 East 42nd Street, New York 














TOP FLITE 


HARDWARE EXECUTIVE 


At present, General Manager of Com- 
pany doing $2,000,000.00 volume. Over 
35 years experience in all phases of 
hardware field—buying, sales, promo- 
tion, management. Excellent personal, 
business and bank references. Present 
income $25,000. Prefer executive posi- 
tior? in the East. Logical reason for 
making change. Complete resume on 
request. All replies confidential. 
Address Box A-602, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





FOR SALE 


WHOLESALE HARDWARE JOBBER— 
Minnesota Twin Cities. Same location 
nearly 40 years, specializing in Builders 
Hardware, Paint and Tools. Average an- 
nual sales $500,000. Top lines, fast-moving 
merchandise. Present inventory approxi- 
mately $120,000 clean stock. Hundreds of 
old established accounts. Owner will sell 
at inventory cost plus reasonable price for 
furniture and fixtures. Profit potential ex- 
ceptional for experienced hardware man 
or group. For full information 


Address Box A-60i, care of HARDWARE AGE 
100 East 42nd Street, New York (7, N. Y. 


























ADVERTISING MANAGER FOR HARD 
WARE MANUFACTURE . 22 years’ experi- 
ence; 9 years’ catalog building. Shirt sleeve op- 
erator; strong creative writer; layouts. Will han- 
dle all printing production, merchandise promo- 
tions, budgets. Can move overstocks. Lecate any- 
where. Age 46. Address Box A-591, care of 
ie Acz, 100 East 42nd Street, New York 
1 








HARDWARE AND HOUSEFURNISHING STORE 
FLATBUSH SECTION, BROOKLYN, N. Y. 
Established 35 years. Excellent location. 
Volume over $50,000. Price $7,000 over 


inventory. 


ay a A-588, care of HARDWARE Qee 
100 E 42nd Street, New York 17, N. 
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FISHING TACKLE AND SPORTING 


CLOSE OUT LIMITED QUANTITY 
A Well known mechanical and sales engi- 
One-Piece neer with world wide sales contacts seek- CLOSEOUT SALE—QUANTITY LIMITED 
BAMBOO FISHING POLES ing lawn and garden tools and equipment PURE BRISTLE PAINT BRUSHES 
Sublet © gar sale. Your cheice ef Japanese or for girnet one Financing and mass vol- 
u: " ume manufacturing facilities if needed. >" 
Hs A ney Ss © ores =s Best of references. All inquiries treated Wall brushes 2¥/2" L. out—2 tone hdls. 
167 13. +4 per PE i strictly confidential. PE ga a = > ) 12 dozen lots 
eago. ee Address Box A-587, care of HARDWARE AGE ies y : NLY 
JOHNSON PRODUCTS CO. cyicaeo Weed $8. 100 East 42nd Street, New York 17, N. Y. 4"— 75dz. f 
4” x 342" B.T. Handles $33.00 dz. 
4" x4," B.T. Handles 75.00 dz. 
— rv 4” x42" B.T. Handles 93.00 dz. 
° BER REMNANTS. : — -_ . ‘ 
Double your money. 85¢ lb. 60 Ibs. to case. FOR SALE. OWNER WISHES TO RE- Many other sizes, also semi-oval and 
Sises from 15” x 15” x 1° to shout 24” x 24° TIRE. Small, well stocked hardware store in - 
x 1%". Excellent for kitchen chairs, booths emote ame and —_ district of Central heavy varnish brushes. 
i ennsylvania city. ardware, aint, lectric 
all a ~A “, oS. Chak oa 10 to rated goods, fishing tackle, ete. Old, ’ aieiiabed. ne Address: Brushes P. oO. Box 723 
re rginia. cash trade. Address Box A-590, care of HARDWARE Providence, R. L 
Ace, 100 East 42nd Street, New York ym F ovi slice 














GOOD BUSINESS for sale. Good location in 
closest town to Lake Mead. Clearing $4,000.00 
yearly, can be increased. Established five years 





FREE CATALOG HARDWARE,  BUSI- 
NESSES, FARMS, Ranches, income property 


: WANTED: LONG ESTABLISHED HARD. HARDWARE STORE, KEY CITY IN 
Good lease. Fixtures and stock. $1,500.00 will | WARE BUSINESS, minimum volume $150,000 | BLACK HILLS, South Dakota. Excellent loca- 
handle. Write N. T. Riggs, Box 123, Overton, | annually in city minimum population 30,000 } tion and lease. $25, 000 handles. Owner has other 
Nevads. with industrial and rich farming purchasing | interests. P.O. Box 1733, Rapid City, South 
power. Business must stand investigation. Ad- | Dakota. 

dress Box A-578, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 











FOR SALE: HARDWARE STORE, WELL 





for sale in California, Arizona, Nevada, New 
Mexico, Oregon, Utah, Texas. Contains names, 





317, National Business & Property Exchange, | & Associates, Inc., 
4101 W. 3rd St., Los Angeles 5, Calif. | es 2 


request in Special Service Bulletin sent to] and heating items. 


ESTABLISHED, in a thriving Jersey Shore 
town. Clean stock. Will sell at invoice. Will 


locations, gross, lease, rent, price, etc. Specify ATTENTION MANUFACTURERS. HAVE | also sell building, if desired. Living quarters 
business or property desired and we place your | NATIONAL SALES distribution for hardware | included. Approximately $40,000 cash needed. 
Will purchase small manu- | Must be seen to be appreciated. Owner desires 
owners. No obligation. Write for Catalog No. | facturing business or entire output. E. J. Colley | to retire. No Brokers. Address Box- A-599, care 
225 Lafayette St., N. Y. 12, | of Harpware Ace, 100 East 42nd Street, New 





York 17, N. Y 








17,140 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 


4,629 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 


19.269 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 


6,765 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 


547 GENERAL HARDWARE WHOLESALERS 


100 EAST 42nd STREET 





FOR 1952—USE THE 
Hardware Age Direct Mail Addressing & Mailing Service 


It Will Assure You Maximum Success at Minimum Cost Contacting by Mail the Following Lists: 


THESE LISTS ARE CORRECTED RIGHT UP TO THE MINUTE WE ADDRESS YOUR MAILING. 
OBVIOUSLY AN ADVANTAGE OF OUTSTANDING VALUE TO YOUR DIRECT MAIL SALES PROMOTION 


WRITE FOR DETAILS 
HARDWARE AGE 


DIRECT MAIL ADDRESSING DEPARTMENT 


135 WHOLESALE HEAVY HARDWARE WHOLE- 
SALERS 


109 HARDWARE WHOLESALERS IN CANADA 


2,004 INDUSTRIAL SUPPLY DISTRIBUTORS IN 
U. S. 


151 INDUSTRIAL SUPPLY DISTRIBUTORS IN 
CANADA 


11,379 LUMBER YARDS 


882 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 














NEW YORK 17, N. Y. 
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MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin. Micu. 
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EASY TO MAKE—EASIER TO SELL! 
(Larson) 


Make Your Own 


SAW 


HORSE 
BRACKETS 


2 Styles or 
Sizes 

















No. 1 for 1” Lumber 
No. 2 for 2” Lumber 


Cash in on the already made sales for "Make Your Own" Saw 
Horse Sets, originated by Chas. O. Larson Co. Home crafts- 
men will buy several sets. 


Attractively packaged and all hardware needed is 
included for the useful Saw Horse Set, with complete 
“easy to assemble’ instructions. 


Each set includes illustrated folder on “How to Use Wood 
Working Tools” for the amateur. 


Sold through recognized distributors and jobbers, or write for color- 
ful literature on the Larson "Make Your Own" construction sets. 


Also manufacturers of BRIGHT WIRE GOODS AND DISPLAY HARDWARE 


CHAS. O. LARSON CO. 
ILLINOIS 


STERLING e 














HARNESS HARDWARE 


Made of highest grade malleable 
iron in a most complete range 
of items and styles. 


For over 70 years, Moline Iron 
Works has manufactured highest 
quality harness hardware. Today 
the Moline line includes hundreds 
of different saddlery and harness 
hardware items in many styles and 
models. Here you may obtain, from 
one source, all of your requirements 
of buckles, bits, rings, snaps, 
swivels, hooks, fasteners, etc., as 
shown in our catalog No. 21 which 
will be sent to you on request. 


MOLINE IRON WORKS 


MOLINE, ILLINOIS, U. S. A. 





catalog on these agricultural and indus- 
trial supplies that we make: TACKLE 
BLOCKS, HAY TOOLS, LOAD BINDERS, 
WIRE STRETCHERS, ROPE HOISTS, 
WIRE ROPE CLIPS AND CLEVISES. 
























SLED IPLIL LLLP for every purpose! 


Wudwag EAR FACTORY and SALES OFFICE 
THE MIDWAY TOOL MELVIN, OHIO 


MIDWAY Auger Bits 








_J 














HARDWARE AGE 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


100 East 42nd Street 








New York 17, N. Y. 











THE COLUMBIAN VISE & MFG. CO 


CLEVELAND 4, OHIO 


] I 
sold by 
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BALER TWINE and 
BINDER TWINE 


Rope—Wrapping Twine—Cordage 
Jobbers—Distributors—Dealers 


WANTED 


To distribute and sell our Top Quality Twines. 


OUR LARGE QUANTITY BUYING ENABLES US TO PASS ON TO YOU, 
THE LOWEST POSSIBLE PRICES ON— 


es e 7 
Baler Twine and Binder Twine 
Rope—Wrapping Twines 
Can make immediate delivery. 
Write, phone, or call on us personally for full information. 
Send $13.60 for sample bale baler twine or $14.50 for sample bale binder twine. 


BOB STONE CORDAGE CO. 


PHONE 838 CHARITON, IOWA 























CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles, 










Write for free 
GREENLEE 

Hand Tool Quick 
Reference File 







GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 












SPRINGS ARE 2asy TO STOCK WITH 


Gardner's 
SPRING CABINETS 


A single convenient metal 
drawer holds 128 selected 
springs, 40 most popular 
sizes, in coded com- 
partments. Larger 
assortments come in 
mm 2 and 4 # drawer 
cabinets. These are 

, top quality, preci- 
sion made, plated and burnished Springs. Boxed refills 
shipped from stock. Order from your jobber or write us. 


Gardner Wire Co. "°2.3.0°.."" 



















SLIDING DOOR HARDWARE 





When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 


Inclosed track @ brackets © hangers @ handles © guide rolls 
guides © stops @ binders © chafe strips © bolts © hinges 
For full information send for Catalog #200 


COBURW PRODUCTS [fF 


APRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 





New York 22, N. Y. * Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver | 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. | 


144 
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handle. @ Rubber pro- 
tective bumper. 
FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 








UTOWASH 


FOUNTAIN TYPE BRUSH 


WASH 
No. 840 No. 8401 
AS YOU @ Blended horsehair $ $ 
bristles in replaceable e 
CLEAN plate. e Aluminum *% “a oe” eae 


Write Dept. 145a for more information 










MORE THAN 


50% PROFIT 




























y “ee 


POSITIVE SAW SET 


For All Types of Hand Saws 


Simple and quick changing of 
tooth setting. Grips saw and sets 
tooth in one continuous opera- 
tion. Teeth visible at all times. 


TAINTOR MANUFACTURING CO. 
Sales Representatives 
John H. Graham & Co., Inc. 
105 Duane St., N. Y. 8, N. Y. 





















ADJUSTABLE 
FINGER GRIP 


Your most profitable staple... 


The original PLATT 























MRRP REO APD Pa 
ABLE 6 outstanding 
es 
Millions in use for holding: selling featur 
V All type of tools—in home and ! 1—Adjusted in a jiffy. 
Vv Kitchen utensils — in plated spring 
V Sporting equipment y a 


V Laboratory test tubes 
V Brushes and brooms 
V Garden tools 

Vv Rubber stamps 

Vv and hundreds of others 


4—Handsome, self-selling dis- 
play boxes. 

5—Made of spring steel. . . 
holds shape permanently. 


See your jobber or write 


ARTHUR I. PLATT CO., Foirfietd, Conn. 


6—Nationally advertised. 





VIGORO 


Ja¥-¥owputtclo(-Watlo) c-W od coset: 


| Xo} ab cake) ¢- We (-T- 00-9 a= Ce) 4 
more years than any 
fo} dat -3 amo) E-bal ab colotoE. 


"Vig r is Swift 








, A 3 e ” qdert, Storm doors & windows 
ou o% eSun porch insulating 
‘th e Poultry house windows 
‘ ht Wwe e Cold bed frames 











Ho nized Nects- Liquid Saddie Soap 
foot Si aes 12 Animal Shampoo 
From Beef Animals 4 Animal Hair Dressin 
Neatslene Harness Oil 
Prime Lard Oil 
"Thread Cutting Oil"' 
- 


Best v4 ed SAETENS and PRESFAVES Canva 
(fa'wer 
Sate at Cette dim, WATER REPELLENT 


ee CANVAS: Awnings, Tents, 
WEATHERPROOFS:  baccwemmceeees) a am 
Boots, Shoes Saddles, on, Sap ee 
Gun Cases, Golf Bags, 
Riding & Racing Har- 
ness, Luggage and 
other fine leather. Made 
in Two Grades: Pure ay - 
and Prime Compound. —— —=== 
sold at Hdw., Drug, Auto, Sport & Saddle Shops, Dist. by Whise. Hdw. 
Drug é Saddlery Houses. If dealer can't supply, write us. 
Mfd. by Neatsiene Co., Omaha 8, Nebr. Roy W. ‘'Shep" Shepard. 



































WIDE! 
99¢ RETAIL | Wi g/2 7a pice WOLL RMLLL guick sales 


1517 Sia isde// 


No. 
$1.09 RETAIL 





Master's complete line enables you to 
fill any need . . . meet any price! 
Shown here are four of Master's 
wide variety of bikelocks cs ae Starks the price big and bold 
your jobber for information on the | directly on your stock. Blaisdell CHINA 
entire line. | MARKERS write on metal, china, glass, plastic 
or any glossy surface. Marks are brilliant and 
| permanent ... but easy to remove with a damp cloth. 
Available in 168-T Blue; 169-T Red; 173-T Thick Black, 
and ten other vivid colors. Order from your dealer, 
or write for FREE Sample naming this magazine. 


BLAISDELL PENCIL COMPANY, BETHAYRES, PA. a 





Master Jock Company. Milwaukee 45, Wis. AB-10 
© Worlds Leading Padlock Manufacturers | 


se. MARSHALLTOWN 
TROWELS 








MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


onicinat DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 

tainers, box or card are displayed on counters. Genuine DOMES 
eccanaaQih, OF SILEN glide softly, silently, smoothly 
vest over all flooring; saves floors and furniture. For 
1” We" Whe? years the favorite with houseowners and furniture 
1° %" manufacturers. 








Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 











HARDWARE AGE, MAY 1, 1952 5 





vindows 
ting 
Tale toh 23 





